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eo -here comes 


your BOSS 


profit-story 
tueked under 
this man’s arm! 


ES, the man with the green 

book is on his way. And he’ll 
call on you soon. He’s going to 
let youin on the complete details 
of the new Boss Oil-Air Stove and 
a plan that means bigger sales 
for you. It will pay you to watch 
for him... wait for him. 


THE HUENEFELD COMPANY 


56 Years of Service 
CINCINNATI, OHIO 


Makers of the famous Boss Oven 
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PACKING THAT PACKS A 










NO. 720M RED-AND-SILVER CHEST, ARGOSY PATTERN, ILLUSTRATED, 
KNIVES WITH MIRROR FINISH STAINLESS BLADES, $35.26 [RETAIL PRICE] 


We take off our hats to all manufacturers who supply the jewelry 
trade. For they were among the first to récognize the importance 
of a lovely setting for their merchandise. And we’re rather proud 
to be of an industry that pioneered in the great American advance 
in packaging. We’re keeping up our share of the good work by 
packing 1847 ROGERS BROS. Silverplate in the 1929 manner .. . 
two new chests and trays designed in Paris by one of the greatest 
stylists in that city of style. Exquisite red-and-silver, and silver-and- 
gold chests and trays that make this appealing silverware more 
appealing than ever. Packing that packs a wallop... a sales-punch 
aimed at every prospect’s pocketbook. Write for booklet JH to 


Department E, Internatienal Silver Co., Meriden, Connecticut. 


18.47 ROGERS BROS. 


i'LVERPLATE 
INTERNATIONAL SILVER CO 


as 
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" paseene weekly by the 1KON AGE PUBLISHING CO., 239 West 39th Street, New York, N. Y., U. 8. A. 
3, at the Post’ Office at New York, under the Act of March 38, 
25e. each Vol. 124, No. 16, 
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axes and other tools have played a 
large part in the building of this and 
practically every other American 


city. 


hammers, 


Superior quality 


Toots 


2114. Carrett Ave.. Chicago, UrlWSA 
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A new Cylinder night latch to 
Ma sell for a dollar or less! 


No. 207 
NIGHT LATCH 


A real proof of LIleco 
engineering supremacy 
—a high quality night 
latch made to sell for 
an astoundingly moder- 
ate price. 


Note these features of 
the new No. 207. 


Cylinder 


Oval design—5 disc tumbler 
construction of the non-spill 
type—finish is dull brass— 
can be furnished master 
keyed. 


Latch 
Size 24,” x 34” x 1"— 
operates by key from out- 
side or turn knob inside. 


Can be mounted on door 
from ¥4” to 2%” thick. 
(Note: this is the only cyl- 
inder rim night latch that 
can be mounted on a 4” 
door.) 


Flat back—no mortising re- 
quired. Bronze bolt. Tem- 
plate furnished with every 
lock makes installation 
simple. 


Available in black enamel 
or brass finish. 


BRANCHES 


183 West Lake Street, 
Chicago, Ill. 
523 Commerce Street, 
Philadelphia, Pa. 
4 Warren Street, 
New York City 
121 2nd Street, 
San Francisco, Cal. 
2109 Cass Avenue 
Detroit, Mich. 
406 Wall Street, 
Los Angeles, Cal. 
414 No. Gay Street, 
Baltimore, Md. 
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Other ILCO 
Night Latches 


There are Ilco night 
latches to meet all re- 
quirements. 


No. 201—a five pin tumbler 
heavy duty night latch to re- 
tail for about $1.50. 


No. 202—a five pin tumbler 
heavy duty night latch with 
dead locking feature, to re- 
tail for about $1.75. 


No. 203—a five pin tumbler 
heavy duty dead latch with 
square bolt to retail for 
about $2.00. 


No. 205—a five disc tumbler 
cylinder rim night latch, 
standard size case, to retail 


for about $1.25. 


Other ILCO 
Products 


In addition to night latches 
we also make automobile 
cylinder locks, padlocks, in- 
side door sets, glass knob 
sets, key blanks, hardware 
specialties and key cutting 
machines. Our complete 
catalog will be sent on re- 
quest. 


KEY BLANKS 


This company has 
long been known as 
the leading manu- 
facturer of key 
blanks and key ma- 
chines. Complete- 
ness of the line— 
quality of the 
product and quick 
service from our 
branch offices, are 
reasons why the 
Ileco is everywhere 
accepted as_ the 
standard key blank. 
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with BOSLEY’S “= 
You Can Forecast eae Comfort 
ya Throughout the Winter 


“BOMECO” — All 
bronze. Hemmed edge. 
Two styles, plain or 
ribbed. 


“4MECO” — Copper 
coated steel, and moth 
proof felt. Double 
contact feature. 


| HEAT SEAL '29— 
Copper coated steel 
and filled rubber 


cushion. Four sizes. 


Ever realize how interesting it can be to sell 
Weather Strip? Folks like to talk about the weather. 
There’s something new about it every day. 


Think of all that Bosley’s Weather Strip means, 
in satisfying human needs. Comfort—Security— 
Health—Economy. You can talk about the weather, 
—today’s—tomorrow’s—next winter’s weather—and 
forecast all of these desirable things. Picture them 
for your neighbor. Help him visualize his home 
free from drafts, kept comfortably warm with less 
coal than he ever burned before, his family well and 
happier than ever: before. | 






From this you can make your own recipe for 
Weather Strip profits this Fall. Stock and display 
Bosley’s in several styles from the lower priced to 
the higher values. Talk about the weather. Tell 
about the comfort in Bosley protection. Sell more 
than you ever sold before. 





‘“*KOPAR’’—All 
cushion. Best 4-ply 
fabric, impregnated 
with grease-proof rub- 
ber. 


The leading jobbers supply Bosley’s—all styles, 
ALL PACKAGED. Buy from your jobber. 














THE D. W. BOSLEY COMPANY, CHICAGO 


ROSLEY’ 


Weather Strip 


(TRADE MARK REGISTERED) 
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Iv s easy to sell hardware 





The “Big 4” Hanger 





Braced Rail 











National 


makes hardware to 
serve every building 
purpose—a complete 
line. The items be- 
low are all big sellers: 


BARN DOOR HANGERS 
BARN DOOR RAIL 
GARAGE HARDWARE 
DOOR LATCHES 
SCREEN HARDWARE 
STRAP AND TEE HINGES 
HALF SURFACE BUTTS 
MORTISE BUTTS 
ORNAMENTAL HINGES 
CUPBOARD TURNS 
SASH LOCKS 
SASH LIFTS 














that you are 
“sold on” 


—and you can bank on recommending the 


“Big 4” Hanger and Braced Rail for any job 
that requires a heavy duty hanger, because 
“Big 4” is built for super wear under all con- 
ditions with a heavy load. 


A heavily embossed hood adds strength to 
the fine quality steel used in their construc- 
tion—anti-friction roller bearings carry the 
load of the doors without strain. Other note- 
worthy features are Sherardizing of axles and 
rivets to prevent rust, and the flexible hinge 
joint. The “Big 4” is a best seller with leading 
hardware merchants. 


Dependable service on the job for over 
twenty-five years has acquainted builders with 
the superiority of the “Big 4” and cautious 
buyers are insisting upon the genuine National 
product. 

If you do not carry this complete line of 
builders’ hardware, we invite you to join the 
successful group of National dealers and 
enjoy a steady, profitable business as our 
sales representative. 


National Manufacturing 
Company 


STERLING sg ILLINOIS 
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Makers Also of 
IMPERIAL Fence 
Gates----Steel Posts 








A Complete Line of 





Farm Fence Hog Fence 
Poultry Fence Lawn Fence 





Farm Gates Lawn Gates 





Steel Posts 





es Flower Border Trellis 
























































Compare U.S.Poultry Fence 


with any other nefting! 


W RITE today for a miniature 
sample roll of U. S. Poultry Fence! 


Examine its modern design and construction! Note, 
that like in farm fence, the line wires run parallel! Note, 
too, how the interlocking hinge joints lock the line wires 
so securely that they can not slip, spread or unravel. 


See how uniformly this superior netting is woven; 
how even its tension. Then, judge for yourself why 
U. S. Poultry Fence is breaking all records for sales and 
profits everywhere! 


U. S. Poultry Fence is the original straight-line netting. 
Today, as always, it is sold only through the regular 
wholesale and retail channels. If you are not already 
‘cashing in’’ on the amazing demand for this fast-selling 
line, write for the FREE sample roll and catalog. 


Indiana Steel & Wire Company 


Muncie, - - Indiana 
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TEE SATURDAY EVENING POST 


Sargent Hardware...in the spirit of this modern, scientific age 


AS CHATEAU and guild hall reflected the Renaissance, skyscrapers 
express 20th-Century America. The Chanin Building, New York, 
im every direct line of design, in each workable item of equipment, 
represents the power and opportunity of this modern world. The 
key-notes of its theme—courage, activity, endurance, success— 
have been realized only by the closest co-operation of architect and 
engineer. Here is ornamentation related to construction, and 
equipment that is the best produced by this scientific age. 
Sargent Hardware is a fitting installation in the Chanin Build- 
ing. As in other fine buildings of the country, Sargent beauty of 
design, Sargent perfect operation, Sargent durability, all add to 








SARGENT 


AN D 


8 cena NAR SR RE OI TT 








eee eK Re Kee ER ee HAA 





Cal 







serviceability. 
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trated above at right Is appro- 
priate for this Colenial type 
residence, Heathcote M. 
Weolsey & F. Burnham 
Chapman, associate archi- 
tects, New York. Such precisely 
machined equipment assures 
satisfaction for the entire life 

of the dwelling. 
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The Chanin Bullding, New 
York City, Sioan & Robertson, 
architects, Is a masterful ex- 
pression of the modern builds 
or’s art. Sargent Hardware in 
the design shown above adds 
to its beauty and its lasting 


Sargent Hardware as ilius- 


the value, distinction and usefulness of the structure. 
You can obtain the same excellence in hardware for 
your own home. For every type of residence, as well as 
apartment, hotel ,educational or public building, Sargent 
offers a wealth of designs in solid brass or bronze. If you 
are planning to build, send for our illustrated booklet, 
‘*Hardware for Utility and Ornamentation.”’ You will 
find it interesting and instructive. 

Sargent stands for quality—in builders’ hardware and 
in every Sargent item in a hardware store. Sargent & 
Company, 33 Water Street, New Haven, Connecticut. 



























DW A 








THE PRODUCTS of Sargent & Company are advertised persistently 
and consistently. The strength of this firmly established, leading 
hardware manufacturer is reflected in the full-page series of adver- 
tisements appearing in The Saturday Evening Post. Two of these 
are reproduced above. Others, designed especially to appeal to all 
who might be interested in the building of homes, are inserted regu- 
larly in House & Garden and similar publications of this class, as well 
as in the leading architectural and building publications of America. 
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THE SATURDAY EVENING POST 


All materials for its construction have been tested minutely 


A GREAT STRUCTURE rises abruptly. Its foundations grip bed-rock. 
All materials have been tested minutely, their bearing power and 
durability are known. The effect of variations in temperature on 
steel skeleton, reinforcements, brick and stone face have been cal- 
culated. Wind velocities and earth tremors have been considered. 
Each forward step has demanded the piss skill of architect, 
engineer and builder. Here, where is tial, Sargent 
Hardware is a fitting installation. 

ay: many years aan Hardware has been selected for the 

tst cial structures of the country. Of solid brass 
or bronze, Sergent Hardware adds to the permanence and useful- 
ness of the great office building illustrated below. Sargent beauty 








of design and Sargent smooth operation have atso in- 
creased materially the value of the attractive residence 
shown. You can make your own home more pleasingly 
livable with Sargent Hardware. 

The unquestioned high quality of all Sargent 
merchandise has been established by many years’ in- 
sistence on the best materials and the most expert 
workmanship. If you are planning to build, you will 
find much of interest and instruction in our illus- 
trated booklet, ‘Hardware for Utility and Ornamen- 
tation.” It will be mailed you on request. Sargent & 
Company, 33 Water Street, New Haven, Connecticut. 











LOCKS AND 


= 3) ee 


SARGEN 


HARDWARE 














The Smith Young Tower 
Buliding, San Antonio, Texas, 
Atice B. and Robert M. Ayres, 
A.1.A., architects, is equipped 
throughout with Sargent 
Hardware. The proprietary de- 
sign may be judged from the 
one item iilustrated above. 


Sargent Hardware, authentic 
in design, adds to the beauty 
and serviceability of this 


Philadelphia. The hardware 
pieces shown are appropriate 
for dwellings of this style. 





EXCELLENT HARDWARE and the name of Sargent & Company are 
becoming steadily more closely associated in the minds of architects, 
builders, dealers and purchasers of hardware, large and small. This 


growing demand for Sargent Hardware results from Sargent’s long- 


continued insistence on tested materials and experienced workman- 
ship. Sargent & Company, New Haven, Conn.; 94 Centre Street, 


New York; 150 N. Wacker Drive (at Randolph), Chicago, Illinois. 
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Makers of 


A Proposition 
Extraordinary 


MILWAUKEE, WISCONSIN 





ADGER Tires always have been a profitable 
proposition for any live dealer. 5 

For in quality they are the equal of any other 
leading standard brand — in fact have some 
points of merit not found in most standard makes. 
And in price too, they are more than just com- 
petitive. The “Double-Duty Balloon” line for 
example, runs from 11% to 20% LOWER than 
competitive brands in the “Super” class. 
This in itself means GREATER PROFIT for 
the Dealer—the very thing he is in business for. 


eral? 


But we go farther and offer new high- 
er Trade Discounts (as of July 1st) 
which means STILL MORE PROFIT 
to the Dealer selling BADGER TIRES. 


The Badger Proposition therefore is most at- 
tractive and profitable. Factory distribution is 
made through Jobbers exclusively. Dealers inter- 
ested write us for full particulars and name of 
nearest Jobber. 





(The Wholesale Distribut- 


The BADGER RUBBER WORKS, 32:20: ef on of 


Companies in the Industry.) 


BADGER TIRES, TUBES, FAN BELTS, RADIATOR HOSE TIRE PLASTERS, REPAIR KITS, UNIVERSAL FLAPS, ETC. 
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Your 


Community is 
Ready /forMore 











MYERS WATER SYSTEMS 
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FIG. 2549 





Folks living in suburban and 
rural communities, in small towns 
and villages are insisting on im- 
proved living conditions. The de- 
mand for modern water facilities 
goes hand in hand with this 
movement. Every section of the 
country is represented, and your 
community is ready and waiting 
for more Myers Water Systems. 


Alert dealers are sensing the 
possibilities this well established 
line provides and are profiting ac- 
cordingly. A dependable style 
and size for any service up to 
10,000 gallons of water per hour 
means more selling power, wider 
sales activities, increased volume 
of business, customer satisfaction. 
Where is there another line so 
complete and dependable, so 
widely advertised and thoroughly 
established, carrying with it so 
many opportunities for profitable 
sales as the Myers? 


And remember, for good mea- 
sure, into every Myers Water 
System goes the experience of 
nearly sixty years of continuous 
pump building—an invaluable 
trade asset that manifests itself 
in originality and simplicity of 
design, sturdy construction, ex- 
clusive improvements, ease of in- 
stallation, durability and low cost 
operation. 


We solicit your inquiries by 
mail or by wire. 


mm F.E.MYERS & BRO.¢o: 


ASHLAND, OHIO. 


Gi tcte  kl 
PUM2S-WATER MYERS... 














Seen 
=a WM FIG.2524 
PUMPS FOR EVERY. PURPOSE -WATER SYSTEMS- HAY TOOLS: DOOR HANGERS 
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That explains why Weed Chains are easiest sold—why 
Weed Chains have maintained their leadership for over 
25 years—why Weed Chains are the most necessary and 
most profitable of accessories. In a recent nation-wide 
survey conducted by a leading American institution, 
people in all walks of life were asked, ‘‘What make of tire 
chain do you think of first?’’ In reply to this question, 
18 different makes of chains were mentioned but Weed 
Chains were named by 93% of all the people. 













To help our dealers sell more WEED CHAINS 
we are doing these 2 things: 






I | Advertising stronger than ever. We are after month, from autumn to spring. 

using magazines; national, sectional, 2 Using a new case hardening process 
and state farm papers; newspapers and which gives longer wear and greater 
radio. We are advertising steadily month efficiency in the new regular WEEDS. 








TIE UP WITH THE LEADER BY MAKING IT YOUR LEADER 


Feature 


WEED CHAINS 


AMERICAN CHAIN COMPANY, Inc., BRIDGEPORT, CONNECTICUT 
World’s Largest Manufacturer of Welded & Weldless Chains for all Purposes 
District Sales Offices: = 


« PRODUCT OF tae 


Boston, Chicago, New York, Philadelphia, Pittsburgh, San Francisco Cus Ghean ie 


In Canada: Dominion Chain Company, Limited, Niagara Falls, Ontario LforYour Safety, 
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PERFECTION 
Mitre Box 





The PERFECTION 
Mitre Box can be 
quickly set and ad- 
justed. It holds the 
work rigidly and se- 
curely, insures accu- 
racy, and is built of 
selected hardwood and 
special steel-to last. It 
is attractively finished 
and in great DE- 
MAND because of its 
splendid construction 


and LOW PRICE. 


A Mitre Box That You Can Honestly Recommend 


I: a carpenter came to you well recommended and 
did a good job, you wouldn't hesitate to recommend 
him to others, would you? 

More than 25 years ago a carpenter bought a PER- 
FECTION Mitre Box on a brother carpenter's recom- 
mendation. He liked it so well he, too, recommended 


it to every carpenter and tool user he met. 


What an endless chain of DEMAND those first two 
carpenters started. And how thoroughly Perfection 
Mitre Boxes have satisfied it. . 


If your Jobber cannot supply you, write to us and we 
will refer you to the nearest Jobber who will. 


HARDWARE COMPANY. 


ESTABLISHED 1854 Reg. U. S. Pat. Off. INCORPORATED 1864 
TORRINGTON, CONN., U. S. A. 
New York Office: 151 Chambers Street 
Makers of Good Tools at Popular Prices 
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... speed turnover 


will always stock 


ALLEN’S SOLE STRIPS 


identifies it as quality merchandise. 
through the hardware trade for shoe repairing. 


the highest quality sole in 
ALLEN’S SOLE STRIPS 


Sold by 


New York Boston Chicago Cincinnati St. Louis Richmond 


Selling Agents: 


McADOO & ALLEN L. H. NELSON & CO. 
Philadelphia San Francisco 








sig FEA) ree 
Thi. .cein aal 


Quality and Distinctiveness 


Any hardware dealer aiming to sell high-class merchandise 


A distinctive way of marking every strip with the Allen name 
Allen’s Sole Strips are the aristocrats of sole leather sold 


You can be positive that you are offering your customer 


THE UNITED STATES LEATHER SELLING CORP. 


NOTHING TAKES THE PLACE OF LEATHER 
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SILENT, SR. Door Gloser, No. 2000—The 
only Double Spring Door Closer on the 
market. Sells all year round. Powerful, united 
action of jamb spring and cylinder spring 
assure positive closing of House- Entrance 
Doors, Storm Doors and most Doors in 
Office, Factory and Mercantile Buildings. 
Has patented Everedy valve for adjusting 
speed, same as Silent, Jr. Improved for 1930 
with spring brass washer spreader, and with 
new latching feature that assures positive 
closing of latch. Handsome dull brass lacquer 
finish. Corrosion and rust proof. 


SILENT, JR. Door Closer, No. 1000— 
The only Nationally Advertised Dollar 
Door Closer and the Finest Dollar Door 
Closer on the market. An unfailing profit- 
producer. Closes screen and light weight 
house doors quietly and closes them tight. 
Patented Everedy valve permits easy and 
accurate adjustment of closing speed by 
simple twist of cylinder. Improved for 
1930 with new spring brass washer 
spreader that assures uniform plunger 
action and longer wear. Handsome dull 
nickel finish. Corrosion and rust proof. 


Meeting the Big Demand 
for a Low-Priced, Heavy-Duty Door Closer 





Everedy Adjustable Screen Door Grilles: An exceedingly useful and 
attractive item of screen door equipment; hence an exceedingly salable 
and prefitable item for the dealer. The beautiful brass, bronze and an- 
tique copper finishes are of the finest rust-resisting lacquers. All cross 
members crowned and alledge joints electrically welded to assure great 
strength and rigidity. Made in a variety of sizes, with sliding rods that 
make them adjustableto fit almost any screen door. 


The Everedy SILENT, SR. gives dealers 
a year-round profit maker with a 
virtually unlimited market 


ROM the homes of America, for use on entrance doors 

and storm doors—from the world of business, for use on 
doors in office, factory and mercantile buildings—comes the 
demand for an efficient, low-priced, heavy-duty door closer. 
Progressive hardware dealers everywhere turn this demand 
into profit by selling the SILENT, Sr.—the only double spring 
door closer on the market. 


Improved for 1930 by the addition of two new features (see 
description above) the SILENT, $R. now stands out as a truly 
wonderful value, with greater sales possibilities than ever 
before. 


The famous Everedy S1Lent, Jr. Door Closer—for screen and 
light weight doors—also has been improved for 1930. And 
Everedy Adjustable Screen Door Grilles, introduced a short 
time ago and already going over big, are offered for 1930 in 
two handsome new finishes—bronze and antique copper—as 
well as in brass. 


Backing up the improvements in the Everedy line, improve- 
ments also have been made for 1930 in Everedy’s Free Dealer 
Helps, and in our National Advertising that will drive home 
the advantages of S1tENT Door Closers to millions of consumer 
families throughout the country. 


Send today for the new Everedy Door Equipment Catalog which gives full 
particulars, and for the new list of prices and discounts. Write now! 


THE EVEREDY Co. 


FREDERICK MARYLAND 


Everedy Products are Sold gaja°ia0) > Retail Prices Slightly Higher 
by Leading Jobbers Shep in Far West and 
lverywhere _— Canada 


Also Manufacturers of the Famous Everedy Bottle Cappers, Syphon Filters, 
Strainer Sets, etc. Write for Catalogue No. 9B. 
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Why LEADING HARDWARE 
NIERCHAMNTS eve stocked «.. 
MILLERS FALLS PLANES 
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1. Because they bear the Millers 
Falls name. Customers know that 
any tool turned out by Millers Falls 
is bound to be good. Result — turn- 
over and profit. 


2. Improved Cutting Edge means 
less sharpening and reconditioning. 
The cutters fit other planes and are a 
good item to stock in themselves. 


3. Three-Point Bearing of Lever 
Cap eliminates chattering — the age- 
old cause of plane trouble. 








4. A complete line for every need 
with sizes in bench planes from 7 to 
24 inches, smooth or corrugated bot- 





toms and 21 models of block planes. 6. Customers know eheet Mile Pals 
Planes. Vigorous, continued advertising 
< eedinee te sean "Phe is preparing the way for sales every day. 
lever cap — the point where breakage 
usually occurs — is made with extra : Concentrating buying on Millers 
thickness and width - will stand ‘Falls Twelve Major Tool Lines effects 
almost any strain. savings in time and money. 


We could add more — but that’s enough. Are 
you well stocked against demand? For par- i 
ticulars on Millers Falls Planes and other major 
tool lines, see catalog No. 40. If you haven’t 
your copy, write for another. There is no charge. 






No. 9 Smooth, Length 
9 inches, Cutter 2 in- 
ches, Weight 334 Ibs. 
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MILLERS FALLS COMPANY : 
MILLERS FALLS, Massachusetts i 


MILLERS FALLS 
Cable Address TOOLS MILLERFALL NEW YORK 


NEW YORK: 28 Warren Street “ - - CHICAGO: 9 So. Clinton St. 
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FALL IS YOUR GOLDEN OPPORTUNITY 


. . to sell Cyclone Lawn Fence 


e 5 eo e SO e 


Right now every lawn fence argument is in 
your favor. The annoyance and damages done 
by intruders during the past summer are still 
fresh in the minds of home owners. A little 
talk on the increased privacy and protection 
provided by Cyclone Lawn Fence will sound 
mighty good to them. Also remind home 
owners that Fall is the natural time to install 
Cyclone Lawn Fence—NOW—when the grow- 
ing season is ended—when perennials are 
being rearranged—when no damage 
will be done to shrubs. 
Use these strong selling points THIS 
MONTH, and be ready with a com- 
plete stock of Cyclone “Red Tag” 
Ornamental Lawn Fence. It’s the 
fence home owners have known for 
years and it’s the kind they want to 
buy. Display it prominently with the 
They look for the 


“Red Tag,” the 
Mark of Quality 
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Cyclone *«« 


Fence .°Gates 
CYCLONE FENCE COMPANY 


General Offices: Waukegan, IIl. 


Branch Offices in All Principal Cities 
Pacific Coast Division: Standard Fence Co., Oakland, Calif. 
SUBSIDIARY OF 


=f 
enced m= UNITED STATES STEEL CORPORATION 





“Red Tag” showing, so they'll know you can 
supply genuine Cyclone Fence. 

Use the same appeals to increase your sales 
of Cyclone “Complete Fence”—furnished 
complete with galvanized fabric, posts, and 
steel framework. 

Estimates supplied covering materials only or 
complete erection service. Write 

for catalog. 





FEATURE THE % 
CYCLONE 
CATCH-ALL 
BASKET AS A 
FALL» SPECIAL 


Show customers 
how this high- 
grade rubbish con- 
sumer is worth its 
cost just for burn- 
ing leaves in the 
Fall. Excellent for 
year ’round use. 

















CYCLONE “RED TAG” WIRE SCREEN 
CLOTH 









Quality Products 
AMERICAN BripGE COMPANY 

AMERICAN SHEET AND TIN PLATE COMPANY 
AMERICAN STEEL AND WIRE COMPANY 








CARNEGIE STEEL COMPANY 
CYCLONE FENCE COMPANY 


Pactfic Coast Distributors—United States Steel Products Company, San Francisco, Los Angeles, Portland, Seattle, Honolulu. 


©C. F. Co. 1929 


PRINCIPAL SUBSIDIARY MANUFACTURING COMPANIES: 


FEDERAL SHIPBUILDING AND Dry Dock COMPANY NATIONAL TUBE COMPANY 


Easy to sell because it carries the prestige of 
the well-known ‘Red Tag’ label. Standard 
Cyclone quality. Galvanized or painted black. 
If your jobber cannot supply you, write us. 






: Dependable Service 





ILLINOIS STEEL COMPANY 
MINNESOTA STEEL COMPANY 





THE LORAIN STEEL COMPANY 

TENNESSEE COAL, IRON & R. R. COMPANY 
UNIVERSAL PORTLAND CEMENT COMPANY 
Export Distributors—United States Steel Products Company, New York City 
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239 West 39th Street 


Charter Member A. B. C. 














October 31st 
Is a Big Day For the Jobber! 


It signalizes the publication date of the 


JOBBERS’ CONVENTION NUMBER 
OF HARDWARE AGE 


This outstanding number presents in detail and fully 
illustrated, the complete report of the convention of 
the Wholesale Hardware Trade at Atlantic City dur- 
ing the week of October 21. 

It offers manufacturers an opportunity for a construc- 
tive sales message to the trade in the issue which is 
regarded as the trade medium of publicity for this 
convention. 

Every important executive in the retail and whole- 
sale trade will be an interested reader. It will discuss 
topics which directly affect the daily problems of the 
entire industry. 

The current advertising rates apply. Hardware Age 
Red available at $50 per page additional. 

You are cordially invited to forward your space reser- 
vation at once. Final Advertising forms close 
October 21. 


HARDWARE AGE 


New York City 


Charter Member A. B. P. Inc. 
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| Bigger Business 


S This Winchester Decaleomania, 10" x 6’ in size, 
let ct be known || and richly colored in red, white, blue and gold, 

a presents a striking and distinctive appearance 
when transferred to the glass of your door or 


Week of 
Oct. 13th to Oct. 19th a 


Where there is little to say, 
it pays to say little—or noth- 





ing. But when you handle a 2 window. There it forms a permanent reminder 
nationally ‘known and na- c that you are ready to supply any one or all of 
jo get be tel aoe . the family of Winchester Quality Products. 
peculiarly human and inter- ‘ A man or woman, boy or girl passes by your 
esting appeal—not only to a store. They have recently seen an advertise- 
men but to every member of oe ° ° : ‘ 

*~ ment which gave birth to their desire for a 
the family—it pays to let oA. : 
that fact be known. 6% (8 Winchester Gun, or Ammunition, a Fishing 

Rod, a Flashlight, a pair of Skates, a Pocket 

eB Bg. oe C a te Knife or Tool. They see this sign. They know 
ond Geneieattien, Cleaning you sell the product they are after. Any of 
and Lubricating Prepara- : your clerks can do the rest. 


tions, Flashlights and Bat- 


teries. Fishing Tackle. {ce May we send you one or more of these decalco- 


and Roller Skates, Cutlery manias? You will find this coupon a conveni- 
and Tools, you have taken a ence in making your request. 

wise step. But it is only half 

a step. Go the full distance a Pe seeeseseseeeee ee sees ees es eee sess eee sees 


by letting that fact be known 
to the public—not simply 
now and then (when you are 
presenting a Winchester 


WINCHESTER REPEATING ARMS CO., 
New Haven, Conn., U. S. A. 

Gentlemen: Please send me of the 
Winchester decalcomanias mentioned in your 














window display)—but all the advertisement. 

time, day after day, month or ae sn ie adalat div Raeve 
after month, throughout 

the year. The decalcomania RNAI CDN iol oa ot ao Al vi.68 carlo bio cea eee ens & 225, ah 
shown here, is offered to he eR ee ai ko ae NW seers ware alot 
all dealers for that purpose. ott iote os os oven se-ee's PMN a Fiaie Sis. dha edig Bitters 
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SILVER 
STEEL 











HE hardware merchant who 

sells Atkins SILVER STEEL 
Saws and Tools makes a legitimate 
profit on every sale—a profit he de- 
serves. The high quality of Atkins 
Saws is beyond comparison—they 
are manufactured to the highest de- 
gree of efficiency, not down to a 
price basis. 


VERY SILVER STEEL Saw 
and Tool made by Atkins has 

the Atkins identifying trademark 
to guarantee the user that he is 
purchasing the best products that 
brains and skill can produce—that 
he is getting his Money’s Worth. 


YOU can INCREASE YOUR 
SALES of Atkins SILVER 
STEEL Saws by displaying At- 
kins trim, posters, cards, and signs 
in your store. 


E. C. ATKINS & COMPANY 


Manufacturers of Saws, Saw Tools, Files, Machine Knives 
and Grinding Wheels 
ESTABLISHED 1857 THE SILVER STEEL SAW PEOPLE 


Home Office and Factory 
402 South Illinois Street, Indianapolis, Indiana 


Canadian Factory, Hamilton, Ontario 
Machine Knife Factory, Lancaster, N. Y. 


Branches Carrying Complete Stocks in the Following Cities 


ATLANTA NEW ORLEANS SAN FRANCISCO 
MEMPHIS NEW YORK CITY SEATTLE 
CHICAGO PORTLAND, ORE. PARIS, FRANCE 
MINNEAPOLIS VANCOUVER, B. C. 


Write to Headquarters at Indianapolis 


ATKINS 


SAWS 
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ian, 


To Cut Prices 


...or Not to Cut? 
That’s the Big Question Today! 


Cutting prices only cuts profits. But advertising a 
few bargains to attract trade is quite another mat- 
ter... the difference is most important. 


A few Bargains will make your customers think 
that all your prices are low . . . that’s how success 
ful merchants get results. 


‘But why advertise Bargains when it is 

the other merchandise I want to sell?”’ 
For the simple reason that successful modern 
stores try to advertise something a lot of cus 
tomers want to buy . .. it’s the thing that will 
bring them into the store. 


**Where can I get suitable Bargain mer- 
chandise?”’ 
A special department at Hibbard’s supplies 
‘Star Leaders” at reduced prices, intended to 
be sold by you at a reduced margin. 


“What about the advertising?”’ 
Hibbard’s Service Bureau supplies circulars 
of the items you select, and the cost is amaz- 
ingly low. 


But “Star Leaders” are NOT recommended unless 
they are to be advertised . . . there is little or no 
benefit in selling a single bargain to an individual 
customer . . . the benefit comes from convincing 
A THOUSAND PEOPLE, by advertising, that 


you are really offering good values. 


Furthermore, “Star Leaders” are not recommended 
unless all the regular merchandise is well displayed 
on tables and PLAINLY PRICED, because the 
benefit comes from allowing the customer to see 
hundreds of articles and DISCOVER OTHER 
NEEDS when he comes into the store to get the 
“Star Leaders” which the store has advertised 

. this is the keynote in all Modern Stores today. 


Remember, cut prices are bad business, but a few 
bargains to give the “Appearance” of cut prices 

.a lot of “Ballyhoo” . . . and “Advertising” of 
the bargains . . . these things attract attention, they 
create confidence in your regular prices, and they 
get results! 


HIBBARD, SPENCER. BARTLETT 0 
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TRADE, 


By LLEW S. SOULE 


WINDS 


COOLING HEELS AND CLIMBING OVERHEAD 


MONG the heaviest items of 
overhead expense in merchan- 
dise distribution are those 

which accrue from wasted time, time 
which is paid for but not utilized. 
Idleness, in business, always costs 
money, and it makes little difference 
whether that idleness is voluntary or 
enforced. 

Every retail hardware store has its 
“rush” and its “slack” periods. The 
size of the sales force is usually based 
on the number of salespeople required 
to adequately serve the trade during 
the heaviest selling periods. But— 
unless that sales force can be kept 
busy, with constructive tasks, during 
all of the working hours, there is a 
time waste which cuts heavily into 
the merchant’s profits. 

There is much to be done around 
a store in addition to actual selling. 
There are a thousand and one other 
tasks incident to selling. It is not 
necessary to enumerate them; you 
know what they are. And yet—in 
thousands of retail hardware stores 
there is a daily toll of idleness and 
misdirected effort which cannot, in 
fairness, be blamed upon the em- 
ployees. 

Naturally, there are some lazy retail 
salesmen, just as there are some lazy 
individuals in all occupations. There 
are even some lazy merchants, for 
that matter. However, the great ma- 
jority of retail hardware salesmen are 
both honest and industrious, but they 
need someone to direct their efforts. 
They are not supposed to be mana- 
gers of the business. That is the mer- 
chant’s job. As a result, they waste 





valuable time largely because no spe- 
cific tasks or responsibilities have been 
assigned them aside from actual sales 
work. 

Often the arrangement of the store 
itself is such that considerable time is 
wasted daily. Often seasonable goods 
are so placed that they are not easily 
accessible, thus involving wasted time 
and effort. In practically all cases the 
responsibility for wasted time in re- 
tail stores rests upon the management. 
It is only when a store is properly 
arranged, with the salesmen working 
on definite schedules under proper 
direction, that time wastes can fairly 
be charged to the employees. 

There is also another very expen- 
sive distribution time waste which de- 
serves careful consideration; a waste 
connected with buying and selling 
which involves the time of merchants 
and traveling salesmen. There are 
some salesmen who needlessly waste 
the time of the busy merchant; also 
there are some merchants who need- 
lessly allow salesmen to “cool their 
heels” while they putter at odd jobs 
which could easily be postponed. 

It is generally conceded that the 
wholesaler is a necessary factor in the 
plan of distribution under which the 
hardware merchant operates. It is 
likewise conceded that traveling sales- 
men are necessary factors in that plan. 
If, through cooperative effort, the 
salesman can use his time construc- 
tively, without encroachment or de- 
lay, the wholesaler can cut down his 
overhead, which is a part of the gen- 
eral overhead of hardware distribu- 
tion. 


The retail merchant has a right to 
expect the wholesaler, and the manu- 
facturer whose goods he handles, to 
cooperate with him so that the mer- 
chandise may reach the consumer at 
the lowest price consistent with fair 
profits. At the same time the whole- 
saler and manufacturer have a right 
to expect equal cooperation from the 
retailer in the effort to lower distribu- 
tion costs. 

Naturally, the merchant cannot buy 
from every salesman who calls. He 
can, however, make it a point to see 
the salesmen as promptly as possible, 
and if ‘interested arrange a definite 
time for an interview. The salesmen 
can then apply the bulk of their time 
to constructive effort rather than ex- 
pensive waiting. 

In many cases the merchant is the 
only,one in the store authorized to 
buy goods for stock. If he assumes 
the rdle of buyer, he should also as- 
sume the responsibilities connected 
with buying. One of those responsi- 
bilities is that 6f being readily acces- 
sible to the salesmen who represent 
his possible sources of supply. 

Be that as it may, there is a woeful 
waste in the independent system of 
distribution, due to unnecessary en- 
croachment on the merchant’s time 
and enforced idleness of traveling 
salesmen; a waste which could be 
largely eliminated by the right kind 
of cooperation. Your prices and your 
profits depend greatly upon two 
things: proper management and a re- 
duction in the general overhead ex- 
pense of hardware distribution. 

There are no profits in wasted time. 
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UNITED STATES DEPARTMENT OF COMMERCE 
WOOD UTILIZATION 





YOU CAN MAKE IT 


AVOLUME i} 
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OM WOOD UTILIZATION 
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Cover page of the 
booklet issued 
from the United 
; States Department 
{ of Commerce 

















Commerce, through its national committee on 

Wood Utilization, published a booklet of fifty- 
two pages entitled “You Can Make It.” The booklet 
describes how second-hand boxes and odd pieces of lum- 
ber can be converted, into handy articles for practical 
uses about the home. Simple instructions for making 
more than a hundred such articles appear in the booklet. 
The construction of every article described within its 
pages is further simplified by pen and ink sketches, 
giving dimensions and other details. Supplies of the 
booklets can be secured from the Government Printing 
Office, in small quantities, for 10 cents per copy. 

When purchased in lots of 1000, or larger quantities, 
the books can be obtained for $35 per thousand. They 
have a blank back page, on which the distributor may 
have his firm’s advertisement imprinted. However, if 
the books are not imprinted in this fashion and the back 
page is left blank, a franking privilege can be secured, 
for mailing purposes, from your local post office author- 
ities. Seventy-five thousand booklets have already been 
distributed, according to Department of Commerce 
officials, who report that numerous demands for many 
more are now being received. 


RR ccnmere the United States Department of 


H ARDWARE dealers who will obtain and distribute 
the booklets and promote the ideas they expound will 
have their investment in time and money returned to 
them tenfold in increased tool sales. Nearly all retail 
establishments have a constant supply of wooden boxes 
or crates. These can be obtained for little or nothing. 
With this lumber, aided by the tools the hardware dealer 
should sell him, the average boy or man can construct 
any number of useful articles by following the instruc- 
tions set forth in the booklet. 

In the preface of the booklet the following tools are 
listed as comprising a fairly complete outfit for carrying 
out the wood-working operations explained in the book- 
let: 1 claw hammer, 13 0z.; 1 screw driver, 6-in.; 2-ft. 
folding rule; 1 crosscut saw, 20-in.; 1 try square, 6-in. : 


/ULS."YouCan Make Ir] 


Salvaging of secondhand boxes and old pieces 
of lumber, encouraged by National Committee 
on Wood Utilization, means more tool sales for 


the hardware merchant. 


2 chisels, 4 and 3 in.; 1 marking gage, 1 bench plane, 
12-in. ; 1 ratchet brace, 8-in. sweep; 2 auger bits, 3 and 
34 in.; 1 screw driver bit, 8-in.; 1 countersink bit; 1 
oilstone and 1 jack knife. 

If the hardware dealer will obtain a supply of the book- 
lets, he can make up a similar set of tools from stock 
and offer to present a copy of the booklet gratis to all 
purchasers of such sets of tools. If he feels so dis- 
posed, we believe it would be worth while to give the 
booklets away without this stipulation, if he will be 
sure to place them only in the hands of interested parties. 
It is logical to think the returns the merchant would 
receive in accelerated tool sales would more than repay 
him for this generosity. 


Ix either case it will be necessury to sell the idea to 
the public and the hardware dealer can best do this 
through window displays. Such displays should feature 
a second-hand box in its original condition, and for con- 
trast and example another box of the same type which 
has been converted into a neat and handy article for the 
home should be shown in conjunction. Tools grouped 
in sets, embracing the same tools as are enumerated in 
the booklet, should also be displayed in connection and 
priced separately and aggregately. If you can supply 
a similar set of tools in two different qualities, such as 
one set of high-grade tools and one of popular priced 
tools, so much the better. If the total for the set of 
tools at regular prices is reduced from the regular price 
a dollar or so, and thus qualify as a “special price” for 
the set, it ’should serve as a further incentive for the 
group purchase. More extensive sets of tools can also 
be featured, as well as tool chests, tool benches and other 
related merchandise. In a recent address to members 
of the Philadelphia Downtown Club, H. C. Hoover, 
Department of Commerce engineer, who is engaged in 
pushing the nation-wide waste wood utilization move- 
ment, said: “Fifteen per cent of the lumber cut in this 
country, which in all amounts to 4,000,000,000 feet, goes 
into waste. This would amount to the lumber necessary 
to house a city of 2,000,000, or one the size of Phila- 
delphia.” 

“Already the radio has been used in creating interest,” 
he said. “A broadcasting chain has presented three dia- 
logues in boys’ terms, designed to bring the embryo 
carpenters into action. The Department of Agriculture 
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The pages of the 
booklet are in- 
triguing to the 
boys, in whom 
exists a strong 
desire to build 
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things. Fifty 
pages such as 
are shown here 
are contained 
within its covers. 
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hook-up of 
some twenty 
stations, will 
follow with 
another radio 
series soon. 
The movie news reels 
will, with Will Hays’ 
cooperation, show fur- 
ther progress in the 
work. Reforestation and 
conservation programs 
mean little if there is no 
incentive for them and if the staggering admission that 
only one-third of each tree cut down in the country is 
used, must continue to be faced,” said Hoover. “It is 
to remedy this situation and at the same time interest 
our boys in the profitable use of time and spare wood, 
that we have begun this movement.” 

An increased demand for carpenters’ tools, hinges, 
locks, glass, paints, screen wire, belting, rope, nails, bolts, 
screws and other required accessories for constructing 
the articles described in the booklet, is reported by hard- 
ware stores in many sections of the country as a result of 










early activity in the movement, according to T. J. Wil- 
cox, president and general manager of the Linderman 
Box and Veneer Co., Eau Claire, Wis. Mr. Wilcox is 
chairman of the subcommitte under whose supervision 
the project is being carried out. 

Mr. Wilcox says: “The popularity of the plan started 
by the National Committee on Wood Utilization to 
eliminate waste of old wooden boxes and crates is evi- 
denced by the fact that dozens of organizations, such as 
Boy Scouts, Y. M. C. A., Boys’ Club Federation and 

(Continued on page 63) 
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FOLLOWING ADVER TISING THROUGH 


By SAUNDERS NORVELL 


S a result of a recent article in the American Mag- 
A azine, I have been receiving a number of inquiries 
as to where gold door keys or key blanks could 

be found. 

A cutlery manufacturer has sent me a very handsome 
gold pocket knife, with a solid gold key blank for my 
front door. Another manufacturer has sent me a sample 
of a regular tool kit gotten up like a gold-handled pocket 
knife, to be attached to a watch chain. In this tool kit, 
along with a screw driver, nail file, etc., is a solid gold 
key. This key operates just like the blade on a pocket 
knife. J suggest that some enterprising manufacturer 
get out and advertise a line of solid gold door keys. 
There would be a sale for them. I have had several 
made, but, of course, it has been necessary to have these 
keys made to order, and they are just a little expensive. 

Some time ago I noticed a very handsome advertise- 
ment, printed in colors, advertising shoes. A year or 
two ago I happened to drop into a shoe store in Buffalo 
and bought a pair of these shoes. I found them of 
excellent quality. These advertisements were very at- 
tractive, but they did not state where the shoes could be 
bought in New York City. I therefore wrote to the 
manufacturer and inquired. In answer to this I was 
given the name of a shoe store in the neighborhood of 
my office here in New York. 


~~ 
o 


I WENT into this store and inquired for this make of 
shoe. The clerk took my size, looked over his stock and 
then returned with the statement that they did not have 
my size in stock, but that they would be very glad indeed 
to sell me another make of shoe, which, he was quite 
sure, would be entirely satisfactory, etc., etc. I did not 
buy, but again wrote to the factory, and they referred 
me to another store uptown, where I finally managed to 
get a pair of the shoes I wanted. 

This experience has led me to study a good many of 
the advertisements in the magazines. The majority of 
these advertisements do not give the slightest idea where 
one can obtain the goods. I studied an advertisement of 
a traveling clock. I wanted a first-class traveling clock, 
but while this advertisement was attractive and had sell- 
ing appeal, there was not the slightest hint where the 
clock could be bought, so I am writing to the factory, 
doing a little detective work. 

A great amount of money is spent for advertising that 
is wasted simply because the advertising program does 
not follow through. Discussing this problem with a well- 
known manufacturer of a nationally advertised line of 
very expensive goods, he told me the following story, 
which I think has a good deal of food for reflection: 

He stated that his company only sold goods to job- 
bers. They never sell the retail trade direct. They have 
found, however, that on account of the high price of 
their goods, many of the smaller retailers will not stock 


them. This manufacturer stated that for years they 
advertised their goods to create a consumer interest and 
demand, but for a long time they never followed through 
to the extent of figuring out just how the consumer 
could get the goods after he was anxious to buy—in 
other words, after the buying desire had been created 
by advertising. 

As a result of quite an extensive investigation, this 
manufacturer finally made it an invariable rule in all 
of their national advertising to suggest to the consumer 
that he write direct to the factory for a pamphlet de- 
scribing the goods. This suggestion was given promi- 
nence in every advertisement. As a result, they received 
hundreds of inquiries for these pamphlets on the dif- 
ferent items. 


H ERE follows the interesting point of the story: In 
these pamphlets, instead of simply describing the goods, 
giving the numbers, prices, etc., a whole page was de- 
voted to the subject of how to get the goods. This 
manufacturer stated frankly that they did not sell the 
goods to consumers, that their distribution was entirely 
through jobbers. Then they suggested that the consumer 
who desired to buy the item covered by the pamphlet 
go to his nearest retail hardware store and possibly he 
might find the goods in stock. If, however, the goods 
were not in stock, then with the use of the description 
and the number given in the pamphlet the retail merchant 
would have no difficulty in obtaining the goods from the 
nearest jobber. If this retail dealer should be indifferent 
and did not care to place the order, then the manufac- 
turer suggested that the consumer write direct to them, 
when ‘they would more specifically tell them where to 
obtain the goods. 

This manufacturer stated that after they had arranged 
their advertising and their pamphlets to follow through 
in this manner, they obtained some of the most remark- 
able letters. Consumers would go to retail stores. They 
would be willing to make a cash deposit for the goods 
and still they found in many cases an utter indifference 
on the part of the clerks to take the orders. As there was 
quite a satisfactory profit for the retailer on these goods, 
it could not be understood why there should be such 
indifference, except absolute stupidity or laziness on the 
part of those retail clerks. In other words, the best 
explanation would seem to be that it was just too much 
trouble to take the order. 

It is a well-known fact that the retail stores of the 
mail order houses do not carry anything like complete 
stocks of all items. This is almost an impossibility. We 
are also informed that these mail order retail stores have 
a regular system whereby they take orders from the 
consumer for shipment from the parent house, where 
the retail store does not carry such goods in stock. We 

(Continued on page 63) 
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“Our Customers Prefer the 


CKER 
SERVICE 


They Secure In a 


SMALLER 
SALESROOM 


AM HOLDER, of the Holder Hardware Com- 
S pany, Bloomington, IIl., is the authority for the 
above statement, which is a rather unusual argu- 
ment for a smaller salesroom. However, Mr. Holder 
speaks from experience, as his store has occupied both 
large and small salesrooms, so his contention is based 
on actual observation. 

While you may not agree with this idea in its entirety 
most any hardware dealer will concede that some hard- 
ware stores may have their stock spread out over con- 
siderably more space, than is actually required for most 
efficient results. On this account, the logic used by Mr. 
Holder, advocating concentration of rapid turning items 
in one small and handy location, is worthwhile thinking 
about. 

Until recently, the Holder Hardware Company occu- 
pied a long, narrow store building. A short time ago, 
they moved into the building illustrated, which had 
undergone a complete remodeling for the firm’s exclu- 
sive use. The salesroom in their new location is con- 
siderably smaller than the one used previously. This 


is considered an advantage by Mr. Holder, who says: 
“We find that our customers prefer the quicker service 
we can give them in the smaller square room. 


se 
By making use of all of the space under the mezza- 
nine, we find little necessity of taking customers to the 


basement or upper floors. This makes it possible to 
handle the same amount of business we were doing in 
our main street store. We use the first floor and base- 
ment for general hardware. The second floor is used 
for finish hardware, steel sash, etc., and stock and ship- 
ping rooms are provided in the rear. Surplus stock is 
carried on the third floor.” 


> + 


In both exterior aspects 
and interior appearance the 
store of the Holder Hard- 
wate Company, Blooming- 
ton, IIl., is attractive and 
different. The building is 
of Spanish type, faced in 
light stucco, with wrought 
iron grill work, which makes 
it stand out above other 
buildings in this section of 
the city. A tile floor is a 
feature of the interior 


> + 
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MOTORISTS’ HARDWARE NEEDS 
DESERVE SPECIAL PROMOTION 


VERY hardware merchant car- 
ries a large number of articles, 
useful about the car or home 

garage, which do not strictly qualify 
as automobile accessories. A goodly 
representation of the country’s hard- 
ware merchants do, of course, carry 
extensive lines of auto accessories, 
and in some instances even complete 
stocks of motor parts are carried. Re- 
gardless of whether your store car- 
ries orthodox auto accessories or not, 
this article should be of interest. The 
idea it presents will be applicable in 
either case and is intended to point 
the way to increased profits through 
motorists’ hardware needs. 

It is the writer’s contention that 
Henry Brown has neglected to stress 
one of his most important avenues 
of profit through failing to cash in on 
the enormous demand for the ordi- 
nary articles he regularly carries in 
stock, which are required by all mo- 
torists. Over twenty-three million 
automobiles are in operation in the 
United States at the present time. 
Every motorist in the twenty-three 
million is a prospective customer for 
some article or articles for his car 
that the hardware merchant can pro- 
vide. With 
such a_ vast 
number of 
potential cus- 
tomers wait- 
ing for the 


















MOTORISTS’ HARDWARE NEEDS 


Screw Drivers 

“S” Wrenches 

Stilson Wrenches 

Drop Forged 
Wrenches 

Alligator Wrenches 

Combination Pliers 

Insulated Pliers 

Assorted Pliers 

Copper Wire 

Raw Hide Hammer 

Adze Eye Hammer 

Hard Rubber Ham- 
mer 

Machinist’s Hammer 

Hand Axe 

Shovel 

Cloth Gloves 

Assortment of Paint 

Assortment of 
Brushes 

Assortment of Var- 
nish 

Assortment of Var- 
nish Brushes 

Lacquer 

Enamel 

Bronze Paint 

Brushing Lacquer 

Lacquer Sprayers 

Emery 

Emery Cloth 

Sand Paper 

Steel Wool 

Wire Brushes 

Grinding Compound 

Asbestos Metal Sheet 
Packing 

Asbestos Wick Pack- 
ing 

Asbestos Yarn Pack- 
ing 

Lamp Cord 

Electric Socket 

Electric Plugs 

Wire Lamp Guards 

Extension cord com- 
plete with plug and 
socket 

Electric Fuses 

Electric Tape 

Flashlights 


Punch Knife 

Pocket Knife 

Assorted Goggles 

Assorted Padlocks 

Chain for Padlocks 

Door Bolts for 
garage door 

Door Pull for 
garage door 

Door Locks for 
garage door 

Cylinder Rim Locks 
for garage door 

Hinges for garage 
door 

Drip Pan 

Funnels 

Graduated Measure 

Grease 

Oil 

Penetrating Oil 

Assorted Oilers 

Oil Cups 

Oil Can 

Emergency Gas. Can 

Fire Extinguisher 

Automatic Fire Ex- 
tinguisher Alarm 
Hanger 

Glue 

Cement 

Solder 

Soldering Iron 

Soldering Paste 


‘Gasoline Torch 


Electric Soldering 
Iron 

Floor Brushes 

Brooms 

Upholstery Brushes 

Vacuum Cleaner 

Wool Dusters 

Feather Dusters 

Small Step Ladder 
for Washing Car 

Wash Aprons 

Hand Soap 

Sponges 

Water Bucket 

Hose 

Hose Nozzles 


Hose Clamps 

Chamois 

Polishing Cloth 

Scrub Cloth 

Dust Cloth 

Wiping Cloth 

Furniture Polish 

Body Polish 

Nickel Polish 

Silver Polish 

Thermos Bottle 

Thermos Jars 

Water Bags 

Rubber Mats 

Hack Saw 

Blades for Hack Saw 

Rivet Set 

Punch Sets 

Reamers 

Calipers 

Compartment Metal 
Box for Odds and 
Ends (C D P) 

Work Table 

Vise 

Zig Zag Rule 

Brace 

Bits 

Chisels 

Machine Tape 

Machine Dies 

Assorted Bolts 

Assorted Lock 
Washers 

Assorted Carriage 
Bolts 

Assorted Castellated 
Nuts 

Assorted Machine 
Screws 

Assorted Cap 
Screws 

Assorted Nails 

Assorted Screws 

Assorted Upholster 
Tacks 

Assorted Spools of 
Wire 

Jacks 

Anti-Freeze Mix- 
tures 











needs and are anxious to serve him? 

We believe that it is no exaggera- 
tion to say that even hardware stores 
who make no pretense of carrying 


hardware dealer to extend an invita- 
tion to buy, wouldn’t it seem advis- 
able to get busy and inform the mo- 
torist that you have the goods he 
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automobile accessories carry at least 
75 per cent of the items the motor- 
ists buy. For this reason, in our 
opinion, the hardware dealer should 
actively promote the sale of such mer- 
chandise by directing special and spe- 
cific appeals to the motorists. 

How, otherwise, is the motorist 
to know that the wrench the hard- 
ware dealer has to sell is just as suit- 
able for his automobile as the one 
offered by the garage or auto acces- 
story shop? Will the chamois skin 
the hardware merchant offers serve 
the motorists equally as well as the 
one purchased elsewhere? Isn't a 
hardware chamois just as good as an 
auto accessory chamois? Yes! It 
certainly is, and usually it is of bet- 
ter quality and lower in price. But, 
unless the hardware merchant in- 
forms the motorist to the contrary, 
he is apt to think the garage or auto 
accessory shop would be the only 
satisfactory establishment where he 
could make a similar purchase. 

Since there are nearly as many 
automobiles in the country as there 
are kitchens, it would appear that 
the hardware merchant has the same 
opportunity of advertising things for 
cars as he has for kitchens. Many 
hardware merchants will readily ad- 





mit that their advertising directed to 
women is very productive, while their 
advertising aimed at men is not. If 
the dealer would advertise things for 
men, specifically for use on a man’s 
automobile, it is logical to think this 
condition could be easily corrected. 
Such advertising would strike a man 
“where he lives.” His car is his 
pride and joy. It affords him a pleas- 
sant hobby. In addition, the aver- 
age car-owner has more or less of a 
tool shop in his garage. The hard- 
ware dealer should make it a point to 
see that such garage tool boxes are 
kept filled with Henry Brown’s tools 
and not those of auto accessory shops. 

As a rule, stores that are depend- 
ing on auto accessories alone for their 
sustenance are having “tough sled- 
ding” these days as most car manu- 
facturers are factory equipping their 
cars with spotlights, bumpers, wind- 
shield wipers and similar accessories. 
As a side line proposition for the 
hardware store, auto accessories are 
a remunerative line for many mer- 
chants. In other hardware stores, 
where no attempt is made for the 
auto accessory business, many gen- 
eral articles carried by such stores are 
suitable for uses related to the auto- 
mobile. 


INEX | WEEK 


ATLANTIC 
CITY, N. 


TARTING Monday, October 21, 
the annual joint convention of 
the National Hardware Association 
and the American Hardware Manu- 
facturers Association will be held at 
the Marlborough-Blenheim Hotel, At- 
lantic City, N. J., all of next week. 
The eyes of the hardware industry 
and trade will focus on this famous 
shore resort, where pertinent discus- 
sions on common distribution prob- 
lems will feature the sessions to which 
all hardware men are welcome 


Photo courtesy Atlantic City Convention and Publicity 


Bureau, Inc. 


> 





The accompanying list of nearly 
150 items are ordinarily found in any 
hardware store, and their adaptability 
for automobile purposes should be 
emphasized to motorists. This can 
be accomplished through window dis- 
play, featuring groups of similar ar- 
ticles, exhibits of hardware motorists’ 
needs, within the store, and news- 
paper advertising. Signs or show- 
cards should make it evident that 
the merchandise is intended for auto 
and home garage use. 

We are living in an era of changes, 
and many changes in retail distribu- 
tion have robbed the hardware dealer 
of business in recent years. How- 
ever, to offset this situation, many 
new profitable fields have been opened 
up to the hardware dealer if he 
will but take advantage of the op- 
portunities offered. To our mind the 
possibilities in hardware motorists’ 
needs is a splendid example of one 
new source of revenue which holds 
much of promise. True, the automo- 


bile has brought a loss to many a 
business, but to Henry Brown it has 
brought a great opportunity—he is 
the natural source of supply for the 
majority of the motorists’ needs. He 
should not have to be urged to take 
advantage of that opportunity. 
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A 
M ODERNIS TIC R 





By JOSEPH BERTRAM JOWITT 


HE modernistic style of Post- 

er lettering has made show- 

card writing an entirely dif- 

ferent proposition for a beginner at 
lettering. 

First of all there is the new style 
perfect stroke Red Sable brush which 
requires no “shaping” or “breaking- 
in,” and will produce a single stroke 
with a perfect, clean-cut edge that re- 
quires no retracing. 

This modernistic alphabet is the 
easiest of all for the beginner, as 
there is no set rule for design or 
balance of each letter as long as the 
light and shaded elements are ob- 
served. 

The importance of displaying and 
price marking toys the year round 
cannot be overestimated by the hard- 
ware merchandiser. A sales volume 
of toys each month naturally carries 
with it an increase in sales in other 
departments. 

“Daddy, what are we going to give 
Edward for his birthday?” “I saw 
some kiddie kars and scooters in the 
window of Jones’ Hardware Store, 
on Main Street, yesterday. What 
would you think of one of these for 


him?” “That is an excellent idea, 
and will keep him out of doors. How 
much were they, did they have price 
tags on them?” 

No window display, unless it is a 
special demonstration or an exhibit of 
some standard nationally advertised 
article, is complete these days with- 





OMAN 


ALPHABET 


out some sort of descriptive showcard 
or price tickets. The largest and most 
exclusive stores nowadays utilize price 
tickets with marked results in dollars 
and cents. When Jones’ hardware 
store inserts an ad in the local news- 
paper he doesn’t simply tell the pub- 
lic what he has for sale, but how fa- 
vorably his prices compare with a 
competitor. The ad may carry some 
heading like this: “Your dollar is 
worth more at Jones’.” 

The best way to make this alpha- 
bet is to outline each letter first and 
then fill in like the lettering shown 
on the plate. When outlining letters, 
the brush should be held between the 
thumb and first finger very much the 
same as you would hold a lead pencil. 
Keep the fingers well down on brush 
handle—they should actually touch 
the nickel ferrule. Holding the brush 
in this position enables the worker to 
maintain complete control over the 
brush. It also prevents the hand from 
shaking. Do not grip the brush too 
tightly ; this is a common mistake so 
many beginners make. It will surely 
make the hand shake, and the begin- 
ner will not be able to guide the brush 





faba 
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in making the strokes he desires to. 

It is very important to exercise the 
wrist by making, say, ten or fifteen 
circles as near perfect as you can 
make them in quick succession, one 
close to another. Then several up- 
right strokes close together, then hori- 
zontal, oblique and semicircle strokes. 
These will be found all the principal 
strokes used in the formation of the 
Poster Roman alphabet. 

This type,on account of its plain 
lines being ffee from “spurs” or any 
fancy ornamentation, is about the 
easiest reading type known. The same 
may be said-of the lower-case letters. 
The main thing for the beginner to 
remember is just where each letter 
should be thick and just what pro- 
portion should be thin. Take the let- 
ter E, for instance, the main upright 
stroke being thick and the other 
strokes which complete it being thin- 
ner. Now, if the horizontal strokes 
were of the same thickness as the up- 
right stroke the letter would be heavy 
Egyptian instead of Poster Roman. 


Dolls 


Special 


A very important thing which the 
writer wishes to impress upon the 
minds of all beginners is make your 
messages brief—this has much to do 
with the sales value of any showcard. 


The description or story should be 
short and to the point. For no matter 
how well a showcard is lettered, if it 
has the appearance of being crowded, 
with no provision for a border or 
margin, it loses more than one-half 
its value. The outside marginal line 
should never be less than 1% inches 
all around the edge of card. 

After the words which are to go on 
card have been sketched in pencil the 
beginner should follow them as near 
as possible, always remembering to 
keep the same degree of slant. 





R. JOWITT’S articles 
on show card writing 
appear every other week in 
the columns of HARDWARE 
AGE. A consistent reading 
of these together with prac- 
tice will make you a compe- 
tent show card writer. 
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Recent Introduction of 


“CANNED GAS” 
BROADENS FIELD FOR 


GAS RANGE 
SALES 


TOVES and ‘ranges 
have for years been 
a staple and profit- 
able line for many hard- 
ware dealers. The con- 
suming public has_be- 
come accustomed to as- 
sociate this merchandise 
with the hardware store 
and has made a large 
share of its purchases 
from the hardware mer- 
chant. 

However, there have 
been thousands of deal- 
ers who until recently 
have been unable to sell 
gas ranges and other gas 
appliances due to the lack 
of natural or piped gas 
in their locality. These 
dealers can now take on this profitable line, as several 
types of “canned” gas have been placed on the market. 
all of which can be used to operate gas appliances. 

Greenwich, Conn., has been burning “mained” gas for 
about a yeat. Dealers in this suburban city of 6000—a 
buying center for miles around—have only recently 
added gas ranges. One of the leading hardware distribu- 
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Central Hardware Co., Lorain, Ohio, shows ranges and “‘canned 
gas.” Right: Interior of Meyer’s demonstrator 





Greenwich Hardware Co., Greenwich, Conn., uses an electric 
sign and window displays to help range sales 





This demonstration truck has brought many Pyrofax sales to 


G. E. Meyer & Son, South Bend, Ind. 


tors who has found 
pleasure and profit from 
this line is the Greenwich 
Hardware Co., 325 
Greenwich Avenue. 

This organization con- 
ducts an unusually suc- 
cessful retail business. 
Within the last three 
years it has developed a 
large, active department 
devoted to the merchan- 
dising of gas ranges. 
About three years ago 
the company gave seri- 
ous thought to the ad- 
vantages of gas cooking. 
Believing them impor- 
tant and sufficient, and 
as piped gas was not 
available, a dealership 
for Pyrofax gas was secured for that territory. 

Pyrgfax is a compressed gas derived from natural 
sources, and is said to have a high heating value. It is 
supplied to consumers in steel containers under moderate 
pressure and can be used with any standard gas-burning 
household appliances—room and water heaters, ironing 

(Continued on page 62) 
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PRICE NOT DOMINANT FACTOR 
IN COMPETITION 


Study the Merchandise Others Sell 


TUDY carefully the merchandise 
S offered by competing stores. 

Hardwaremen have talked much 
about competition among themselves 
but in their own 
individual _ busi- 
ness have given 
the subject no 
thought and 
study. The Mail 
Order Houses, 
Five and Ten 
Cent Stores, 
Drug Stores, De- 
partment Stores 
and Chain Stores 
have taken the 
cream from every 
specialized business. 
what these stores are selling that 
you should sell? No need to worry 
about it. I get some satisfaction in 
the thought that they cannot sell it all 
and it is some gratification to me to 
know that more and more have troubles 
with me, so I am not nearly so lone- 
some. 

Competition in my opinion has grad- 
ually changed until it no longer is a 
matter of rivalry only. Some hard- 
ware men think of competition as a 
question of price. I would refer you 
to some brand of cigar and if you will 
inquire at the cigar stand of this hotel 
they will tell you that it is the best 
selling brand of cigars they have and 
their price is 10 cents straight, which 
is the standard or fair price. You 
can go to a Chain Store and learn from 
them that it is their best seller and 
they sell it 3 for 25 cents. Then go 
to a Drug Store and they say it is 
their best seller and they price them 
4 for 30 cents. 





C. F. HAUCK 


Do you know 





All of us, if at all observant, have | 


known at times of an item in the regu- 
lar hardwareman’s stock being sold at 
a so-called special Price by a Chain 
Store in this city. The price would be 
25%: higher than this article could be 
bought regularly at a hardware store. 
The Chain Store during this so-called 





*Address before recent Ohio convention. 


| 
| 


By CHAS. F. HAUCK* 


Hardware Merchant, 
Springfield, Ohio 


special sale, would sell more of those 
specials in a few days than the hard- 
ware man would sell in a year. 


This is made possible through loca- 
tion and display at a logical time. The 
majority of sales are made to tran- 
sients. Few hardware stores in my 
observation are located to be blessed 
with much transient business. 


Competition has broadened to such 
an extent that many articles are in de- 
mand one season and the next season 
can not be sold at any price? One 
store enjoys a good sale on certain 
items that will not sell in another store 
carrying a similar stock in the same 
town. This can be explained only by 
transient trade or the class of cus- 
tomers being served. 

In the past a hardware stock was 
considered as staple and it was such, 
but today many of the best staple items 
are unsalable, caused by the rapidly 
changing of time and the whims of 
the buying public. As an example take 


| the full dinner-pail that was pictured 


so much during one of our presiden- 
tial campaigns More recently, 


| take horse shoes, and horse shoe nails, 


buggy parts and buggy harness. Qual- 
ity percolators that are not electrically 
operated, ete. 


Pow some stores still sell these 
items and many more that could be 
mentioned, but in many stores today, 


|; many former good sellers are dead 


stock, hardly salable at any price, and 
in many cases are carried on the in- 
ventory at full cost. 

House-to-house canvassing has dem- 
onstrated to me that Price is not so 
dominant in competition. Here, com- 
petition simmers down to high-powered 
salesmanship. Educating the consum- 
ing public and selling Aluminum Ware 
—Brushes—and what not, 


60% more than similar and better mer- 





chandise can be bought at regular 
hardware stores. 

You take a high grade stove, washer 
and many items. Add a good fee to 
its price and send out a good solicitor 
and give him $10 to $25 on each sale 
made, and more of the items can be 
sold. Further proof that price is not 
the main bugaboo in competition. 

Every angle of competition must be 
considered and methods devised to cope 
with it if you are to hold your posi- 
tion in the retail game. 

And now, about Display. I cannot 
believe that any hardwareman in this 
room has never visited stores such as 
I have mentioned. Sometimes a stone 
wall has to fall on us to jar us. We 
are too set in our ways. All of us 
stock some items which we do not con- 
sider attractive. Notice—I said stocked. 
I kept some on a high shelf back in 
the store. A customer would come in 
and in an apologetic way ask if I had 
so and so, almost in a whisper. I 
would whisper yes, get one down, 
quickly make the sale and wrap it care- 
fully so as to conceal what it was and 
the transaction was made. Did I sug- 
gest an article to go with it? No! 
I was just like most of you fellows. 
I was a human hardwareman, and 
made no suggestions to increase sales. 

After 43 years in one location I was 
forced to move. I put on a sale. I 
didn’t know véry much so I corre- 
sponded with the National Offices and 
arranged to have them send a man 
over to advise with me and Say! If 
you have never tried it, do so, when 
you get hard pressed like I was. I 
should have done it long ago. 

I re-arranged my store and put mer- 
chandise out on crude improvised 
tables. Combinettes were placed on a 
table about 24 at a time with a large 
sign on them. Men—I sold more com- 
binettes in two weeks than I ever sold 
in two years. Men and women would 
walk up to this table and say out loud, 
“I want one of those” and many were 
carried away without being wrapped. 


| If I were not ashamed of them, the 


at 40 to! 





customer would not be! 
(Continued on page 56) 
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HALLOWEEN 


OFFERS OPPORTUNITY FOR TIMELY WINDOW DISPLAYS 


HARDWARE KIDCR 





ARDWARE mer- 
chants generally 
take advantage of 

some of the most impor- 
tant holidays and festive 
seasons of the year by 
installing coordinating 
window displays, which 
tie up with the idea of 
the special days. Christ- 
mas and Thanksgiving 
are the most notable ex- 
amples of such days, 
usually considered suffi- 
ciently important by the 
hardware dealer to influ- 
ence him to dress a spe- 
cial window of this sort. 

Other popular and 
generally observed holi- 
days aré frequently neglected. Hal- 
lowe’en is one approaching festive 
day which deserves special emphasis 
in this regard, as it affords a splen- 
did opportunity to the hardware mer- 
chant who has the inclination to capi- 
talize on every chance to promote his 
revenue, to promote sales through a 
timely and attractive related window 
display. 

Two excellent samples of hardware 
store Hallowe’en windows are illus- 
trated. The vacuum cleaner window 
was featured by the Treat Hardware 
Company of Lawrence, Mass., and 
the window of electric table appli- 
ances and gift goods was trimmed by 


c€ 


article 





This design may be made into a suitable 
background for a Hallowe’en window. 
Read the instructions printed in this 


James Billig for Borneman & Sons, 
Elkhart, Ind. 

The Hallowe’en cat pictured here 
may be easily produced as a large 
background by any display man. Sim- 
ply make a diagram of squares cor- 
responding to those in the copy, mak- 
ing them as many times larger as you 
want the background to be, and then 
map out the drawing according to 
the picture here. Letters have been 
placed along the top of the picture 
and figures along the side to help you 
follow the lines more easily. If the 
work becomes momentarily confused, 
simply refer to the letter at the top 
of the figure at the side and you will 
know immediately where your line is 
located. In this case it will be bet- 
ter to begin drawing at the point 
where the cat’s ear touches the line 
“C” between 5 and 6, noting where 
other lines cut the various squares. 

The colors for this display will, 
of course, be orange and black. The 
large moon in orange has been placed 
behind the form of the cat, partly 
for color effect and partly for sim- 
plicity in cutting out the compo board 
of whatever material it is painted on. 
If a sufficiently large piece of orange 
paper, such as your local printer may 
have for poster printing, can be ob- 
tained, it will give a perfectly even 
tone of orange, with much less ef- 
fort than painting. 
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This is the attractive tool display which as an up-to-date silent salesman has accounted for a very material increase 
in tool sales for this Maryland firm 


McKEE ATTRIBUTES 


95% INCREASE IN TOOL SALES 


TO MODERN DISPLAY METHODS 


PPROXIMATELY a year ago, R. D. McKee, 
A alert hardware merchant of Hagerstown, . Md., 
decided to give the new type of hardware store 
fixtures a trial. He wanted to convince himself that they 
really possessed all of the advantages being claimed for 
them, before replacing all of the old fixtures with those 
of the up-to-date type. After thinking it over he decided 
to install only a few new fixtures at the start, then if 
they lived up to expectations, he would replace other 
groups at intervals, until the entire store was equipped 
with modern equipment. His first order for new fix- 
tures included the total display case illustrated and 
several open top tables. 

“Our tool business has increased about 25 per cent 
during the past year and the new tool case is alone re- 
sponsible for the increase,” said Mr. McKee. “The 
newer methods of display have many advantages. Our 
old method of display placed the tools under glass, where 
it was difficult for our customers to get a good look at 
them. Furthermore, under the previous arrangement, 
we were only able to show a third as many tools, as in 
the same amount of space occupied by the new fixture 

“We were afraid we might be troubled with the 
tools rusting or becoming stained, when they were 
sampled on the uncovered panels, but we either lacquer 





or oil the sampled tools, and it has completely alleviated 
any worry in this respect. The manufacturers of cer- 
tain lines mounted the samples on some of the individual 
panels, and we sampled the balance. It isn’t as hard to 
do a good job of sampling as it is said to be. Most any 
one, who will take the pains, can turn out a good look- 
ing job. ‘ 

“We have always been of the opinion that tools de- 
served a prominent place in our store, and for that 
reason, we display tools—right up front, just inside the 
entrance. We feature quality tools and if they are dis- 
played out in the open, where their superior qualities 
can be readily detected, it is much easier for the tool 
prospect to appreciate the difference between our tools 
and those of a lower grade. Occasionally, we have a 
customer who will insist on looking at both our tools 
and chain store tools. When they do, they seldom fail to 
return to our store to purchase a high-grade tool, for 
the difference in quality is so obvious. This is another 
reason why we are enthusiastic about the new display 
method. It makes comparison of quality so easy and 
that’s all it takes to sell a superior tool, at least 90 per 
cent of the time. Our experience has ‘sold’ us on the 
new equipment and we certainly intend to replace the 
rest of our old fixtures with the newer type very soon. 














36 


HARDWARE AGE for OCTOBER 17, 1929 





American Brush Manufacturers 
Hold Semi-Annual Meeting 


A number of important steps were taken 
by members attending the semi-annual 
meeting at Briarcliff Lodge, Sept. 20 and 
21, of the American Brush Manufacturers 
Association. 

Walter C. Read of the New Jersey 
Brush Mfg. Co. was elected a member of 
the executive committee to fill the va- 
cancy caused by the recent death of Wil- 
liam F. Howard of S. E. Howard’s Son 
& Co. 

Authorization of the appointment of a 
Committee to prepare a code of ethics and 
correct business practices for the Brush 
Industry, the aim of which will be the 
general elevation of business standards and 
conduct, was given at this meeting. 

The meeting was exceptionally well at- 
, tended and considerable attention was de- 
‘ voted to the importance of adequate tariff 
protection against the flood of foreign im- 
portations which have practically doubled 
in the past five years 

Addresses were delivered by David 
Rosenblum of the Business Training Cor- 

} poration on “The Place of Sales Train- 
‘ing in Modern Merchandising”, and by 
W. C. Read of the New Jersey Brush Mfg. 
- Co. on “Time Studies and Their Value to 
the Brush Manufacturer.” 

Special meetings of members 
toilet brush division paint and varnish 
brush division, household and _ industrial 
brush division and brush material division 
were held for the consideration of prob- 
lems of particular interest to each group. 

At present the association is conducting 
a special study under the direction of a 
competent engineer to determine the rela- 
tive merits of bristle brushes and spray 
guns for the application of paint and var- 
nish, and the work already undertaken as 
well as that proposed was thoroughly con- 
sidered during the conferences of members 
of the paint and varnish brush division. 


of our 





Chicago Spring Hinge Co. Moves 
New York City Office 
Chicago Spring Hinge Co., 1500 Carroll 
Ave., Chicago, IIl., announces that its east- 
ern office and warehouse in New York, 
N. Y., has been moved from 23 Warren 
St., to 109 Lafayette St. 





W. C. Knight Joins Fitzgerald 


The Fitzgerald Mfg. Co., Torrington, 
Conn., has appointed W. C. Knight to rep- 
resent the company in the southern terri- 
tory. 


Huey & Philip Hardware Co. 

Take Over Another Building 

Huey & Philip Hardware Co., whole- 
sale distributors of hardware in Dallas, 
Tex., have announced an important ex- 
pansion of its business. A _ building 1lo- 
cated on what is known as Herald Square, 
corner of Griffin and Pacific Aves, in 
Dallas, is to be remodeled by the com- 
pany at an estimated cost of $35,000. 
When completed, it will be used as a hotel 
and restaurant supply department, with 
display rooms on the first floor. The 





mezzanine floor of 7500 sq. ft. will con- 
tain the office and stock rooms while the 





second and third floors will be occupied 
as factory and storage rooms. 

The renovated building will be com- 
pleted by Jan. 1, 1930. 





National Implement Assn. Meets | 
at Chicago, Octdber 23 to 25 


Arrangement are complete for the next 
annual gathering of the National Federa- 
tion of Implement Dealers’ Associations at 
the Hotel Sherman in Chicago, Oct. 23, 
24 and 25. The Federation is composed 
of official delegates representing twenty 
state and regional implement and _ hard- 
ware associations. 

About eighty per cent of the members 
are hardware men who also handle imple- 
ments. Secretaries of the constituent 
associations will confer Oct. 21 and the 
Federation directors will meet the follow- | 
ing day. 

Robert G. Nuss, Madison, Wis., is presi- 
dent of the federated body. A. A. Doerr, 
Larned, Kan., is vice-president. Secretary 
Herbert J. Hodge, Abilene, says: 

“While the Federation conventions are 
delegate bodies they are, each year, at- 
tended by a large number of dealers who 
are not regularly appointed delegates. If 
they are members of one of the affiliated 
associations, they are privileged to take 
part in the proceedings, but are not eligible | 
to vote on contested questions. 

“The railroads have granted a rate of 
one and one-half fare for the round trip. 
This will be available to all who attend, 
provided 150 certificates are turned in.” 
These are the members of the Federation’s 
trade relations committee who will meet 
with a similar committee representing the 
National Association of Farm Equipment 
Manufacturers : 

Emil P Armknecht, Donnellson, Ia., 
chairman; Stanley M. Sellers, Lebanon, 
O.; A. A. Doerr, Larned, Kan.; E. P. 
Lynch, Fairbault, Minn.; George P. Wag- 
ner, Jasper, Ind.; E. W. Meese of the 
De Laval Separator Co., Chicago, is chair- 
man of the manufacturers’ committee. 

The following associations ‘are affiliated 
with the National Federation: 

Western Retail Implement and Hard- 
ware Association; Mountain States Hard- 
ware and Implement Association; Pan- 
handle Hardware and Implement Associa- 
tion; Idaho Retail Hardware and Imple- 
ment Association; California Retail Hard- 
ware and Implement Association; Oregon 
Retail Hardware and Implement Associa- 
tion; Pacific Northwest Hardware and 
Implement Association; Kentucky Hard- 
ware and Implement Association; Mon- 
tana Implement Dealers’ Association; Ohio 
Implement Dealers’ Association; 

Indiana Implement Dealers’ Association ; 
Mid-West Implement Dealers’ Associa- 
tion; Iowa Implement Dealers’ Associa- 
tion; South Dakota Implement Dealers’ 
Association; Mississippi Valley Farm 
Equipment Association; Illinois Implement 
Dealers’ Association ; 

North Dakota Implement Dealers’ As- 
sociation; Michigan Implement Dealers’ 
Association; Wisconsin Implement Deal- 
ers’ Association; Minnesota Implement 





Dealers’ Association. 


Chicago Jobber Makes Plans for 
“Toy and Holiday Show” 

Hibbard, Spencer, Bartlett & Co.’s an- 

nual “Toy and Holiday Show” will be 


held Friday night, Oct. 18, from half-past 
seven until midnight, on the twelfth floor 


| of the wholesale house at 211 East North 


Water St., Chicago, Ill. 

Buffet supper and entertainment will be 
provided the members of the trade who 
attend. A large display of holiday hard- 
ware goods will be shown. Last year 700 
attended. The show has been held an- 
nually by the company since 1915. 


Billings & Spencer Selling Husky 
Corp. Wrench Line 


An announcement of interest to the hard- 
ware trade has recently been made by 
The Billings & Spencer Co., Hartford, 
Conn. 

This organization has now undertaken 
the merchandising of two lines of wrenches, 
its own and that of the Husky Corp., 
Kenosha, Wis. Billings & Spencer sales- 
men will distribute both lines. 

Husky Corp. is continuing under its pres- 
ent established management. Orders can 
be filed at either Hartford or at Kenosha 
with assurance of prompt and efficient ser- 
vice from either plant. 


McCormick & Co., Inc., 
Celebrate Fortieth Anniversary 


McCormick & Co., Inc., Light and Barre 
Sts., Baltimore, Md., distributor to the 
hardware trade of iron glue and other 
products, recently celebrated its fortieth 
anniversary. 

W. M. McCormick, president and founder 
of the company, was given a bronze plaque 
as a token of the employees’ loyalty, es- 
teem and good-will. The employees in turn 
were presented with engraved sugar shells. 

The company’s plant in Baltimore was 
opened to the public for two days, allow- 
ing all an opportunity to inspect the meth- 
ods employed in manufacturing and dis- 
tributing McCormick products. 





H. E. Boucher Mfg. Co. Moves 
New York City Office 


H. E. Boucher Mfg. Co. moved on Oct. 
1 from 150 Lafayette St., New York, N. Y., 
to larger quarters in the American Woolen 
Bldg., 221 Fourth Ave., New York, N. Y. 

This organization manufactures model 
boats and toys. 


Zenith Radio Corp. Names 
Four Field Representatives 


The Zenith Radio Corp., Chicago, II1., 
recently appointed four new field repre- 
sentatives. Carter B. Semple will cover 
the central and southern United States, 
Charles A. Eyles, eastern United States, 
F. C. Buell, entire West Coast, and T. 
Alexander, the Northwestern states. 
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New Model Silex Coffee Maker 


The Silex Co., 1 Laurel Street, Hartford, 
Conn., announces a new model Silex Coffee 
Maker. This new item embodies the same 
principle of coffee making as the other 
models, but is lower in height and con- 





sidered by many to be more attractive in 
appearance. 

Model NM-4 Silex is produced for 
operation with electricity, alcohol or gas. 
All styles serve four large cups or eight 
demi-tasse cups. The bowls are of Pyrex 
heatproof glass. A nickel plated handle 
is standard equipment on the electrically 
operated model which also has a silk cord, 
cover and stand. The alcohol Silex has 
a silver plated handle and stand. The gas 
Silex is similar to the others and is 
adapted to use with gas, oil or any small 
electric hotplate. : 

Further particulars regarding the NM-4 
Silex Coffee Maker can be obtained from 
the manufacturer. 





Portable Electric Hand Saw 


The Wodack Electric Tool Corp., 4627 
West Huron St., Chicago, Ill., recently 
placed on the market a light weight, one 





hand, electric hand saw for cutting any 
board up to 25¢ in. 

The compact construction of this saw 
is featured by a sawdust blower for per- 
fect vision, a convenient trigger switch, 
momentary contact, rip gage to save 
marking the board to be sawed and a 











depth gage which is easily adjusted by 
a wing nut. The Wodack Junior Model 
“K” portable electric hand saw is built 
complete. Accessories include a_ 15-ft. 
extension cord, pound of lubricant, grease 
gun, carrying case, etc. 





Toledo Pressed Steel Horse 


The Toledo Horse, a new device of gen- 
eral utility, has been brought out by The 
Toledo Pressed Steel Co., Toledo, Ohio. 
It consists of a pressed steel “A” frame 
which can be quickly attached to any 
handy piece of lumber to form an eco- 
nomical and sturdy horse. 

The lumber of the rail is dropped be- 
tween the open saw toothed jaws. The 
spreading of the legs causes the jaws to 





bite inward and downward, binding the 
rail in a firm grip. 

Three-inch pressed steel channels are 
used in the construction of the legs which 


are packed one pair in a box. They are 











available in heights ranging from 18 to 48 
ins. and for either one or two inch stand- 
ard size lumber. Finished in black enamel. 

Lumber used as a rail can be used over 
and over again, and when detached the 
frame folds up compactly. The manufac- 
turer says they occupy no more space than 
an ordinary shovel. 





Western Improved Grass Shear 


Special attention has been given to the 
grinding and set of the blades of this 
Western improved grass shear No. 1927, 
which is a product of Keiser Mfg. Co., 
Reading, Pa. Wiebusch & Hilger, Ltd., 108 
Lafayette St., New York, N. Y., are the 
sole selling agents for this item. 

The malleable iron handles of the grass 
shear are enameled bright red. The bolt 
and head of the handles are polished, 
while the blades are highly polished and 
set at correct tension with a bolt and 
spring washer. 

A sturdy spring catch is used to insure 





the shears against accidental opening and 
holds the blades closed at all times when 
not in use, 








' Cutter-Proof Safety Hasps 


| The Hurd cutter-proof safety hasps have 
been placed before the trade by E. P. 
Hurd, 5820 Fischer Ave., Detroit, Mich. 

These hasps have a staple made from a 
special alloy. 


The whole hasp is com- 


pletely hardened and rust-proofed with a 
silver udylited finish. 

It is said that the hasp is cutter-proof, 
rust-proof, file proof and  saw-proof. 
Packed with screws. Twelve hasps are 
contained in a three color counter display 
carton. 


Leonard’s New Refrigerator 


There are four important advantages 
claimed for the new all-steel Foodmaster 
refrigerator produced by Leonard Re- 
frigerators Co., Grand Rapids, Mich. 

It has an all-steel construction and a 
porcelain interior. An indicator accurately 
tells when foods are being maintained at 
the proper temperature. The self-opening 
door is worked by a foot pedal. ‘The 














fourth feature is its daylight base which 
provides ample room for the use of broom 
or mop under the refrigerator. 

The Foodmaster is rigidly built, can be 
kept spotlessly clean and has been de- 
signed so that an electric or gas refrigera- 
tion unit can be installed if desired. 
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Improved Doo-Klip Pruner 


The Alliance Mfg. Co., Alliance, Ohio, 
announces several important improvements 
on its Doo-Klip pruners. 

This improved pruner has a toggle ac- 
tion which forces the lower blade up— 
and the upper blade down—thus making 
them self-tensioning and insuring an easy 
and precise cut. Through a transposition 
of the blades, this pruner eliminates any 





bruising of the stalk which remains at- 
tached to the plant. 

New triple-ribbed stream-lined handles 
are designed so that they can not be 
sprung out of alignment, says the manu- 
facturer. 

The improved Doo-Klip pruner cuts on 
the oblique when held in a natural posi- 
tion and its wide, flaring blades tend to 
guard the hand from adjacent stalks, 
thorns, etc. It is 8 in. in length and 
handles vines, stalks, etc., up to % in. in 
diameter. Finished in jade green enamel. 





Tree Stand with Water Holder 


A popular priced Christmas tree stand 
with a water holder is now available to 
the trade from Koelmel Bros., 2125 N. 
Hope St., Philadelphia, Pa. The No. 150 
stand has been so designed that the conical 
base which holds water, also holds the 





bottom of the tree. The tops of the legs 
are provided with holes to -fasten against 
the tree. 

This Christmas tree holder is made en- 
tirely of heavy gage pressed steel and is 
designed to hold any size tree. Finished 
green and packed assembled, 12 to a carton. 


A Gravity Locking Top Bolt 


A gravity locking top bolt for garages 
and industrial buildings has been offered 
to the trade by The Stanley Works, New 
Britain, Conn. 

All pafts of this No. 
made of heavy wrought steel. 


1698 bolt are 
The ab- 





sence of springs increases the lift of the 
bolt and the manufacturer states there is 
nothing to get out of order. 





No matter how gently the door is closed, 
the bolt will always lock it, while a silght 
pull on the chain releases it, says The 
Stanley Works. 


Useful Batchelder Cabinet 


A neat, compact metal cabinet, with 
close-fitting swing drawers opening out- 





ward on a hinge at one corner, has been 
placed before the trade by The F. H. 
Bachelder Co., 33 Fountain St., Orange, 
Mass. While this cabinet was designed 
for holding brake lining rivets, it is equal- 


ly useful for screws, washers, rivets, cot- | 


ter pins, small springs, etc. 

Due to the construction, the drawers 
cannot be overturned or misplaced. The 
Bachelder cabinet occupies a space 14% 
in. high, 6% in. wide and 3% in. deep. 
It is finished throughout in olive green 
enamel. 








Las-Stik Rubber Haf-soles 


Rubber half-soles which can be cemented 
to old or new shoes, providing a resilient, 
non-skid and wear proof surface have been 
placed on the market by The Las-Stik 
Mfg. Co., Hamilton, Ohio. 

This company’s Las-Stik Haf-soles are 
made of pure, live rubber and it is said 
they will outwear three pairs of leather 
soles. When used for resoling, they can 





be applied without removing the old sole. 

Las-Stik Haf-soles are made in various 
sizes. Each pair is packed in a litho- 
graphed carton containing a buffer and a 





tube of cement. It is said that the ce- 
menting of these soles to shoes requires 
only a few minutes. They will not pull 
loose, says the manufacturer. Twelve in- 
dividual cartons are packed in an attrac- 
tive counter display box. The company 
also manufactures heel taps which can be 
applied to rubber or leather heels. 





A Swivel Head Flashlight 


The latest and one of the most useful 
additions to the line of Eveready flash- 
lights is the swivel head focusing model 
which has been announced recently by 
National Carbon Co., 30 East 42nd St, 
New York, N. Y. 

It is said that a beam from this flash- 
light can be directed through 360 degrees, 
piercing the darkness for 300 feet: , It 





can also throw a broad beam for short 
focus work. This flashlight uses two 
standard unit cells and is equipped with 
a safety switch to prevent accidental drain 
on batteries. A belt clip permits its use 
when both hands are free. All fittings 
are chromium plated. 
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WASHINGTON LET | 


Hardware Exports Establish New Record—Southern Hardware Jobbers Meet with 
Federal Trade Commission in Trade Practice Conference—Census of 
Manufactures Will Be Taken in January—Other News 


(Washington Bureau of HARDWARE AGE) 

Strides being made by American 
hardware manufacturers in building 
up foreign markets are shown by the 
fact that exports of hardware and 
allied products for the first eight 
months of 1929 set a record, amount- 
ing to $52,597,492, an increase of 
$5,583,766 over exports for the corre- 
sponding period of 1928, when ship- 
ments were valued at $47,063,726. De- 
tails of the movement for the eight 
months are carried in the current 
issue of the Foreign Hardware Trade 
Bulletin of the Iron and Steel Divi- 
sion, Department of Commerce. 

The largest item of exportation for 
the eight-month period of both 1929 
and 1928 consisted of hand tools. For- 
eign shipments of this line for the 
eight months of the current year were 
valued at $14,968,468 as against $14,- 
018,416 for the corresponding period of 
last year. Cutlery exports ranked 
second, those for the eight months of 
1929 being valued at $7,342,245 as 
compared with a higher value for the 
eight months of last year, $7,528,058. 
Exports of locks and builders’ hard- 
ware rose to $7,338,204 from $6,113,- 
302. Exports of chains, scales, and 
balances and other ‘hardware increased 
to $6,656,828 from $5,360,349. Exports 
of abrasives were valued at $6,190,233 
as compared with $5,598,245; stoves 
and furnaces, except electric, $4,378,145 
as against $3,469,088; lamps and il- 
luminating devices, $1,670,803 as com- 
pared with $1,501,960; plumbing fix- 
tures, $2,488,686 as compared with 
$2,030,939 and household utensils, $1,- 
563,880 as against $1,443,371. 





Large attendance is expected at the 
Trade Practice Conference to be held 
here on Friday of the present week 
at the Chamber of Commerce of the 
United States by the Southern Hard- 
ware Jobbers Association with the 
Federal Trade Commission. Commis- 
sioner G. S. Ferguson, Jr., will preside. 
According to the Commission, members 
of the industry who applied for the 
conference represent approximately 90 
per cent of the hardware distribution 
in the following 14 States: Alabama, 
Arkansas, Florida, Georgia, Kentucky, 
Louisana, Mississippi, North Carolina, 
Oklahoma, South Carolina, Tennessee, 
Texas, Virginia and West Virginia. 
Practices proposed for discussion in- 
clude price discrimination; inducing 


breach of contract; misbranding; fraud 
and misrepresentation, and secret re- 
bates. 








By L. W. MOFFETT 


Members of the cold finished steel 
bar industry also have applied for a 
trade practice conference, the time and 
place of which have not been deter- 
mined upon. This conference will be 
presided over by Commissioner C. W. 
Hunt. The applicants represent about 
70 to 75 per cent of the total produc- 
tion of cold finished steel bars. Among 
subjects proposed for discussion are 


interference with contractual _rela- 
tions; defamation; espionage; price 
discrimination; premiums; misrepre- 


sentation; secret rebates; protection 
against decline or advance in price; 
failure to adhere to published prices; 
and failure to maintain the validity of 
contracts. 

The procedure of the Commission in 
connection with trade practice confer- 
ences is predicated on the theory that 
the primary interest of the Commission 
is the interest of the public. It con- 
tends that the public is entitled to the 
benefits which flow from competition, 
and that each competitor is entitled to 
fair competition. That which injures 
one, it is held, undoubtedly injures 
the other, and the Commission, in the 
trade practice conference procedure, 
provides a medium through which, in 
appropriate situations, the interests of 
both may be mutually protected in 
matters of competitive practice. It also 
offers, in the conferences, a common 
ground upon which competitors can 
meet, lay aside personal charges, jeal- 
ousies, and misunderstandings, freely 
discuss practices of an unfair or harm- 
ful nature, or otherwise not in the 
public interest, reach a basis of mutual 
understanding and confidence and pro- 
vide for the abandonment of such prac- 


| tices, into which, the Commission real- 


izes, they often drift unwillingly and 
without wrongful intent. 





The schedule for the census of manu- 
factures, to be taken along with that 
for distribution, and other lines in 
1930, will go out next January to every 
manufacturer in the country. It has 
been drawn up by the Advisory Com- 
mittee for the Census on Manufactures, 
headed by Col. L. S. Horner, president 
of the Niles-Bement-Pond Co., machine 
tool builders. In its report to Secre- 
tary of Commerce R. P. Lamont, the 
committee had one basic thought in 
mind, that the information resulting 
from the tabulations will be of real 
practical value, directly or indirectly, 
to manufacturers in their studies of 
production and distribution problems. 
Necessarily retailers, who handle the 
lines, will be affected and be able to 








get a clearer understanding from the 
data of their problems as they relate 
to merchandising. Special efforts will 
be made by the Bureau of the Census 
to tabulate the data furnished by the 
manufacturers in such a way as to 
point out the most significant indus- 
trial trends. Among these trends is 
that of migration of industry. Large 
movements of industry have been under 
way especially since the war and some 
of them have involved the transfer of 
thousands of employees from one sec- 
tion of the country to the other, and 
have entirely changed the industrial 
occupation of a large portion of the 
inhabitants of these sections. This 
movement manifestly has a bearing on 
retail trade. There also has been a 
tendency toward concentration of cer- 
tain industries while other industries 
have tended to spread throughout the 
country. All of these trends have a 
large influence on the employment 
phases of industry. It is generally 
known that such trends are under way, 
but no definite data are available. 
Many new and valuable tabulations 
wili be made which can be used as a 
basis for production and distribution 
studies on the part of business interests 
of the country. The Bureau of the 
Census is also making special efforts 
to get the resulting statistics on man- 
ufacturing operations back to the man- 
ufacturers at as early a date as pos- 
sible. 





Postal receipts at 50 selected cities 
throughout the country for September, 
1929, showed an increase of 4.40 per 
cent over those for September of last 
year, according to the Post Office De- 
partment. The total receipts for 
September of the current year were 
$30,549,034.25 as against $29,261,087.90 
for the corresponding month of last 
year, an increase of $1,287,946.35. The 
five leading cities and their percentages 
of increase were: Jersey City, N. J., 
17.21; Denver, 14.97; Houston, Tex.., 
14.94; Los Angeles, 13.13; Fort Worth, 
Tex, ELSOZ. 

The volume of business transacted 
on the instalment plan has reached 
large proportions. Champ C. Joy, 
Audit Review Division, Internal Rev- 
enue, in an article in the October 
issue of Internal Revenue News, said 
that it is estimated that over 6 per 
cent of the annual income of the United 
States for 1926 was spent in this man- 
ner. The automobile, he declared, 
probably has contributed more to the 
growth of this business than any other 
factor. 
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GENERAL MARKET NEWS 








Approach of Holidays and Cooler 
_ Weather Stimulated Demand 


Je 


gt for Hardware 


* NEw York, Oct. 16.—Following a temporary lull in buying, the 
hardware trade of the country is placing somewhat larger orders 


than in recent weeks. 


reports from important market centers. 


This increased activity is indicated in the 


The approaching holiday 


season has resulted in a good demand for Christmas merchandise. 

Cooler weather has stimulated the calls for Fall and Winter goods. 

Prospects appear bright for the closing quarter of the year. 
General business conditions are in satisfactory shape and most 


factors are favorable to the trade. 


The increased purchasing power 


of the farmer appears to be reflected, to some extent, in the current 
orders being received from agricultural districts. 
Prices are generally steady. The only revisions in evidence are 


minor in character. 


The credit situation retains a fairly satisfactory status, with col- 
lections having a normally good average. 


94.7 Per Cent Was Last Week’s 
Price Average, Says Fisher 


According. -to an announcement made by 
Professor Irving Fisher of Yale Uni- 
versity, on October 6, the previous week’s 
wholesale commodity prices, based on Dun’s 
quotations, averaged 94.7 per cent. The 
average for September was 96 per cent. 

The purchasing power of the dollar was 
105c. on a 1926 basis of 100c. The 
September average was 104.2c. Crump’s 
index of English prices for the week on 
the revised 1926 level was 90.6. The 
September average was 91.7. 

The Italian index on the revised basis of 
1926, for the week ending September 28, 
was 72.2. 


Freight Loadings Set New 
Weekly Record 


Revenue freight loadings for the week 
ended September 28 totaled 1,202,111 cars, 
the highest for any one week so far this 
year, and third highest on record, the car 
service division of the American Railway 
Association announced recently. 

Compared with the corresponding week 
last year, the total for the week of Septem- 
ber 28 was an increase of 5146 cars and an 
increase of 75,208 cars over the correspond- 
ing week in 1927. It also was 35,781 cars 
above the preceding week this year, with 
increases being reported in the loading of 
all commodities except grain and grain 
products and ore. 

Loadings for the week compared with the 
same week last year were as follows: Grain 
and grain products, 49,025 cars, a reduction 
of 14,300 cars. In the Western districts 





alone grain and grain products loading 
amounted to 34,464 cars, a reduction of 14,- 
808 cars under the same week in 1928. Ore 
loading totaled 68,857 cars, an increase of 
6753 cars; miscellaneous freight, 485,724 
cars, an increase of 5213 cars; coal, 214,039 
cars, an increase of 7735 cars, live stock, 
34,990 cars, a decrease of 1,753 cars. In the 
Western districts alone live stock loading 
amounted to 27,720 cars, a decrease of 997 
cars compared with the same week in 1928. 
Merchandise less than carload lot freight 
loading rose to 273,441 cars, an increase of 
2873 cars; forest products, 63,750 cars, a 
decrease of 2865 cars; coke, ‘12,285 cars, 
an increase of 1490 cars. 

All districts except the Southern, North- 
western and Central Western reported in- 
creases in the total loading of all com- 
modities compared with the same week in 
1928, while all except the Southern district 
showed increases over the same week in 
1927. 





Bank Debits Show Increase 
Week Ended Oct. 2 


Debits to individual accounts, as reported 
to the Federal Reserve Board by banks in 
leading cities for the week ended October 
2, aggregated $22,717,000,000, or 11 per cent 
above the total reported for the preceding 
week, and 18 per cent above the total re- 
ported for the corresponding week of last 
year. 


Aggregate debits for 141 centers for 


which figures have been published weekly 
since January, 1919, amounted to $21,628,- 
000,000, as compared with $19,409,000,000 
for the preceding week and $18,208,000,000 


for the week ended October 3 of last year. 





Advances in Tire Prices Are 
Contemplated 


A general advance in tire prices, amount- 
ing to an increase of approximately 10 per 
cent, has been predicted in reports, which 
have recently been issued. It is said that 
the advance being contemplated will become 
effective within the next two weeks. 

It is learned that for several weeks im- 
portant tire producers have been engaged 
on plans designed to eliminate much of the 
waste entailed in the manufacture of tires. 
Simultaneously, they are understood to 
have taken steps to fortify their position, 
in the event that the British and Dutch 
rubber growers succeed in their efforts to 
advance the price of crude rubber. 

At this time, it seems almost certain that 
the plans of the two countries to control 
and regulate their output of crude rubber 
will be successful. 


New Independent Stores Have 
4 to 1 Lead on Chain Stores 
According to Recent Survey 


Independent retailers opened 3999 new 
stores in September. Chains opened num- 
bered 1074, and 41 new chain-store or- 
ganizations were formed. The chain stores 
formed range from small organizations 
proposing to operate three stores up to 
concerns that will operate 100 stores. 

These statements are made in the 
monthly report of the nation-wide survey 
of new chain-store development in com- 
parison with independent stores made by 
the Commercial Service Co. of New York 
and Chicago. The report continues in part 
as follows: 

The Commercial Service Co. discovered 
550 discontinuancés among independents 
and but 42 among chain stores. The great- 
est increases among independents were in 
the automobile, automobile accessory and 
oil-filling station fields, followed by res- 
taurants, with women’s furnishing and 
millinery lines coming next. The greatest 
number of stores starting in the chain- 
store field were in the automobile, auto- 
mobile accessory and oil-filling station 
fields, followed by department, general, 
variety and dry goods lines, with grocery 
and meat lines coming next. This month, 
as in the two previous, shows the great- 
est decreases among independents in the 
field grouped as department, general, vari- 
ety and dry goods merchants. 

Six new chains are reported in the gro- 
cery and meat trade, and the only trade 
showing a greater number is general, vari- 
ety and dry goods, having nine. Of new 
chain branches, grocery and meat show 
227, which number is exceeded only by 
filling stations with 247. New independent 
retailers are recorded thus: Filling sta- 
tions, 618; restaurants, 537; women’s fur- 
nishings and millinery, 490, and grocery and 
meat, 452. 














HARDWARE AGE for OCTOBER 17, 1929 





Ni 


NEW YORK: “mitsrxznisetisyr 


NEw York, Oct. 16.—Conditions in the New York hardware 
market are practically unchanged from a week ago. Aggregate 
sales, in most instances, continue to compare fairly satisfactory to 
the corresponding period of last year. Although the demand for 
Fall goods is not as pronounced as at the same time a year ago. 
Wholesalers seem to feel that dealers’ stocks are running light, due 
to the fact that an exceptional holiday business is predicted. This, 
they say, may have influenced hardware merchants to purchase 
lightly in current needs, in order to place healthy orders for 
Christmas goods later. Jobbers are confident that the first touch 
of colder weather will stimulate belated orders for Fall goods to a 
marked degree. 

Stove goods, lawn rakes, rubbish burners, fireplace furniture, 
radiator shields, window ventilators, oil and electric heaters, 
weather-strip and furnace scoops are all well represented on cur- 
rent orders. A normal call exists for staple hardware and trade 
in house furnishings is active. Future business is being booked 
for toys, cutlery, lawn mowers, steel goods and fencing, but whole- 
salers report it is difficult to encourage dealers to anticipate their 
future requirements. 

Prices continue to remain on a steady and firm basis. No fluctu- 
ations of consequence were reported. 

The credit situation, as a rule, is generally satisfactory, with 
collections averaging from fair to good. 


ASH SIFTERS.—Demand is normal. Larger, 50 and 10 per cent off list. 


: . : . Stove bolts, 80 per cent off list. 
Cold weather will stimulate business in | Machine bolts, % x % by 6 and 


this line. Adequate stocks are avail-| smaller, 60 per cent off list; larger to 
able. Prices are steady. | 1 by 30, 50 and 10 per cent off list; 14 
| 
| 
} 
| 


to 1% in. diameter, 30 and 10 per 
JOBBERS’ QUOTATIONS TO RE- cent off list. 
TAILERS, F.0O.B. NEW YORK 


Rotary galvanized ash ators, $2.00 


Stepbolts, 50 per cent off list. 


ach BRIDGE FURNITURE.—An active de- 
In lots of 12 or more, $22.50 per mand is reported. Steady prices pre- 
dozen. vail and stocks are complete. 
BATHROOM FIXTURES, CHINA.— JOBBERS’ QUOTATIONS TO RE- 
The vogue for color in bathrooms is pperncnetag <a Be Yo sn 
. . ridge tables, rump, mahogany, 
responsible for a good demand. Prices green and red, $1.40 each. Gueen 
are unchanged and stocks are complete. De Luxe, red and green, $2.80 each; 
JOBBERS' QUOTATIONS TO RE- and red, $200 each Sree 
TAILERS, F.0.B. NEW Y Bridge chairs, packed in cartons of 

“Everclean’” China a four and sold only in that quantity, 
101. Toothbrush and Paste Holder, No. 10, mahogany, green and red, 
list, each, white, 45c., colors, 75c.; $1.75 per chair; No. 30, red and 
No. 103, Soap Holder, list, each, green, $2.65 per chair; No. 40, ma- 
white, 45c., colors, 75c.; No. 104, hogany, green and red, $4.50 per 
— Paper Holder, _ each, white, chair. 
5c., colors, C.5 . Towe ; 
— om glass “ % in, x + BUTTS.—The usual demand exists. 
ist, each, white, colors, : * 
Deskes Diesen. 334 ae eek all Prices are firm and stocks are in good 
list prices quoted ob ove. a as shape. 

“Jewe ina Fixtures.—No. . 
Toothbrush and Paste Holder, list, JOBBERS’ QUOTATIONS TO RE- 
each, white, $1, colors, $1.25; No. TAILERS, F.0O.B. NEW YORK: 

303, Soap Holder, list, each, white, Steel butts, 3 by 3 and 3% by 3%, 
$1, colors, $1.2 404, Toilet Paper 18 cents per pair for less than case 
Holder, list, an white, $1, colors, lots; in case lots, 16 cents per pair; 
$1.25; No. 306, Towel Rack, Sq. wood, 4 by 4, 24% cents per pair in less 
pyrolin covered bar, % in. x 30 in., than case lots, and 23 cents per pair 
am — Feo tne 8 one pone in case lots. 

No. 5 ro ooks, st, each, 
i, te, ten, Te Se OO, CHRISTMAS TREE LIGHTS.—Deal- 
pe ag Dg mg A in Meee ers are showing an interest in this line, 
e , *?. ’ eo *. . 

On” ‘Towel Racks, any standard color, which has resulted in a good early de- 
round wood bar, % in. x 18 in., list, mand. Jobbers’ stocks are of ample size 
per gross, $72.00. Dealers’ Discount, x 
33% per cent off list prices quoted and prices are firm. 


above. JOBBERS’ QUOTATIONS TO RE- 
N YORK: 


BOLTS AND NUTS.—A satisfactory ae ae rae pong a 
demand is reported. gcc ng firm oy $1. ree No 83, 148; No. a3. "$2.18, No: 
stocks are avail- 72, $2.48; No. 0 
unchanged and ample 7 $1.48; No. 30 6, 87c.; No. 305, 87c., and 
able. No. 310, $1.38. Prices are each and 
4 i te TO RE- net. 

vA tine. F. oe NEW YORK Noma outfits, No. 3500, $3.94; No. 
Carriage bolts and hy screws, % | 116, $4.54, and No. 1600, $3.00. Prices 

by 6 and smaller, 60 per cent off list. are each and net. 








Christmas tree lamps, No: | :-77, 
Mazda assortment (100 in set), “$6.90: 
No. 78, Mazda lamips, 10 in a box, in 
following colors, red, blue, green, 
orange, opal, pink, yellow and purple, 
10 to 100, $7.10 per 100; 100 or more, 
$6.90 per 100. 


CLOCKS.—An excellent demand’ pre- 
vails for this line and complete stocks 
are available at steady and unchanged 
prices. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK 

Alarm clocks: America, ‘$1.05; 
America, luminous, $1.58; Sleep- 
Meter, $1.40; Sleep-Meter, luminous, 
$2.10; Ben Hur, $1.76; Ben Hur, lumi- 
nous, $2.46; Big Ben, $2.29; Big Ben, 
luminous, $3. 16; Big Ben De Luxe 
$2.64; i , xe, luminous, 
$3.52: Baby on, 29; aby Ben, 
luminous, $3.16; Baby Ben De Luxe, 
(any finish), 2.64; Baby Ben De 
Luxe, luminous, $3. 52; Tiny Tim (any 
finish), $1.50. Prices are each and 
net. 

Auto clocks, plain dial, $1.50 each; 
luminous dial, $2.10 each. 

Watches, Pocket Ben, $1.05 each; 
Pocket Ben, luminous, $1.58 each. 

Extras on alarm clocks in lots of 
two dozen, 2% per cent; on lots of 
six dozen or more, 5 per cent. 


FIREPLACE FURNITURE. — Early 
business in this line has been even bet- 
ter than was expected. Wholesale stocks 
are of adequate size and prices remain 
steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW ———, 

Andirons, black finish, $2.50 to $6 
per pair; black-brass og $7.50 to 
$9.75. per pair; Flemish, $5.50 to 
$11.55 per pair; Swedish, $5.75 to $7 
per pair; Burnt antique, brass, $6.25 
tu $12 per pair. 

Fire sets, black finish, $4.85 to $5 
per set; black-brass balls, $6.75; 
Flemish, $7.65 to $9 per set; Burnt 
antique, brass, $7.65 to $9 per set; 
Swedish, $7.75 per set. 

Grate baskets, black finish, $5.75 to 
$6 each; Flemish, $8.65 to $10 each. 

Spark guard, black finish, $4.15 
each. 

Fire screens, black finish, $5.65 
each; Swedish, $8.65 each, and Burnt 
antique, brass, $8.65 each. 


GARAGE SETS.—The approach of 
cold weather has increased the demand 
for this line. Stocks are of ample size 
and prices remain unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Garage sets, $2.40 per set; for six 
or more, $2. 10 per set. Garage door 
holders, $1.75 per pair; for six or 
more, $1.60 per set. 


ICE SKATES.—Sales are lagging in 
this line. Freezing weather will accel- 
erate the demand. Stocks are very com- 
plete and prices are steady. 


JOBBERS’ QuCTATIONS Ph 4 RE- 
TAILERS, F.O.B. NEW 

Union ice skates, mg ie 
men’s No. 90, $6.25; No. 290, $6.00; 
ladies’ No. 90L, $5.25, and No. 290L, 
$6.00. ‘ 

Racing outfits, men’s No. 95, $5.25, 
and No. 925, $6.00; —” No. 95L, 
$5.25, and No. 295L, $6.0 _ 

Club outfits, men’s, No. 212, $3.75, 
and ladies’, No. 213, $3.75 ¢ 

Professional hockey outfits, men’s, 
No. 390, $6.65. 

These prices are net per pair. 
Men’s shoe sizes in all cases are from 
4 to 11, and ladies’ shoe sizes in all 
cases are 3 to 9. 
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LADDERS. — Demand is moderate. 
Ample stocks are available at steady 
prices. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Spruce ladders, 3 to 10 feet. stand- 
ard grade, 25 cents per foot. Com- 
petitive grade, 23 cents per foot. 


LAMP CORD.—Sales have a normal 
status. Prices are steady and un- 
changed. 


JOBBERS’ tte 4 TO RE- 
TAILERS, F.0.B. NEW YORK: 

Lamp cord, prices are per 1000 ft.; 
18 ga. 1/32 silk covered lamp cord, 
brushed brass, white, maroon, old 
gold, green and brown, 500 ft. on a 
spool, $12.40; 18 ga. 1/64 silk covered 
lamp cord, maroon, old gold, 500 
brass, white, green and brown, 500 
ft. on a spool, $9.50; silk covered 
twisted lamp cord, white only, 250 ft. 
on a spool, $13; 18 in. 1/64 cotton 
covered lamp cord,. maroon, white 
and dark brown, 500 ft. on a_ spool, 
$8.30; 18 ga. 1/32 cotton covered lamp 
cord, green, white, maroon, oak tan 
and dark brown, 500 ft. on a spool, 
$10.75; 18 ga. 1/64 cotton single con- 
ductor wire, white, brown, oak tan, 
white with marker, brown’ with 
marker, and oak tan with marker, 
500 ft. on a spool, $4.25; 18 ga. 1/32 
cotton twisted lamp cord; green and 
yellow, 250 ft. on a spool, $12.50; 18 
ga. black cotton, reinforced cord, 250 
ft. on a spool, $16.50; 18 ga. cotton 
covered heater cord, 250 ft. on a 
spool, $18.50 


announced lower prices, being quoted 
by metropolitan wholesalers, are re- 
sponsible for an improved demand, as 
dealers are now in a position to meet 
mail order price competition on this 
item. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

No. 2 Government Approved R. F. 
D. Mail Boxes, $2.50 each. 








LINSEED OIL.—Due to fluctuations in | 
prices, local wholesalers are continuing | 


to quote prices on request. Further 
advances are said to be likely, due to 
the reported shortage of Argentine 
flax. 


RADIATOR SHIELDS.—The demand 


for this line is picking up. Prices re- | 
main steady and adequate stocks are | 


available. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Gem Adjustable Radiator Shields 
with Water Pan Humidifier 
Gold Bar Walnut 
Aluminum Mahogany Ivory 


Each Each Each 
No. 1W ....$3 3.50 $4.20 $3.85 
No. 1AW .. 3.85 4.55 4.20 
No. 2W ; B85 4.55 4.20 
No. 3W 4.20 4.90 4.55 
No. 4W 4.20 5.25 4.90 
No. 5W 4.55 5.60 5.25 
No. 6W 4.90 6.30 5.60 
No. 6BW . 4.90 6.30 5.60 
No. 7W .3.. 5129 6. 65 5.95 
No. 8W .... 5.60 7.00 6.30 


ROLLER SKATES.—Demand is only 
fair. Prices remain unchanged and 
stocks are ample. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Roller skates, Union line, extension 
web heel and toe straps, plain steel 
rolls, 72c. per pair; same with toe 
clamps and web heel, 78c. per pair: 
same for boys with self-contained 
ball bearing wheels, $1.42 per pair; 
for girls, $1.62 per pair. 

Roller skates accessories: Keys, 
2%c. each; skate wheels, with self- 
contained ball bearings, 19c. each; 
ball bearings, 15c. per 100; axles, 3c. 
each; cotter pins, 15c. per 100; axle 
nuts, $1 per 100; axle nut washers, 
60c. per 100; adjustment binding bolt, 
65c. per 100, and toe clamps, 12c. per 


pair. 
Chieftain line, No. 400, for either 


| STOVE GOODS.—This line is in active 


SLEDS.—Demand is light. 
ture orders are being received. Prices 
| are unchanved. Stocks are unbroken. 

MAIL BOXES, RURAL.—The recently | 


boys or girls, self-contained ball 
bearings, $1.45 per pair; Redskin line, 
for boys or girls, 85c. per pair. 

Chicago line, No. 181, $2.65; No. 
183, $2.75; No, 185, $2.75; No. 101, 
$1.33; and Nos. 103 and 105, $1.38 per 
pair. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 

Roofing. Certain-Teed, 1 ply, $1.21; 
2 “lv. $1.57, and 3 ply, $1.84 per roll. 

Major Slate Surfaced Roofing. Red 
$1.92: Blue-black, $1.93, and Green, 
$1.93 per roll. 

Corporal Tale Surfaced Roofing. 
1 ply. 94 cents: 2 ply, $1.17, and 3 
plv. $1.39 per roll. 

Guard roofing, 1 ply, $1.03; 2 ply, 
$125, and 3 ply, $1.66 per roll. 

Certain-Teed, Slate Surface Roof- 
ine, Red. $2.11; Blue-black, $2.11, and 
Green, $2.11 per roll. 

Slater’s felt, 87 cents per roll. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 

Sash cord, Samson Snot, No. 7, 66c.: 
No. & 65c.: “Aetna, No 7, 31c. per 
Ib.: No. 8. 20c. ner Ib. Phoenix, No. 
7, 45c. per lb.; No. 8, 44c. per Ib. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 

ope ote “livers. No. 1, $2.50; No. 
2. $3. : No. 3. $4.00; No. 4. $4.33%4; 
Wo; ; $5.8214; Jr. Racer, $3.50, and 





Fire Fly, No. 9, $1.14: No. 10, 
$1.2624: No. 11. $1.71; No. 12, $1.93%, 
and Racer, $1.98%. 

Allen sled backs, No. 1, $1.90 each. 

Perfection adiustable sled back, 
No. 10, $1.06 each. 


SCREWS.—Normal sales are reported. 
Unchanged prices prevail. 


JOBBERS’ Se ght ge TO RE- 
TAILERS, F.O.B. NEW YORK 

Wood screws, flat head, bright 
iron, 40-10-10: round head, blue, 40- 
10-10; round head, iron, nickel plated, 
271%4-10-10: flat head, galvanized, 
20-10-10; flat head, brass, 3214-10-10: 
round head, brass, 2714-10-10. These 
discounts apply to new _ standard 
screw lists. 

Machine screws, flat and round 
head. brass. 60 per cent discount. 
Iron, 60-71% per cent discount. 


Prices are 


Some fu- 


ROOFING.—Sales are being fairly well 
maintained at good levels. 
firm. 


+ Lt 





dle, 3 in a bundle, 8 in. handle, 5%c.; 
12 in. handle, 6c.; 15 in. handle, 9c. 
Galvanized, one piece steel, round 
handle, 3 in a bundle, 12 in. handle, 
7e.; 1414 in. handle, ms ; extra heavy, 
japanned, scoop, 6 9 in., round | 
handle, capped end, 254 4% in. overall, 
3 in a bundle, 11%c.; Never Break, 
6 in a bundle, 38c. 

Stove boards, 30 x 36 in., $1.43; 30 
x 42 in., $1.77; 18 x 18 in., 60c.; 24 x 
24 in., 73c.; 26 x 26 in., 80c.; 28 x 28 
in., 90c.; 30 x 30 in., $1.05; 82 x 82 
in., $1.25, and 35 x 35 in., $1.55. 


| TIRES AND TUBES.—Demand is only 


| 


| 


| 


SASH CORD.—Demand is normal. | 
Prices are without change. 





| demand and prices are steady. Stocks | 





are of ample size. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

ALL PRICES ARE EACH AND 
NET. 

Stove pipe, black iron. 28 gage, 12 
lengths in a bundle, 4 in.. 12¢.: 4% 
in., 13%4¢c.; 5 in., 15¢.; 51% in., 16%4c.; 
and 6 in., 19ce. 

Stove pipe elbows, black iron, 28 
gage, 12 in a bundle, 4 in., 15¢c.; 4% 
in., 15%4c.; 5 in., 16¢c.; 5% in., 17c.; 
and 6 in., 18¢. 

Pipe dampers, cast iron, wood han- 
dle, 4 in., 9145c.: 4% in., 10c.; 5 in., 
19¢.: 5% in.. 11¢.; 6 -g , 11%4c.; 7 in., 
16%c., and 8 in., 262 

Flue stops, tin rim, wy dia- 
meter, 8 3/16 in., 12 in a box, 6c. 

Stove pipe rings. tin, lacquered, 
12 in a package, 4 in., 3%c.; 4% in., 
3l%4c.; 5 in.. 3%4c.; 5% in., 4 1/6c.; 
6 in., 4 7/i2e. and 7 in., Se. ~ 

Stove pipe wire, plain iron wire, 
50 feet in a box. 12 boxes in a carton, 
19 gage wire. 40c. per carton, and 18 
gage wire. 45c. ner carton. 

Stove lifter, nickel plates, cold 
spiral loop handle, 12 in a box, 6c. 
each net. Stove nokers. nickel plated, 
cold spiral handle, 12 in a box, 4% x 
18 in., 6%4c. each: % x 24 in., 15c. 
each. Never Break poker, 19c. each. 

Furnace pokers, wrought iron, 3 ft., 
66c.: 4 ft., 84c.; 5 ft., $1.00, and 6 ft., 


Flue scrapers, black iron, 30 in. 
long, 12 in a bundle, 4c. each. 
Fire shovels, japanned, round han- 





| fair. No changes in prices have been 


made recently. 


JOBBERS’ eae on TO RE- 
TAILERS, F.0O.B. NEW YORK: 

Mansfield tires, 4 ply, balloon type, 
29 x “9 $7.40; tubes, $1.50; 30 x 
450, $8.2 tubes, $1.60; 29 x 4.75, 
$9.55; tubes, A ig - x 5.00, $9.90; 
tubes, $1.75; § $10.20; tubes, 
$1.60; $1 <= 5.00, *si0. OS: tubes, $1.85; 
2 x 5.00, $11.75: tubes, $1.90; 28 x 
5.25, $11.10; tubes, $1. 85; 30 x 5.25, 
11.90; tubes, $2.00; 31 x 5.25, $12.35; 
bes, $2.05; 29 x 5.50, $12.65; tubes, 


Same, 6 ply, 31 x 5.25, $14.70; tubes, 
$2.05; 30 x 5.50, $16. 05: tubes, $2.35; 
30 x 6.00. $16.15; tubes, $2.25; 31 x 
6.00, $16.65; tubes, $2.30: 32 x 6.00, 
$16.96; tubes, $2.40; 33 x 6.00, $17.55; 
tubes, $2.55. 

Tire display racks, $10.00 each. 

Prices in all instances are each. 


TRAPS, GAME.—A fairly active de- 
mand is reported. Prices are steady 
and unchanged. Ample stocks are avail- 
able. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Victor game traps, No. 0, $1.20; 
No. 1, $1.50; No. 114, $2.70, and 
No. 2, $3.70. Prices are NET PER 
DOZEN. 

Victor jump traps, No. 0, $1.75; No. 
1, $2.00; No. 1%, $3.05, and No. 2, 
$4.80. Prices are NET PER DOZEN. 


VENTILATORS.—Business in this line 
has picked up considerably. Prices are 
without change. 


JOBBERS’ QUOTATIONS a, RE- 
TAILERS, F.0O.B. NEW YOR 

Continental ventilators, “ne 
Air (metal center), No. 62, $2.53; No. 
87, $2.80; No. 88, $4.00, and No. 117, 
$4.00. These prices are NET PER 
DOZEN. 

Continental wood frame _ ventila- 
tors, No. 836, $2.15; No. 928, $2.15; 
No. 937, $2.35; No. 949, $4.00; No. 959, 
$4.65; No. 1537, $3.65, and No. 1549. 
$5.35. These prices are NET PER 
DOZEN. 

Continental metal frame, cloth 
ventilators, No. 833, $2.65: No. 837, 


3. ‘ $4. 4 
No. 1145, $4.65; No. 14 437, $5.35; and 
No. 1445, $6.00. These prices are 

NET oe DOZEN 

Diamond E ventilators, No. 01, 
$4.36; No. 02, $4.80; No. 03,.$5.58; No. 
1, $5.20: No. 2, $5.60: No...3, $6. 39; 
No. 4, $7.59; No. 5, $8.40. Prices are 
NET PER DOZEN. 

Diamond E ventilators, bathroom 
size, No. 01B, $3.60: No. 1B, $4.41. 
Prices are NET PER DOZEN.: 

Liberty all steel louver ventilators, 
No. 33L, $4.00, and No. 37L, $4.80. 
Prices are NET PER DOZEN. 

Ww urldsbest window ventilators, No. 

$1.75; No. 3, $2.00; No. 4, $2.50; 
No. 5A, $3.00; No. 6A. $4.00; No. 6B, 
$4.50, and No. 6C, $5.00. These prices 
are LIST EACH and subject to a 
dealer’s discount of 3314 per cent. 


/EATHERSTRIP.—Cooler weather has 
made for a better demand. No price 
changes are anticipated. Stocks are 
complete. 


JOBBERS’ QUOTATIONS a RE- 
TAILERS, F.O.B. NEW YOR | 
Weatherstrip, Home Mirco ma- | 
roon or white, $30 per thousand feet; 
competitive grade, maroon, $16.50 per 
thousand feet, and white, $18 per 
thousand feet. 
Felt weatherstrip. 60 cents per 
carton, Wool Weatherstip, No. 25, 
80 cents per carton, and No. 75, 
$2.00 per carton. 


ybo 
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MINNEAPOLIS, Oct. 15, 1929.—Activities in all lines are progress- 
ing at a fairly normal rate, and fall business seems to promise a 
Jobbers are shipping out fall and holiday items for 
dealers’ stocks, and the general summary would seem to indicate 
a satisfactory trade in almost every line. 
generally for the past two weeks has acted adversely on clothing 
lines, but other lines seem to be fairly active. 

The crops for the year are nearly all gathered, and the totals in 
general are nearly up to the average, though some districts have 
suffered from the mid-season lack of rains. 
late crops and pastures, and have given winter wheat and rye a 


good volume. 


good start. 


Prices are steady and firm, showing no changes in any of the 


items carried in this report. 


TWIN CITIES: 





(Minneapolis office of HARDWARE AGE) 


Warm and clear weather 


Later rains have helped 





AXES.—Sales in this item show gains 
in the past few weeks. Stocks are well 
filled for the fall trade. Household 
demand has improved. Prices are firm 
as quoted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES. 

Single bit, base weight, unhan- 
dled axes, $15 to $16.50; double bit, 


$20.00 to $21.50; single bit, handled, 
$19.25; double bit, handled, $24.25 
doz., net. 


BOLTS. — Deliveries are fair, with 
stocks well assorted. Prices show no 
changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES. 


Carriage and machine bolts, 60 per 
cent; stove bolts, 75 per cent, and 
lag screws, 60 per cent from stand- 
ard lists. 


BALE TIES.—Demand is fairly good, 


with prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES. 


Single loop, 9% x 14, $1.51; 9% x 15, 
$1.36; 9% x 14, $1.53 per bundle. 
BRADS.—Demand is still good, with 
prices unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES. 

Wire brads, in 25-lb. box, at 75 per 
cent from lists. 


BUILDING PAPER.—Call for building | 


paper continues fair, with stocks ample. 
Prices are firm as quoted. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES. 
Red rosin sized building paper, 
$2.60, and tarred felt, $2.80 cwt., net. 


CHAIN.—Sales show a steady call, with 
stocks well filled. Prices have not 
changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES. 

Log chain, coppered, %4 x 14, $17.75; 
5/6 x 14, $16.75; 3% x 14, $15.00; 
chain, self colored, ™4 x 14, $16.25; 
5/16 x 14, $15.25; 34 x 14, $13.50; proof 
coil chain, % in., $14.00; 34 in., $11.25; 
% in., $10.50; 5 in., $10.25 cwt., net. 


steady, with 


CHURNS.—Demand is 
prices firm. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES. 


Barrel type churns, 33%-5 per cent 
from lists. 


| baskets are selling well. 











COAL HODS.—Sales show a tendency 
to increase as the colder weather ap- 
proaches. Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES. 


Coal hods, japanned, open, 17-in., 


$3.25; 18-in., $3.85; funnel, 17-in., 
$4.30; 18-in., $4.90; galvanized, open, 
17-in., $4.70; 18-in., $5.10; funnel, 


17-in., $5.80; 18-in., $6.30 doz., net. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Deliveries are still 
fair. Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES. 

Eaves trough, 5-in., slip joint, sin- 
gle head, galvanized, in crates, $5.25; 
6-in., $6.40; conductor pipe, 3-in., in 
crates, not nested, $4.90; 4-in., $6.85 
per hundred feet; conductor elbows, 
3-in., $1.73; 4-in., $2.88 doz., net. 


FIELD FENCE.—Call for field fence 
continues, with the end of the selling 
season in sight. Prices are firm. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES. 


Field fence, 9 ga., top and bottom, 





11 ga., intermediate, 26 in. high, 
$36.69 per 100 rods net, with other 
heights in proportion. 


FILES.—Demand is steady, with fair | 
volume. Prices are firm as quoted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES. 


Nicholson files, 5@ per cent, and 
jobbers’ brands, 60-10 per cent from 
list. 


GALVANIZED WARE.—Garbage and | 
ash cans are in demand, and tubs and | 
Prices show | 


no changes. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES. 
Standard, galvanized pails, 10-qt., 
$2.70; 12-qt., $2.85; 14-qt., $4.70; stock 
pails, 16-qt., $4.70; 18-qt., $5.50; | 
standard tubs, No. 1, $7.15; No. 2, 
$8.00; No. 3, $9.35; heavy, No. 1, 
$13.20; No. 2, $14.40; No. 3, $15.60 
doz., net. 


GLASS AND PUTTY.—Demand is im- | 
proving, and stocks are being aug- 
mented in proportion. Prices have not | 
changed. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES. 

Single and double strength A grade 
glass Minnesota prices, 83 per cent 





Trade Is Satisfactory and Prices Are 
Steady But Firm 


from lists; strictly pure putty, in 50- 
Ib. steel drums, $5.35 cwt., net. 
NAILS. — Deliveries are fair, with 
prices showing no changes. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES. 
Standard wire nails cement 
coated wire nails in kegs, 
3.10 per keg, base. 
PYREX OVENWARE.—Sales are im- 
proving as the cooler weather ap- 
proaches. Stocks are well filled, and 
prices are steady. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES. 


and 
100-Ib. 


No. 623, casseroles, $1.00; No. 643 
casseroles, $1.17; No. 634 casseroles, 
$1.31; No. 212 bread pans, 60c.; No. 
200 pie plates, 67c.; No. 209 pie plates, 
60c.; No. 231 utility dishes, 67c.; No. 
24 tea pots, $2.00; No. 26 tea pots, 
$2.33; No. 953 percolator tops, Tc. 


each, net. 


REGISTERS.—Demand is fairly good, 
with prices unchanged. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES. 
Cast iron or wrought steel regis- 
ters, 40-10 per cent from lists. 


ROPE.—Sales show a fair volume, with 
prices steady. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES. 
Best grade manila rope, 24c., base; 
best grade sisal, 17%c. lb., base. 


SANDPAPER.—Demand still contin- 
ues fairly good, with stocks well filled. 
Prices are firm as quoted. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES. 

Best grade sandpaper, No. 1, 98c. 
per box of 75 sheets; second grade, 
No. 1, 78c. per box of 75 sheets; gar- 
net No. 1, $15.68 per ream, 


SASH CORD AND WEIGHTS.—De- 
mand is grading down for. the end of 
the building season. Prices have not 
changed. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES. 

Sash cord, best grade, 65c. lb. base; 
second grade, 38c. lb.; third grade, 
27c. lb. base net, and cast iron sash 
weights, $1.95 cwt., net. 


SCREWS. — Sales 
prices unchanged. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES. 
Wood screw, flat head bright, 50 
per cent; flat head japanned, 35 per 
cent; round head blued, 40 per cent 
flat head brass, 37% per cent, round 
head brass, 32% per cent from lists. 


SIDEWALK SCRAPERS. — Initial 
stocks are in dealers’ hands. Prices are 
steady. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES. 
Sidewalk cleaners True Temper, 

7 x 5-in. blade, $ Rough and 
Ready, same size, $5.35 per doz., net. 
SNOW SHOVELS.—Prices on this line 

are steady, as previously quoted. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES. 
Snow shovels, steel blade, straight 
handle, $4.15; D handle, $4.65; gal- 
vanized steel blade, D handle, 15% x 
17-in., $10.00; same, 16 x 21-in., $10.65 
doz., net, 


net. 


are steady, with 
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SKATES.—Roller skates are steadily 
moving, with prices holding firm. Deal- 
ers anticipate a good demand for ice 
skates, and orders for initial stocks 
show very good totals. The combina- 
tion shoe and skate demand has far 
outstripped the orders for skates alone. 
Prices are firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES. 

Ice skates, Nestor Johnson North 
Star, aluminum, $6.75; nicket plated, 
5.75; Union, No. 590 and 590L, $5.25; 


No. 595 and 595L, $5.25; No. 550, $6. 00 
pair, net. 

No. 5 Union roller. skates, “as. 
No. 6, $1.65; No Y* ‘cal 45; No. 130, 
$1.80; No. 180L, $2.0 

Skate keys, 30c. ae doz.; extra 
wheels, 10c. extra. 

Boys’ No. W1B, $1.30; Girls’, No. 
WIG, $1.40. 


SOLDER.—Call for solder continues 
fair, with prices unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES. 


Warranted half and half solder, 
3lc. Ib., and strictly half and half 
solder, 32c. Ib., in 100-lb. boxes, net. 


STFEL SHEETS. 
with stocks ample. 
changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES. 





Prices have not 


Galvanized steel sheets, 24-ga. 
(base), $5.00; black steel sheets, 24- 
ga. (base), $4.15; Armco galvanized 
steel sheets, 24-ga. (base), $6.45 cwt., 
net. 


STEEL TRAPS.—Sales for the season 
have not yet started. Prices are un- 
changed. 








JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES. 

Victor steel traps, No. 0, $1.10; No. 
1, $1.38; No. 1%, $2.44; No. 2, $3.36; 
Oneida jump traps, No. 0, $1.59; No. 
1, $1.83; No. 1%, $2.81 doz., net. 


STOVE BOARDS, PIPE, DAMPERS 
AND ELBOWS.—Sales are steadily on 
the increase in all items, with stocks 
well filled. Prices have not changed. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. TWIN CITIES. 
Crystallized stove boards, 28 x 28, 
$16.65; 30 x 30, $19.35; 36 x 36, $27.00 
doz., net. 
Stove pipe, 
knocked down, 


uniform, blued, 28-ga., 
6-in., $12.00 per 100 
lengths; elbows, 6-in., common iron, 
corrugated, $1.35; adjustable, char- 
coal iron, $2.00; dampers, cast iron, 
wood handle, 6-in., $1.15; wire handle, 
$1.15 doz., net. 


TIN.—Call for sheet tin is steady, with 
prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES. 


Furnace coke tin, ICL, 20 x 28, 
$14.30 box, and roofing tin, 20 x 28, 
8 lb. coating, IC, $14.75 box, net. 


WHEELBARROWS.—Sales show the 
approach of the end of the season. 
Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES. 


Wheelbarrows, barrel type _ tray, 
best grade, $41. second grade, 
$34.70 doz., net; tubular, steel tray, 
$7.20; Gopher garden, $3.75; Amer- 
ican garden, $6.25 each, net. 


WINDOW VENTILATORS.—Call for 
window ventilators grows better with 
the advance of the season. Stocks are 
well filled, and prices are firm. 





JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES. 

Window ventilators, Continental, 
No. 837, $2.80; No. 1137, $3.45; No. 
1145, $4.40; No. 1437, $5. 00; De-Flekt- 
Air, No. 63, 60; 


5A, $3.00; “6A, $4.00; No. 
$4. 50; No. 6C, $5. 00 EACH LIST, with 
dealers’ discount of 33% per cent. 


WIRE.—Fence wire is still moving, 
though the call is not so heavy as a few 
weeks ago. Prices show no changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES. 

Galvanized barbed cattle wire, $3.06 
per 80-rod spool; galvanized barbed 
hog wire, $3.26 per 80-rod spool; No. 


9 (base) smooth galvanized wire, 
$3.55 cwt., and No. 9 ssmooth black 
wire, $3.10 cwt. 


WRENCHES.—Sales are holding up 
well, with stocks in good condition. 
Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES. 

Agricultural wrenches, 60-10 per 
cent; key model wrenches, 54 per 
cent; engineer wrenches, 50-50 per 
cent and Trimo pipe wrenches, 65 
per cent from list. Bemis & Call 
long sleeve nut, 10 in., $1.70; 12 i 
$2.60; 15 in., $2.75 each, net. 

Snap-on Wrenches. —Radio 
electric sets in metal cases, $2.75; 
No. 101, Master Service Sets, $13.75; 
No. 202, Heavy Duty Sets, $3. 80; No. 
404 Flexible Socket Set, $8; No. 608, 
Crankease Drain Plug Sockets, $3.20; 
No. 90, Square Socket Set, $3.70; No. 
1917, Giant Snap-on with extra heavy 


duty ratchet, $27.35 list, less 33% 
per cent discount. 

Crescent, 6 in., $5.64; 8 in., $6.96; 
and 10 in., $8.64 doz., net. 





KANSAS CIT} 


KANSAS CiTy, Oct. 17.—Radio trade continues good in this ter- 
ritory and is getting better as the season advances. 
saler reports a gain over the same period last year of 200 per cent. 
In radio tubes, jobbers report that popular sellers are found in 
such numbers as UX226, UY227, UX171A, UX280, UX245 and 
UY224. Sales on batteries are good at this time. 
radio season opened ahead of schedule. 
just how long the rush on radio sets will continue. 
started about two months earlier this year than it did last year. 

Builders’ hardware remains steady and there is a good demand. 
The fall business is better than was expected, and this is due to the 
generally good crops with attendant good prices. 
lot of building going on in the rural sections. 
In the immediate vicinity of Kansas City building 
activity is brisk and this is taking a lot of builders’ hardware for 
There are more buildings under construction in 
Kansas City just at this time than has been the case for a number 
of years and this is particularly true of the downtown section. 


improvements. 


the local trade. 


The demand is good for screws and 
nails. In such items as wire cloth, while 
it is the off season, orders are being 
taken for next year. The prices are 


somewhat lower on this line. There are 
price changes in tires but not in tubes. 
The paint demand is good. The same 





(Kansas City office of HARDWARE AGE) 


One whole- 


This year the 
Jobbers are wondering 
The acceleration 


There is quite a 
Farmers are making 


things that have boosted the sale of 
builders’ hardware have worked to the 
advantage of paints and oils. 

As the season advances toward win- 
ter and the nights get longer a notice- 
able demand for lanterns, flashlights 
and light bulbs is noted. The country | 





Seasonable Lines Are Active on Current 


Orders and Prospects Are Bright 


trade is taking more lanterns than is 
usual. 

About as many flashlights are being 
sold to the country trade as to the 
cities and towns. This is due to the 
fact that almost every one in the coun- 
try drives an automobile and every 
motorist is a prospective owner of a 
flashlight. 

The building operations in both the 
city and the country have drawn heav- 
ily on electric fixtures of almost all 
kinds. This has helped the hardware 
men in the small towns, for many peo- 
ple in the country do their own wiring 
and they buy their accessories at the 
hardware store rather than go to a con- 
tractor dealer and pay for the services 
of an expert electrician. This is not so 
true in the cities, of course, where in- 
stallations are governed to a greater or 
less degree by city ordinances. 

On the whole, the prospects for busi- 
ness in the Missouri Valley territory 
are good. Agriculture is on a firmer 
footing than it has been for a number 
of years, and when the farmer is pros- 
perous in this territory it means that 
all business is prosperous. There have 
not been any great changes in prices. 
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Of course, there are some items that 
fluctuate up and down at frequent in- 
tervals, but in the main prices in the 
hardware industry remain steady. 


BALE TIES.—The season is about over 
on this item. There is some demand 
where farmers are baling straw piles. 
It has been a good year for bale ties 
and in some instances shortages have 
developed. Not a great deal of activity 
just now and prices remain about the 
same. 
JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 
Bale ties, 8% ft., 14 ga., $1.39 per 


bundle; 9 ft., 


ga., $1.08; 8 'ft., 15 ga., $1.14; 8% ft., 
15 oe., $1.21; 9. ft., 16 ge., 31.28; 8 
ft., 15% ga., $1.00; 8% ft., 15% ga., 
$1.06; 9 ft., 15% ga., $1.13; 7% ft., 
16 ga., $0.88; 8 ft., 16 ga., $0.92; 8% 
ft., 16 ga., $0.97. 


BUILDERS’ HARDWARE. — Business | 
is good and it looks like good business | 


will prevail for some time to come. 
Building is active in both city and coun- 
try. A few price changes are in evi- 
dence. Some items are a little lower in 
price than when last quoted in this sec- 
tion. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 


Case lots of 2% x 2% steel butts, 

old copper and dull brass aT 
$16.75 a hundred pair; 3% x 3%, 
a hundred pair; 4 x 4, $27 a Gamane 
pair; heavy steel bevel inside sets, 
case lots, $5.00 per doz.; steel bit- 
keyed front door sets, $17.00 per doz. 
set; wrought bronze metal, $1.90 per 
set; cylinder front door sets, wrought 
bronze metal, $6.00 per set. 


CARRIAGE AND MACHINE BOLTS. 
—tThis line has shown a little greater 
activity of late although there is noth- 
ing startling to report. Farmers have 
been working frantically to get their 
fall crops in and this has ,called for 
bolts in repair work. Prices remain the 
same. 


JOBBERS’ Se gett e eee TO RE- 
TAILERS, F.0O.B. MISSOURI RIVER 
CROSSINGS: 


Small carriage, rolled thread, 50- 
10-10-5 off list; small carriage cut 
thread, 50-10-5 off list; large carriage 
cut thread, 50-10-5 off list; small 
machine rolled thread, 50-10-10-5 off 
list; small machine cut, 50-10-5 off 
from list as of April 1, 1927. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—This line has shown a marked 
acceleration along with all building 
items. City and country building activ- 
ities are brisk and this has made a 
sharp demand for all builders’ supplies. 
Prices are firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

28 ga, 5 in. lap joint 
trough, $4.75 per 100 ft.; 28 gage, 
in. conductor pipe, $5.10 per 100 ft. 


GRAIN SCOOPS.—Good business in 
this line. Farmers have been storing a 
lot of grain and this has necessitated 
a lot of transferring from wagon to 
bin and from one bin to another. Prices 
are firm on grain scoops. 

JOBBERS’ QUOTATIONS TO RE- 


eaves 
3 


| MILD STEEL BARS.—Trade is good 
| and prices stay firm. Fair weather has 
| made a lot of construction work which 
| has tended to stimulate activity. 


: = 








TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Grain scoops, split handle, corru- 
gated bottom, light weight; 0. 


Hose 8, $12.50; No. 10, 
14 


LANTERNS.—This is a live item just 
at this time. The nights are getting 
longer and farmers are replacing their 
old lanterns with new ones. There is 
activity also in flashlights and light 
bulbs for the same reason. Prices are 
steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Embury Mfg. Co. line No. 150, $9.00 
a doz.; No. 151, $11.00; No. 210, $8.25; 
No. 911, $10.00; No. 240, $12.60; No. 
| 1 $14.00; No. 160, $12.60; No. 156, 
| 18.75. 


$11.50 per doz.; 
$13.50; No. 12, 





LAWN SPRINKLERS.—Season’s activ- 
ity over for this line. Some few orders 
being placed for future delivery. Prices 
remain the same. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 

Nelson line: Circle, weight per doz., 
12 lb., brass top with brass or cad- 
mium plated bottom, $6 per doz.; 
Crescent, weight per doz., 12 Ib., 
brass top with brass or cadmium 
plated bottom, $5.50 per doz.; Whir- 
ling Fairy, swivel brass hose con- 
nection, malleable base, 11 in. high, 
$14 per doz.; Can’t Beat ’Em sprink- 
ler, diameter 3% in., height 1% in., 
weight per doz., 15 Ib., $3.05 per doz. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Bars, shapes and small angles, 
3.56 per cwt. base; structural sizes 
and shapes, $3.66 per cwt.; mild steel 
bands, 3-16 and lighter, $4.21 per 
ewt.; steel hoops, $4.66 per cwt.; re- 
inforcing bars, $3.40 per cwt.; cold 
rolled round shafting, $4.16 per cwt.; 
cold rolled square bars, $4.66 per cwt. 


MOPS.—The demand is good for mops, 
in spite of the fact that it is not the 
season for a big run. Extremely nice 
weather has stimulated housecleaning 
and painting. Prices remain firm, no 
change. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 


Betty Bright self-wring mop. 

No. 10, $8.00 per doz.; Betty Bright 

mop cloth, No. 20, $4.00 per doz. 
NAILS.—Having a good run of busi- 
ness. A great deal of building activity 
in the city and a corresponding brisk- 
ness in the country trade. Farmers in 
better shape and making improvements 
in buildings and erecting new struc- 
tures. Prices steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Common wire nails, $3.35 per 
base (see new extras). 


keg, 


OILS.—Some minor changes in price 
are in evidence. Demand is rather brisk 
for fall as there is a lot of building 
going on and the weather has been 
pleasant. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. MISSOURI RIVER 
CROSSINGS: 

Raw linseed oil in steel-drum lots, 
$1.31 per gal.; boiled linseed oi! in 


season for such items but there are 
some future orders being placed. The 
demand has been brisk and it was only 
recently that a slackening has set in. 
Prices are steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Poultry netting, galvanized 
weaving, 50-10-5 off list; 
after weaving, 50-5 off list. 


ROPE.—Good demand has been in evi- 
dence all during the summer and fall. 
Marketing of crops and fall farming 
keep the demand up reasonably well. 
No price changes are noted. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Highest quality manila rope, stand- 
ard brands, 24c. per lb., base; No. 2 
manila, standard brands, 22c. per Ib. 
base; No. 1 sisal rope, highest qual- 


before 
galvanized 


ity, standard brands, 17c. per Ib.; 
No. 2 sisal rope, standard brands, 
15%c. to 17c. per lb., base. 

SASH WEIGHTS.—Prices are the 


same. Brisk business in sash weights 
along with all other items of building 


materials. City trade good and country 
trade good. 
JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

In one-ton 
ewt.; less 
cwt. 


SCREWS.—Good demand for screws as 
is the case with all building items. 
No changes in prices. No indication of 
slackening demand if the weather re- 
mains mild as has been the case during 
the fore part of the month. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Flat head bright screws, 45-20 
per cent off list; round head, blued 
screws, 40-15 per cent off list; flat 
head brass screws, 3714-15 per cent 
off list; round head brass screws, 
32%-15 per cent off list. 


lots or 
than ton 


more, 
lots, 


$1.70 per 
$1.80 per 


SHEETS.—Demand is good and prices 
have shown no great change. 
JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 


Galvanized sheets, 24 ga., per cwt., 
$5.00 base; one-pass, cold-rolled, 27 
ga., $4.30 per cwt.; blue annealed, per 
cwt., 80. 


STORAGE BATTERIES. — Moving 
good and the demand gets better with 
the advancing season. There’s a lot of 
radio business. Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Automobile, 6 volt, 11 plate, heavy 
standard terminal, $8.85 each; 6 volt, 
13 plate, $10.45 each; 12 volt, 7 plate, 
$12.55; 6 volt, 11 plate, thin, stand- 
ard terminal, $7.25; 6 volt, 13 plate, 
thin, for Ford and Chevrolet, $7.95. 


TIRES.—Business is somewhat slow in 
tires and tubes. It is thought the lull is 
only temporary. Some minor price al- 
terations will be noted over the quota- 
tions in this department last time. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 





steel-drum lots, $1.333%4 per gal. Tur- 
pentine, pure gum spirits, in steel- 
drum lots, 68%c. per gal. 


| POULTRY NETTING.—This is the off 


Mansfield automobile, covered by 
standard warranty, 30 x 3%, oversize, 
heavy duty cord, s.s., cl., $6.50; 31 x 


4, $10.80; 32 x 4, $11.50; 33 x 4, $12.10; 
32 x 4%, $15.55; 33 x 4%, $16.20; 33 x 


5, $21.15; Balloon, 29 x 4.40, regular, 
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40; 30 x 4.50, $8.25; 30 x 5.25, $11.90; per half doz.; 33 x 4, tan, $12.30 per JOBBERS’ QUOTATIONS TO RE- 
i x 5.25, $i2.35° 31 x 6.00, $16.65; 33 half doz.; 32 x 4%, tan, $14.10 per half TAILERS, F.O.B. MISSOURI RIVER 
x 6.00, S 17.55. Trucks, 32 x 4%, 8 ply, doz. Balloon, 29 x 4.40, heavy duty, CROSSINGS: ge 
$20.05; 33 x 414, $20.75; 30 x 5, $25.55; $18.00 per doz.; 30 x 5.25, $12.00 per White lead, 13%c, per Ib. in hun- 
32 x 6, $32.40; 36 x 6, 10 ply, $46.60; = oe: 2S He $13.80 per son dredweight lots. , 
34 x 7, $60.15; 40 x 8, 12 ply, $91.60. 0Z.; x 6.00, 5.30 per ha doz. 1. 
(All 7, $60.15; prices subject to 10 (All foregoing prices subject to 10 WIRE CLOTH.—Naturally, this is the 
ee per cont fends Sinoeeet.) Sportal off season for wire cloth. Some orders 
brand tubes, 30 x 3%, 55 to 70 gage, 


TUBES.—Same condition obtains as 
However, there are no 


with casings. 
price changes in tubes. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 


Mansfield, 
$15.60 per doz.; 31 


heavy duty, 


30 x 3%, 
tan, $11.40 


: 4; 


BOS TON: 


2%-in. pole, reinforced valve base, 
vulcanized splice, full size valve, 67c. 
each; 29 x 4.40, 86c. each. 


WHITE LEAD.—tTrade continues to 
show fair volume. Building activities 
are brisk. Prices are the same as they 
were two weeks ago. 





New England Retailers 


(Boston office of HARDWARE AGE) 


Boston, Oct. 15.—Without exception shelf hardware jobbers say 
that New England retail dealers continue to buy merchandise in 


liberal quantities. 


The retail trade, in turn, report weekly sales as 


encouraging. Business is not confined to any one, two or three 
groups of stock, but to practically everything carried by jobbing 


houses. 


While some improvement is noted in buying of futures and 


for the holiday trade, the big proportion of current orders concern 


merchandise that is needed immediately by the public. 
situation shows further improvement. 


The credit 
The number of retail con- 


cerns that paid their bills on or before the 10th of this month was 


materially larger than the number on Sept. 10. 


In addition, slow 


accounts have partly caught up on their back bills. 
One outstanding feature of the New England situation today is 
the keen interest being taken by the retail trade in rearranging 


store layouts and installation of new display counters, etc. 
counters are of the table type, as a general rule. 


Display 
Two Vermont re- 


tailers have just purchased $3,000 worth of counters, etc., a Cape 
Cod district company has completely revamped its store, and on 
every side one hears of store improvements being made in one form 


or another. 


There is no doubt that retailers making the change in 


store layout and in display counters have increased their sales, and 
there is also no doubt that more and more retail dealers are eoming 
to the realization that they must make their places of business more 
attractive to the public if sales are to be increased. 





POULTRY 


10 per cent. 


JOBBERS’ py aig TO RE- 
TAILERS, F.0O.B. BOST 
Incubators.—No. 40, my 75 each net; 


style E, No. 14, $11.50; ry 16, $19.25; 
No. 17, $25.73; No. 6.25; No. 2, 
$31.15; No. 3, $40.43; Mae 4, $47; No. 
5, $74.90. 

Brooders.—Oil burners, No. 27A, 
200 chicken capacity, $12.25 each net; 
No. 28A, 350 chicken capacity; $14; 
No. 80, 350 chicken capacity, $13.20; 
No. 81, 500 chicken capacity, $15.05; 
No. 101, 500 chicken capacity, $18.50; 
No. 102, 1000 chicken capacity, $22.05. 


No. 117, 350 chicken 
No. 118, 500 chicken 
No. 119, 1000 chicken 
Electric burners, No. 

$10.15; No. 


Coal burners, 
capacity, $11.55; 
capacity, $15.05; 
capacity, $18.55. 
90, 50 chicken capacity, 
91, 100 chicken capacity, $13.83; No. 
92, 200 chicken capacity, $17.33; No. 
93, 300 chicken capacity, $20.65. 
Poultry Netting.—From stock, hex- 
agon, galvanized after weaving, 50 


SUPPLIES. — Following 
the receipt of new price lists from 
manufacturers, local jobbers have re- 
duced their prices on poultry netting 
This cut follows closely 
similar cuts in other wire products. 


and 10 per cent discount. Direct mill 

shipments, galvanized after weaving, 

50 and 60 per cent discount. 
AUTOMOBILE ACCESSORIES.—De- 
mand for tires and tubes is seasonal. 
Retailers are taking tire chains and 
other accessories in fairly 
amounts. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. BOSTON: 









| Tires.—Mansfield line, heavy duty, 
| straight side, clincher cord, 30 x 3% 
| in., $5 each; 31 x 4 in., $8.45; 32 x 4 
in., $9.05; 33 x 4 in., $9. 50; 32 x 4% 
in., $15.55; 33 x 5 in., $21.15; 35 x 5 


7 $22. 70. Discount 10 per cent. 
res.—Mansfield lines, balloons, 29 
< yr 21, $5.65; x 4.50-21, as: 
29 x 4.75-20, $7. 50: 29 x 4.75-21, $7.80; 
| 29 x 6.00-22) $9.70; 29 x 5.25-20, 35°55: 
29 x 5.25-21, $9.85. Discount 10 per 

cent. 

Tires.—Mansfield line, balloon, six 
ply, 30 x 4.50-21, $11.05 each list; 30 
x 5.25-20, $14.30; 30 x 5.50-20, $16.15; 


35 x 6.00-23, $19. Discount 7% per 
cent. 
Tubes.—Mansfield line, 12 to the 





27 x 4.40-19, $15.00 per car- 


carton, 


Reading matter continued on page 48 


liberal | 


Prices are a little lower. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Black wire cloth, 12 mesh, $1.65 per 
100 sq. ft.; galvanized, 12 mesh, $1.80; 
14 mesh, $2.20; 16 mesh, $2.60. Bronze, 
14 mesh, $6.50; 16 mesh, $6.90. Cop- 
per, 14 mesh, $6.00; 16 mesh, $6.25. 





Are Buying Merchandise in 


Liberal Quantities for Immediate Requirements 


| ton list; 30 x 4.50-21, $18. Discount 
10 per cent. In less than carton lots, 
10c. per tube should be added to the 
cost. 
Tubes.—Mansfield 
carton, 30 x 4.75-21, 
list; 31 x 5.00-21, $10.50; 30 x 5.25- 
20, $11.40; 29 x 5.50, $12.90; 30 x 
5.50-20, $13.50; 30 x 6.00-18, $12.90; 31 
x 6.00-19, $13.20; 32 x 6.00-20, $13.80; 
33 x 6.50-21, $16.50. Discount 10 per 
cent. In less than carton lots 10c. 
ye tube should be added to the cost. 
Tire Chains.—30 x 3%, $4.50 a pair 


line, six to the 
$9.90 per carton 





list, 31 x 4, $5.50; 32 x 4, $5.50; 33 x 
4, $5.75; 32 x 4%, $6.25; 33 x 4%, 
$6.50; 34 x 4%, $6.75; 33 x 5, $7.50; 


34 x 5, $7.50; 35 x 5, $8. Balloon, 27 
x 4.40, $4.50; 29 x 4.40, $5; 31 x 4.40, 
$5.50; 28 x 4.75, $5.25; 29 x 4.75, $5.50; 
$6; 29 x 4.95, $5.50; 30 x 
; 31 x 4.95, $6.25; 32 x 4.95, 
$6.25; 33 x 4.95, $6.50; 34 x 4.95, $6.75; 
28 x 5.25, $6.75; 29 x 5.25, $6.75; 30 x 
5.25, $6.75; 31 x 5.25, $7. One to nine 
pair, discount 30 per cent; 10 to 49 
pair in one shipment, 35 per cent 
discount; 50 pair in one shipment, 40 
per cent discount. 


toy automobiles to be delivered later in 
the year are filtering 
houses. The jobbers 
pleased with sales to date. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 
Automobiles.—Essex, $8.75 each; 
Hupmobile, $10.80; Franklin, $13.15; 
Peerless, $15; Oldsmobile, $16.90; Pon- 
tiac, $18.75; Studebaker, $24.50; Lin- 
coln, $32.50; Velie, $7.25; Hudson, 
$8.75; Maxwell, $10; Buick, $20; 
Roamer, $22.50; Paige Sport, $35.63; 
Rolls Royce, $45; Marmon, 28.44. 
Trucks.—Speed, $11.55 each 
heavy duty, $16.90; Kiddie, 
Bull Dog, $15.25. 
Novelties.—Air 
net; Fire Chief, 


net; 
$8.69; 





Pilot, $9.40 each 
$11.55; Fast Mail, 
$10.50; Speed Boat, $14.38; Fire De- 
partment, $7.81; Fire Tower, $30; 
Stop and Go Signal, $8.88. 


| 
| BOYCYCLES.—In common with toys 
and holiday goods in general, retailers 
are beginning to cover their probable 
boycycle requirements. 
that jobbers’ sales the last quarter will 
| run ahead of those for the correspond- 
ing period last year. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 
Boycycles.—Superb, No. 251BT, $9 
each, net; No. 252BT, $19; No. 253BT, 
$13. 





are being taken .for future delivery. 





AUTOMOBILES (TOY).—Orders for 


into jobbing 
appear quite 


Indications are 
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Remington Model 254A Re- 
peating Rifle. Retail Price 
$29.95. 


Remington Model 25R Car- 
bine. Retail Price $29.95. 


bg psstcine who read these letters surely know by now that 
I particularly like to pass along suggestions for making 
extra sales. It is not that I am not interested in routine sales, but 

I know that these will come without much effort. Customers are going 
to carry away about $30,000,000.00 worth of Remington goods from 
dealers’ stores every year, no matter what you, as an individual dealer, do about it. 
But what you do about it will make a lot of difference in your individual sales. 





Writing in the September issue of Sporting Goods Illustrated, the well-known shoot- 
ing expert, Captain E. C. Crossman, has something to say that should interest the 
dealer who is looking out for extra sales: 
“Also, speaking of take-down guns, for a little pinch-hit, meat-in-the-pot varmint de- 
stroyer, carried as a sort of side issue by chaps whose business takes them into the hills 
with. a horse, that Remington slide action 25A or 25R, rifle or carbine, is more gun in 
versatility, light weight and small bulk than any arm ever turned out. With the range 
of loads from the low velocity lead or jacket bullet, through the later high velocity 
using the same bullet weight, and the still newer Hi-Speed, this little rifle covers lots of 
territory.” 


As I see it, here is the significance of that paragraph to the dealer who sells fire- 
arms. These chaps whose business takes them into the hills with a horse may or may 
not be regular hunters, but they are good prospects for the Remington 25A or 25R 
and they are not the only ones outside the ranks of known sportsmen. Not all 
farmers are hunters, but one of these all ’round rifles is useful on nearly every 
farm to keep down the pests that prey on fowls and live stock. 


This rifle offers a chance for extra sales among the sportsmen, too. No matter how 
many guns a man may own, it is easy to tempt him with model 25. Just put one 
into his hands and the sale is half made. You may even sell two of them to the man 
who loves guns, perhaps a regular model and a carbine or perhaps one chambered 
for 25-20 and one chambered for 32-20 cartridges. 


RA Par 22 


President. 








25 Broadway, New York City 


Manufacturers of Arms, Ammunition, Cutlery, Cash Registers and Service Machines 


REMINGTON ARMS COMPANY, Inc. 


The Originators of Kleanbore Ammunition 









Telephone, Bighy 0766 
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BREAD MAKERS.—As is usual at this 
time, sales of bread makers are in- 
creasing. Retail stocks are reported 
as badly broken. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 

Bread Makers. —Universal, No. 4, 
$2.03 each, net; No. 8, $2.70. Cake 
mixers, No. 1, $2.70. 


CHRISTMAS TREE HOLDERS. 





terest in Christmas tree holders is in- | 
Contrasted with | 


creasing perceptibly. 
a year ago there is little change in 
prices. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON 
oe Tree Holders.—Hall, $4 
oz. net; Crown, 2 in., $7.50, 3 in., 
$12. 50; Arcade, $8. 


CLOTHES LINES, ETC.—The move- 
ment of clothes lines and kindred mer- 
chandise out of jobbers’ stocks is quite 


satisfactory. 
JOBBERS’ oy gp ad TO RE- 
TAILERS, F.O.B. BOST 
Clothes Rhye oe _ 50 
ft., $3.60 a doz. net; twisted, $3.50; 
galvanized wire, No. 18, $4.80, No. 19, 


$4. 

Clothes Pins.—Claire box, $1.50 a 
case of 2 doz. net; Moore spring, 60c. 
a oe: Klose Klip, $2 a doz. pack- 


ages. 

Pulleys a nage og ss. 25 a doz. pair 
net; Sargents, No. , $1.35 a doz., 
No. 161, $1.22, No. 166. $1.41; Stover, 
No. 201, 75c. a doz. 


GAS TUBING.—Evidently a lot of 
people are replacing old with new gas 
tubing. At least the volume of retail 
buying suggests so. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. BOSTON 
Gas Tubing.—Two in., $6. a 100 ft. 
net; 3 in., $5.12; 4 in., $4.68; 5 in., 
$4.40; 6 in., $4.25; 8 in., $4; 10 in., 
$3.88; 12 in., $3.80. For lots of 100 ft. 
deduct 5 per cent. 


HUMIDIFIERS.—In common with ven- | 


tilators and other room temperature 
regulators, there is a steady call for 
humidifiers. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON 
Humidifiers. — Airstat, in 
gold and aluminum, 7 x 18 
each net; 7 x 30 in., $4.33; 9 x 24’ in., 
$4.33; 9 x 36 in., $5.33. 


KIDDIE KARS.—Now is the time for 
retail dealers to give some thought to 
Kiddie Kars for the holiday trade. 


Quite a number of retailers already | 


| have done so and have placed sub- 
| stantial orders with jobbers. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. BOSTON 
Kars.—Special, No. 101, $1. 50 each 
$2; No. 103, $2.50; No. 
104, $3; No. 105, $3.33. 


Zip, No. 12, 
$1. 17: No. 13, $1.50. 
Kars.—Pedal type, regular, No. 124, 


net; No. 102, 


$2.67 each net; No. 125, $3.33; No. 154, 
$3.17; No. 155, $3.84; No. 156, $3.67; 
No. 157, $4.33. Zip, No. 112, $1.67; 
No. 14, $2.17. 
Karts.—No. 201, $2 each net; No. 
202, $2.67; No. 203, $3.33; No. 204, $4; 
No. i St 67. Zip, No. 250, 84c.; No. 
| 951, $1.4 


$5.67 each net; 
$2.33 each, 


each net; 





3 es 605, 
| No. 606, $6.33. 

Scootes.—Zip, No. 801, 

net; No. 803, $3.33. 

Tenders.—No. 1605, $3 
No. 1606, $3.67. 

Strollers. —No. 1649, $2.67 each net; 
No. 1651, $3.33; No. 1655, spring cush- 
ion, 33. 

Planes.—No. 712, $3.33 each net; 
White Ace, 722, $5; White Eagle; 
No. 725, $6.6 

NUT CRACKERS AND PICKS.—Nut 
crackers and picks will be wanted not 
only for the Christmas trade but for 
the Thanksgiving as well. Jobbers are 
well stocked. 

JOBBERS’ gy FUL 4d TO RE- 

TAILERS, F.O.B. TON 

Nut peastenres- Wii picks, No. 
272, $3 a doz. sets net; No. 80, $9. 
Crackers, No. 46, 85c. a doz. net; No. 

, $1.35; No. 21, $2.75. 
POLISH.—Now is the time for retail 
dealers to push sales of stove polish. 
Quite a few New England retail dealers 
|do mighty well with this line each 
| year. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON 
Polish.—Stove, Stove-ink, ‘$6 a case 


of three doz. net; Fyre-Pruf, $3.75; 
Royal Worcester, $1. 45 a doz. ‘Signet, 
No. 201, $2 a doz., No. 202, $3.20, No 

203, $6, No. 205, $16; Kimball Red 
Cap, pints, $2 a doz., gallons, $18; 
Noxon, half pints, $2, pints, $3.60, 
quarts, $6, gallons, $16. 


ROASTERS.—As is usual at this time 
of the year there is a call for roasters. 





| So far this month sales have run some- 
| what ahead of last year, according to 
| jobbers. 


JOBBERS’ QUOTATIONS TO RE- 
| TAILERS, F.O.B. BOSTON: 
Roasters. — Wagner, cast 
round, No. 1267, $1.82 each net; No. 
1268, $2.10; No. 1269, $2.38; No. 1270, 
$3.43. Universal, aluminum, No. 891, 
$3.31; No. 892, $4.05; No. 893, $4.36. 





om 


| 

|SAWS (WOOD).—Wood saws are in 

demand. Retailers are buying a good 

assortment of saws on each order. 
JOBBERS’ QUOTATIONS TO RE.- 


| TAILERS, F.0.B, BOST 

Saws.— Wood, Some “line, hg 
—— Champion tooth, No. 2, fin 

| , $2.35 each net, 344 ft. » $2. 15, 4 tt, 


3.55; Ideal, 3 ft., $1.28, 
our Cutter, No. D110. 
; Docking, No. 196, 2 ft., 
$22.50 per doz., 2% ft., $30. Two men 
narrow, No. 286, 4% 
-» $2.20, 5% ft., 
s Beaver, hollow back, 
494, 5 ft., $5.40; 5% ft., $6. 

Saws.— m Simonds line. Cres- 
cent firoand 9" 13, 22, ’ _ and 
32 5 $5.40, 5% tt., $6; = vp 

aS Bas Y Atkins line, ang ‘man, 
No. 390, 3 ft., $2.38 each net, 3% ft., 
$2.78; 4 ft., "$3.16; No. 392, 3% ft., 

$ 4 ft., $4.75: 
. i 95; 51 
9, 4% ft., em 5. 4t., 
» $2.39; No. 8, » $5. 40, 


15, 4% ft., 
3g ft., $1. 50; 
3% ft., $3.80; 


| crosscut, 
$1.95 each, 
6 ft., $2.60. 


WATCHES.—Retailers are showing 
quite an interest in a wrist watch as- 
sortment recently placed on the market 
by the Ingersoll interests. It is known 
as No. 9A, includes one mite plain dial 
watch, one mite radiolite dial, three 
regular wrist watches with plain dial 
and three with radiolite dial, with only 
one mite fixture free, and costs $25.67 
the assortment. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 

Watches.—Ingersoll line plain dials, 
$1.02 each net; Eclipse, $1.67; Junior, 
$2.17; Midget, $2.17; rist, $2.33; 
with radiolite dials, Yankee, $1.50: 
Two in One; $1.67; Eclipse, 7 
Midget, $2.50; Wrist, $2.67; 
bury Chromium, plain dial, $3.33 each 
net; radiolite dial, $4. New Haven 
line. Tip Top, plain, $1 each net; 
radium, $1.48. 

Wrist Watches.—Ingersoll, plain. 
metal dial, $2.38 each net; Radiolite. 
$2.67; Mite, $3.67; New Haven, plain 
dial, $2.29; radium, $2.62. 








CHICAG 


CHICAGO, Oct. 15.—Pre-holiday 


Pre-Holiday Merchandise Is Showing Activity — 


+ 


(Chicago office of HARDWARB AGE) 
business is gathering volume. Re- 


tailers are displaying greater interest than ever in preparation for 


the Christmas gift trade. 


Toys are going out with a rush. Some 


orders for spring futures are being received at the wholesale houses. 


Current volume on the whole 


the movement this time last year. 
1930 have stimulated some early business. 


quoted for 1930, again looms as 


is heavy and somewhat ahead of 
The new wire cloth prices for 
Poultry netting, now 


a factor in futures. Sellers seem 


hopeful of higher figures on poultry netting after the opening weeks 


of selling at the initial figures. 


Sales on roofing sheets through the hardware trade are heavy. 
Flat sheets show less activity. Prices on steel sheets at this market 
are holding steady, reflecting the high-capacity operation at the 
Chicago mills. Reports from other districts indicate that concessions 


are made for large sheet orders. 
activity. 


Prepared roofing sales show much 


Spring Futures Are Being Booked 


Though sisal is high and the supply 
of that fiber low, rope prices remain 
steady, with only a trickle of current 
orders. The approach of winter is 
stimulating some advance demand for 
ice skates, although, as yet, it is not 
heavy. Ice skate prices are firm and, 
it is said, likely to remain so. Nails 
and wire are moving in better volume 
than they moved during the early fall 
of 1928. 

Nearly all seasonal sporting mer- 
chandise is active. Ammunition and 
guns are displaying plenty of life and 
hunting supplies generally show evi- 
dences of a good initial movement. 

It is said that the recently reported 
price-cutting on glass was done on sub- 
standard stock, with rather indefinite 
delivery dates. Chain and copper 
rivets and burrs continue active. Radio 
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Garage doors that never 
give trouble/ 









_ don’t want your garage doors 
to open out, because of snow and 
ice, alley traffic and winds that blow 
them shut. You can’t swing your doors 
in and still have room for your car in 
the ordinary shallow home garage. 


WO \aA 


Then what?— slide them inside, on 
Slidetite equipment, and your doors 
need never give you the least trouble. 
Any child can open them wide and 
shut them tight without effort. They 
always work, smoothly, easily, quiet- 
ly, surely. You can be certain of this 
with R-W Slidetite equipment. For 
one, two, or three car garages and un- 
obstructed openings with no center 
posts. The first cost is small and there’s 
no upkeep attention required. 











NAAN 





Send today for complete details, illustrated 
and fully described in Catalog No. 55 


| LL / {I 





















"A Hanever for any Door that Slides. 


New York . . . . AURORA, ILLINOIS, U.S.A. . . . . Chicago 

Boston Philadelphia Cleveland Cincinnati Indianapolis St. Louis New Orleans Des Moines 

Minneapolis Kansas City Atlanta Los Angeles San Francisco Omaha_ Seattle Detroit 
Montreal - RICHARDS-WILCOX CANADIAN CO., LTD., LONDON, ONT. - Winnipeg 


~y 











**Quality leaves 
its imprint” 
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business is heavy. Bolts and nvts are 
gaining volume. 

Though the corn crop will be sub- 
stantially shorter than last year, the 
price situation is such that no adverse 
effect has yet registered in the hard- 
ware business. Most of the Iowa corn 
crop is said to be beyond the danger 
of frost. This is also true in a number 
of other important corn-growing states. 


ALARM CLOCKS.—Colored merchan- 
dise in this line shows plenty of life. 
Prices unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Big Ben, plain dial, $27.48 per doz.; 
Big Ben, luminous dial, $37.92 per 
doz.; Big Ben, De Luxe Nickel, $31.68 
per doz.; Big Ben, De Luxe Nickel, 
luminous dial, $42.24 per dozen; Big 
Ben De Luxe colored, plain dial, 
$31.68 per doz.; Big Ben, colored, 
luminous dial, $42.24 per doz.; Baby 


Ben, plain dial, $27.48 per doz.; Baby 
Ben, luminous dial, $37.92 per doz.; 
Baby Ben De Luxe, nickel plain dial, 


$31.68 per doz.; Baby Ben De Luxe 
nicke] luminous dial, $42.24 per doz.; 
Baby Ben De Luxe colored plain dial, 
$31.68 per doz.; Baby Ben De Luxe 
colored luminous dial, $42.24 per doz.; 
American plain dial, $12.60 per doz.; 
—, luminous dial, $18.96 per 

American Colored Clocks, $12.60 
per “doz.; Sleepmeter plain dial, $16.80 
per doz.; Sleepmeter luminous dial, 
$25.20 per doz.; Ben Hur plain dial, 
$21.12 per doz.; Ben Hur luminous 
dial, nickel, $29.52 per doz.; Ben Hur 
plain dial, colored, $21.12 per doz.; 
Ben Hur, luminous dial, colored, 
$29.52 per doz.; Tiny Tim Nickel or 
colored finish, $18.00 per doz. New 
Model Pocket Ben Watches, $12.60 
per doz.; New Model Pocket Ben 
Watches luminous dial, $18.96 per 
doz. Lots of 2 dozen or more, all one 
kind or assorted, are subject to an 
extra discount of 2% per cent. In 
lots of 6 dozen or more, all one kind 
or assorted, are subject to an extra 
discount of 5 per cent. Westclox and 
Watches, plain and luminous dials, 
may be assorted to obtain quantity 
discounts. 


AUTOMOBILE ACCESSORIES.— 
Trade is sagging with the season. The 
market for tires and tubes is still un- 
steady. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Spark Plugs.—Splitdorf for Fords, 
50c. each; regular, 58c. each; Cham- 
pion X, 45c. each; Champion Blue 
Box line, 538c. each; A. C., 53c. each; 
lots of 100, 50c. A. C. Special Ford, 
36c. each. 


Spot Lights.—Appleton, No. 3280, 
$6.50 each. 
Chains.—Nonskid dozen pair lots, 


35 per cent discount. 
Jacks.—National Standard No. 
$1.30 each. 
Pumps.—Rose, 
$1.85 each. 
Tires and Tubes.—Mansfield tires 
30 x 3%, Liberty cord, $4.85; ans- 
field heavy duty oversize, $6.50; Lib- 
erty, 32 x 4, $9.50; Mansfield heavy 
duty, 32 x 4, $11.50; Mansfield double 
service, 29 x 4.50, $13.25; 32 x 6.50 
$27.60. Tubes, 30 x 3%, Mansfield. 
$1. 50 each; 29 x 4.40, Mansfield, $1.50 
each; 30 x 3%, Liberty, $1.05 each; 
20 x 4.40, Liberty, $1.29 each; 32 x 
6.50, $2.70 each. 
Less 10 per cent on casings and 
12% per cent on tubes. 
- Anti-Freeze Solutions. — Prestone, 
$3.80 per gal. in less than full case 
lots; in full case lots, $3.60 per gal. 


21, 


14% in., cylinder, 


AXES.—The selling season is approach- 
ing and the movement is already fairly 
good. No recent price changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

First quality axes, Single bit, han- 
dled, 3 to 4 Ib., $18.75 to $20.00 per 


dozen; double bit, $23.75 to $25.00 per 
doz. Competition grade, single bit, 
handled, 3 to 4 Ib., $15.60 per doz. 


BICYCLES.—The approach of Christ- 
mas has done little as yet to stimulate 
business. Current demand is fair. No 
price changes. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. CHICAGO: 


Double Bar  Motor-Bike Model, 
$26.26; ladies’ model, $25.90; girls’ 
and boys’ juvenile model, $22.60. 


BOLTS AND NUTS.—tTrade is gaining 

volume. No price changes are ex- 

pected. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Carriage bolts cut thread, 60 per 
cent discount; machine bolts, cut 
thread, 60 per cent discount: all 
stove bolts, 75-10 per cent discount; 
lag screws, 60 per cent discount. 


All discounts are quoted from ‘‘full 
case’”’ lists. 
BOTTLING SUPPLIES.—General de- 


mand has slackened, although bung 
tubes are active. Prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Single bottle washer, $4.75 each; 
double bottle washer, $2.75 each; 
adapter for bottle washer, $1.60 each; 
sugar spacer, $4.25 each; improved 
steel bottle capper, $8.00 doz.; crown 
caps, double lacquered in 50 gross 
lots, 154%c. per gross; syphon hose 
sets, $5.00 doz.; 16 oz. clear bottles, 
$5.00 gross. 


BUILDERS’ HARDWARE.—Some 
factories are adding one or two new 
designs, mostly with skeleton escutch- 
eons. Retail activity is light. No price 
changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

3% x 3% steel butts, old copper or 
dull brass finish, $2.16 per doz. pair 
in case lots; less than case lots, $2.34 
per doz. pair, 4 x 4 steel butts. old 
copper or dull brass finish, $3.00 per 
doz. pair in case lots: less than case 
lots, $3.12 per doz. pair. Heavy steel, 
bevel, inside sets, $6.00 per doz. sets 
in case lots. Steel, bit-keyed front 
door sets, $1.55 per set. Wrought 
brass, bit-keyed front door sets, $2.60 
per set. Cylinder, front door sets, 
$6.00 per set. 


last year’s good volume. Current ship- 
ments are heavy. Prices unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Galvanized, 16 in., open, $4 doz.; 
17 in., $4.30 doz.; 18 in., $4.70 doz.; 
Japanned, open, 16 in., $2.95 doz.; 
17 in., $3.25 doz.; 18 in., $3,65 doz.; 
Galvanized, funnel, 17 in., $5.35 doz.; 
18 in., $5.80 doz., Japanned, funnel, 
17 in., $4.10 doz. 

CARPET SWEEPERS. — Merchants 


show an increased tendency to mer- 
chandise this line. Volume is gratify- 





ing. No price changes are expected. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Bissel’s Standard, $36.00 doz.; Uni- 
versal Japanned, $42.00 doz.; Univer- 
sal Nickeled, $46.00 doz.; Grand 
Rapids, Japanned and colors, $44.00 
doz.; Grand Rapids, Nickeled, $48.00 
doz.; American Queen, $54.00; Parlor 
Queen, $56.00. 


CHAIN.—Movement continues brisk. 
Manufacturers have issued prices for 
the fourth quarter; these show only 
minor changes as compared with those 





of July 1. 








COAL HODS.—Sales are well up to | 





| 





nee tat rege es TO RE- 
TAILERS, F.O CHICAGO: 

%-in. Proof Cali chain, $11.00 cwt., 
base; trade-marked coil chains, 40-10 
per cent list. 


COPPER RIVETS AND BURRS.—Fall 
sales are highly satisfactory. Prices 
remain steady, despite recent fluctua- 
tions in the copper market. 


JOBBERS’ re pA ee “Sad RE.- 
TAILERS, F.O.B. CHICA 

Copper rivets and aa a and 5 
per cent discount. 


ELECTRICAL GOODS AND RADIO 
EQUIPMENT.—Seasonal sales have 
started early and are developing good 
volume. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Electrical Merchandise. — No. 14 
rubber covered wire, $6.50 per 1000 
ft.; in less than 1000 ft. lots, $6.75; 
No. 18 lamp cords, $11.25 per 1000 ft.; 
in 1000 ft. lots, $10.50; %-in. brush 
brass key socket, 18c. each; lots of 
25, 12%c. each; two-way (Hemco) 
plugs, 30c. each; in lots of 10, 20c. 
each; two piece attachment plugs, 5c. 
each; dry cells, boxes of 55, 32%c. 
each; less than case lots, 36c. each. 

Electrical Appliances.—Irons, Hot 
Point, $4.20; in lots of six, $3.90; 
Sunbeam, $5; in lots of six, $4.75; 
Percolator, Universal, 9169, $16.65. 

p ae Xe ory —Radio B batteries, 

“4 each; case lots of 5, 
31. 30: No. $3 each; packages of 
5, $2. '80; Non oh $2.06 each; packages 

f 5, $1.92; No. 486, $3.20 each; pack- 
ages of 5, $2.97; No. 485, Layerbilt 
peers. less than standard packages, 
$2.22 each; in-original standard pack- 
ages, $2. 06 each. 

Radio Tubes.—UX-201A, 75c.; UX- 
199, UG-171A, 
$1.35; $6.60 each; UX-245, 
$2.10 each; Ux 224, $2.40 each. 


FLINT PAPER.—Demand is strong and 
promises to continue for six or eight 
weeks. No price changes are in pros- 
pect. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

9 x 11 sheets, in bundles, No. 9, 
$4.05 per ream; same No. 1, $4.85 per 
Sage | 8% x 10% sheets, in bundles, 
No. 0, $3.65 per ream; same, No. 1, 
0 per ream; x'11 sheets, in 
boxes, No. 0, 100 sheets per box, 84c.; 
9 x 11 sheets, in boxes, No. 1, 75 
sheets per box, 76c.; 8% x 10% 
sheets, No. 0, 101 sheets per box, 76c. 
8% x 10% sheets, No. 1, 75 sheets 
per box, 67c. 


FOOTBALL AND BASKETBALL 
| GOODS.—Current orders are highly 
| satisfactory. Demand will no doubt con- 
| tinue well into the season. No price 
| changes. 


JOBBERS’ QUOTATIONS 7 RE- 
TAILERS, F.O.B. CHICAGO 

Goldsmith official atemiess water- 
proof footballs, $9.35 each; Confer- 
ence footballs, $8.00 each; Scholastic 
footballs, $5.35 each; Amateur foot- 
balls, $1.70 each; boys’ footballs, 
genuine cowhide, $7.75 per doz.; Spe- 
cial basketballs, $14.95 per doz.; Gold- 
smith official basketballs, laceless 
with rubber valve, $14.00 each. 


FRUIT PRESSES.—Sales have been 
disappointing. Prices unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
4 qt. tinned eo? $3.25 each; 6 


qt., $4.00 each; 12 qt., $6 e each; 
fruit pres tb: wood tubs, No. 0, $3.90; 
oe Pa $9.75; No. 3, 


$15. 00; No. 5, $24.5 


FURNACE SCOOPS.—Volume main- 
tains a steady flow, much as it did last 
last year. Prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
D- handle, competitive grade, $5.50 
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Are You Ready for Action? 


Sell the Blue Handle Line 













Osborn Blue Handle Vege- 
table Brush No. 1205. An 
improved brush for washing, 
scrubbing and cleaning vege- 
tables, fruits or pots and pans. 


Osborn Blue Handle Bottle 
Brush No. 1206. Revolving 
Handle permits cranking motion 
after brush has been inserted 
in bottle tumbler, vase or jar. 


cenaeee 


The Complete Blue Handle Line > 2) 


Number 
1200 Improved Sanitary Brush 
1201 Cloth Brush | 
1202 Improved Wall Brush 











Osborn Blue Handle Pan 
Greasing Brush No. 1208. 














Osborn Blue Handle Dish 1203 Polished Floor Dust Mop Sanitary and convenient 
Mob No. 1212. Conveni a dma for greasing baking ti 

’ - Lonvenient 1205 Improved Vegetable Brush or greasing baking (tins 
and efficient, it is especially 1206 Bottle Brush and cooking utensils. 
desirable as it keeps the 1207 Improved Radiator Brush 


: 1208 Pan Greasing Brush 
hands out of dishwater. sane Penccleser Seach 


1210 Refrigerator Brush 
1211 Improved Dust Pan Brush 





semerennione 1212 Dish Mop 
nt) 1213. Bath Brush [large} 
1214 Bath Brush (small } 
Osborn Blue Handle Per- 1215 Skirt Brush 
colator Brush No. 1209. 1216 Nail Brush {medium} 








Useful for cleaning spouts 1217 Nail Brush (stiff} 


and percolator tubes. 














SBORN Blue Handle 
Household and Per- 


the importance 
of using good equip- 


sonal Use Brushes are 
well-built, useful tools 
that appeal to efficient 
“home managers.” Up- 
to-date women, whether 
they do their own house- 
work or supervise it, know 


ment in the business of 
home-making. § Sell 
them “Osborn Brushes 
—those good brushes 
with the blue handles,” 
and get your share of a 
profit-building business. 





THE OSBORN MANUFACTURING COMPANY 


INCORPORATED 
5401 HAMILTON AVENUE : CLEVELAND, OHIO =. Branch Offices: New York + Detroit +» Chicago - San Francisco + Los Angeles 

















wn 
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good grade, hollow-back, 


doz. 


per doz.; 
$9.00 to $10.00 per 


GLASS AND PUTTY.—Recent price- 
cutting, it develops, has been done on 
sub-standard glass, with delivery rather 
indefinite. Talk of a stiffer market 


continues. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Single strength A, all brackets, 85 
per cent discount; single strength B, 
all brackets, 87 per cent discount; 
double strength A, all brackets, 85 
per cent discount; double strength B, 
all brackets, 87 per cent discount; 
putty, pure grade, $3.90 per 100 Ibs.; 
commercial, $3.15 per 100 Ibs. 


GRAIN SCOOPS.—Despite the advance 
of the season, demand is still good, fur- 
nishing another index that the corn 
crop generally is better than had been 
expected. No prices changes. 
JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.O.B. CHICAGO: 
No. 8, $14 per doz.; No. 10, $15 
No. 12, $16 per doz.; No. 


per doz.; 
14, $17 per doz. 


GOLF GOODS.—Orders show a fair 
volume. Holiday trade has not yet 
registered to any considerable extent. 


Prices steady. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Hillerich & Bradley Matched Wood 
Clubs, No. 3A, $30.00 set; Grand Slam 
Irons, chromium heads, $4.00 each; 
Lo-Skore Wood Clubs, rustless shafts 
$3.65 each; Lo-Skore Irons, hickory 
shafts, $2.35 each; Competition Clubs, 
nickel plated heads, aluminum cap 
$1.25 each; Community Clubs, 


grip, 
Woods and Irons, 80c. each; Craw- 
ford-McGregor Uni-Sets, McQregor 


Duralite Matched Irons (6 in set), 
$36.00. set; Silver King Golf Balls, 
$7.50 doz.; Royal Golf Balls, $6.50 doz. 


HAMMERS AND HATCHETS.—Nail 
hammers and light axes are in good de- 
mand. Hatchets are slow. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Hammers.—First quality, 10 oz. 
nail hammers, $12 doz.; 16 oz. ma- 
chinists’ hammers, first quality, $9.20 
doz.; competitive grade, 16 oz. nail 
hammers, $6 to $8 doz. 
Hatchets.—First quality hatchets, 
No. 2 shingling, $12.50 doz.; first 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchet, No. 2 
shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50. 


HUNTERS’ SUPPLIES. — Movement 
is beginning and is expected to ac- 
celerate with the approach of cold, 
stormy fall weather. Retail stocks are 
low. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Drybak waterproof coats, $58.65 per 
doz.; Drybak waterproof pants, $40.00 
per doz.; Red Head brand coats, 
$61.35 per doz.; hip rubber boots, 
$5.00 per pair; mackintosh wading 
pants, $16.00 per pair. 


ICE SKATES.—Some early volume is 
developing. Prices are steady and, it 
appears, likely to remain so indefinitely. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Union Hardware skates, No. 1624, 
75c. per pair; No. 524%, $1.15 per 








pair; No. 6.24, $1.00 per pair. Chil- 
dren’s extension bob skates, 35c. per 
pair; Nestor Johnson Flyer skates, 
$5.25 per pair. 


NAILS, WIRE AND STAPLES.—Sales 
are better than they were last fall. 
Prices are considered extremely low. 

JOBBERS’ ag gt red ea RE- 
TAILERS, F.O.B. CHICAG 

L.c.l. quantities, common wire and 
cement coated nails, $2.95 base; car- 
loads, on application; steel cut nails, 
$4 base. 

No. 9 black annealed wire, $3.30 
per cwt.; No. 9 galvanized, plain 
wire, $3.75 per cwt.; catchweight 
spools, galvanized cattle or hog wire, 
$3.85 per cwt.; polished fence staples, 
$3.65 per cwt. 


PAINTS AND OILS.—Current busi- 
ness is confined largely to inside fin- 
ishes. Trade, generally, is_ slack. 
Prices changeable. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Linseed Oil, Raw.—Barrel lots, $1.32 
per gal.; 5 barrel lots, $1.29 per gal. 


Linseed Oil, Boiled.—Barrel lots, 
$1.35 per gal.; 5 barrel lots, $1.32 per 
gal. 

Denatured Alcohol. — Barrel lots, 
63c. per gal. steel drums, extra, $10; 
returnable. 

Turpentine.—Drum lots, 70c. per 
gal., net. 

White Lead.—100 lb. kegs, $13.75 
cwt.; 50 lb. kegs, $14.00 cwt.; 25 Ib. 
kegs, $14.00 cwt.; 12% Ib. kegs, $14.25 
cwt. 

Shellac (4 Ib. cuts).—White, $2.48 
per gal. in barrel lots; orange, $2.08 
per gal. in barrel lots; second grade 
white, $2.17; second grade orange, 
$1.82. 


English Venetian Red.—In barrels, 
5%4c. per Ib.; in 100-lb. lots, 634c. 
per Ib. 

Dry Paste.—Barrel Tc. 
b. 


lots, per 


POULTRY NETTING.—Futures are 
opening slowly at the new 1930 prices 
now in effect. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Galvanized before, 61% per cent off 
list; galvanized after, 5614 per cent 
off. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Galvanized before, 60 per cent off 
list; galvanized after, 55 per cent off. 


PREPARED ROOFING.—Sales_ con- 
tinue very heavy. Prices unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO 

Best grade, selected surface d, pre- 
pared roofing, $2.16 per square; me- 
dium grade, slate surfaced, $1.99 
per square; best grade; tale surfaced, 
$2.10 per square; medium grade tale 
surfaced, $1.43 per square; light 
grade tale surfaced, $1.00 per square; 
red rosin sheathing, $50 per ton. 


PYREX WARE.—Business is fairly 
satisfactory and tends to accelerate. 
Prices steady. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CHICAGO: 
Round casseroles, 1 qt., 
doz. 1% qt., $14 per doz.; 2 qt., $16 
per doz.; Oval casseroles, same 
prices as round; 8-in. pie plates, $6 


$12 per 


per doz.; 9-in. pie plates, $7.20 per 
doz.; small utility dishes, $8 per 
doz.; large utility dishes, $14 per 


doz. 











| ROLLER SKATES.—Some dealers are 


placing orders now for holiday and 
spring requirements. Current demand 
is light. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 
Union line, No. 3, 76c. per pair; 
Nos. 4 and 5, $1.35 per pair; No. 6, 
$1.45 per pair. 


ROPE.—The cost of sisal is still high 
and the supply is short. Selling is 
quiet. No price changes, however. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Best manila, standard brands, base, 
22c per lb.; No. 2 manila, 20c. per 
lb.; finest sisal, 15c. per lb.; No. 2 
sisal, 14%c. per Ib. 


SASH CORD.—Trade is good for this 
time of the year. Prices firm. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Standard grade, No. 7, $7.94 per 
doz.; No. 8, $9 per doz.; competitive 
grades, No. 7, $7.45 per doz.; No. 8, 
$8.55 per doz. 


SASH WEIGHTS.—Sales are running 
into a good volume and are expected 


to continue until snow flies. Prices 
unchanged. 
JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.O.B. CHICAGO: 

Ideal (full weight), less than car- 
load lots, $36 per ton. Carload lots, 
$33 per ton. 


SCREWS.—The usual healthy demand 
shows no signs of abatement. Market 


firm. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Flat bright screws, 45 per cent; 
round head, blued, 40 per cent; flat 
head, brass, 37% per cent; round 
head, brass, 32% per cent. Larger 
orders 10 per cent less. 


STEEL SHEETS, FLAT OR CORRU- 
GATED.—Hardware sales on roofing 
sheets are extremely heavy; on flat 
sheets activity is not so marked. 
Prices remain steady here because of 
high-capacity production at the mills. 
Other districts report concessions for 
large orders. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
24-gage, galvanized sheets, $4.90 
per 100 Ilb.; 24-gage black sheets, 
$4.05 per 100 Ib. 


TOYS.—Pre-holiday demand is strong. 
Airplane goods and electric trains are 
especially active. Business all along 
the line is moving well. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Electric trains, from $4.15 to $30.00 
per set; Structor trucks, $8.00 per 
doz.; Erector sets, No. 1, 67c. each; 
No. 2, $3.33 each; Spirit of Saint 
Louis construction sets, $8.00 per 
doz.; Lincoln Logs, 65c. per set; dou- 
ble sets, $1.35 each. 


WIRE CLOTH.—Spring orders are 
coming along slowly at the new 1930 
prices recently announced. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Black, 12-mesh, $1.80; galvanized, 
14-mesh, $2.40; galvanized, 16-mesh, 
$2.75. Quantity orders command a 
suitable discount from these figures. 


Reading matter continued on page 54 























































Every time a dealer sells a 
ean of “61° Quick Drying Var- 
nish he does so with confidence 
mand the customer buys with 
confidence, because the symbol 
<G1°° earries a guarantee of 
satisfaction. That is something 
whieh has a eash value. 

This perfected four-hour var- 
nish in Clear Gloss, Dull Finish 
and Colors, for floors. furniture, 
woodwork and linoleum, is one 
more trump card in the hands 
of live dealers. National adver- 
tising, augmented by effective 
sales helps, is paving the way 
for sales in your community. 
Are you ready? Write for com- 
plete details of the Introduc- 


tory Assortment. 


PRATT & LAMBERT-INC. 
114 Tonawanda St.. Buffalo, N.Y. 
In Canada: ?°Courtwright St. 
Bridgeburg, Ontario 
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PITTSBURGH 


With Fall 


(Pittsburgh office of HARDWARE AGE) 


PITTSBURGH, Oct. 15.—Recent improvement in t:.e hardware busi- 
ness in this district is well sustained by reports during the last 
week, and, although heavier demand for many products is of a strict- 
ly seasonable nature, the general situation is considered very satis- 


factory by most jobbers. 


Movement of arms and ammunition is 


just reaching its peak, and, with retailers reporting a strong demand 
for hunting equipment in general, there is every reason to believe 
that the present season will be one of the best in recent years. 
Prices leave something to be desired, but the situation has developed 
no further weakness as the season has progressed. Lanterns and 
flashlight batteries are moving well and radio batteries and tubes 


are feeling the usual fall improvement. 


Coal hods and shovels are 


active, as are stoves, heaters, register and radiator shields and 
other products which react to the coming cold weather. Ventilators, 
which have been moderately active for some time, have not developed 
any notable improvement, but heavier sales are expected later. Some 
jobbers also are having a stronger than usual demand for grape 
crushers, cider presses and kindred articles. 


Prices have changed little in the last 
few days although linseed oil and tur- 
pentine are still fluctuating in value. 
However, paint demand is gradually re- 
ceding and there is no longer call for 
other than indoor paints and varnishes. 
Collections in the district as a whole 
are fair, but still rather spotty. 

Steel production in Pittsburgh and 
nearby districts continues to decline 
moderately. Some makers report a 
slight improvement in the requirements 
of automobile parts makers, indicating 
better buying by the automobile indus- 
try itself before many weeks. How- 
ever, the decrease in automotive steel 
demand has been felt keenly by makers 
of strip steel sheets and bars and little 
improvement is looked for in the next 
30 days. The railroads continue to is- 
sue inquiries for cars, track accessories 
and rails, and steel makers who will 
benefit by this business expect a very 
satisfactory fourth quarter. Tin plate 
production has kept up remarkably 
well and as it is only a short time 
before mills begin work on anticipated 
tonnage for next year, no further reduc- 
tion is looked for. Prices on black 
sheets have declined $2 a ton and pro- 
nounced weakness has developed in 
blue annealed sheets and plates as well 
as in automobile body material. Wire 
and wire nails have been pegged at re- 
cent low levels and irregularities in the 
quotations on the heavy hot-rolled 
products are being partially checked. 


ARMS AND AMMUNITION.—With 
the open season on the more common 
kinds of game beginning on Nov. 1 in 
Pennsylvania, movement of loaded 
shells and firearms out of jobbers 
stocks is very heavy. Prices have de- 
veloped no further weakness. 


AUTOMOBILE TIRES AND TUBES.— 
The active season for this line is now 





at an end and the summer’s business 
is reported to have been anything but 
satisfactory. Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Mansfield tires, 4 ply balloon type, 
29 x 4.40, $7.40; tien, $1.50; 30 x 4. 50, 
$8.25; tubes, $1.60; 29 x 4.75, $9.55 
tubes, $1.70; 29 x 5.00, $9.90; tubes. 
$1.75; 30 x 5.00, $10.20; tubes, %. et 
31 x 5.00, $10.65; tubes, yl 32 


General Situation Is Very Satisfactory, 


Goods Moving Briskly. 


—_ 


| off list; stove bolts, 75 and 10 per 
cent off eats tire bolts, 60 and 10 per 
cent off lis 

Nuits. Ail styles, 
list 

, ey —Larger, $3.50 base per 100 
pieces; small wagon and tinners’ riv- 
ets, 60 per cent off list. 


| BUILDERS’ HARDWARE. — Season 
movement of products listed under this 
classification is waning, although scat- 
tered sales prompted by winter im- 
provements are reported. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Butts.—Ball tip, plated, dull brass 
and antique copper, less than case 
lots in 3 . 3 in., $18.50 per 100 pairs; 
3% x 3% in., $19; 4x 4 in., $30. 

Hinges. —Heavy strap, 6 in., $1.85 
per doz.; 8 in., $2.85; 10 in., $4.80; 
extra heavy T, 6 in., $2.30 per doz.: 
8 in., $3.40; 10 in., $5.40; light strap, 
with screws packed one pair in a 
9.60 per 100 pair; 4 in., 


50 per cent off 


box, 3 in., $ 


$11.60; light, 2, 3 in., $11 per pair; 
4 in., $12.60. 
Hasps.—Hinges without screws, 


single dozen lots, 3 in., 65c, per doz.; 


4 in., 79c.; in., $1 05: safety, 3 in., 
Se per doz.; 4% in., $1.14; in., 
 E 

Garage Sets.—Swinging hinges, 10 
in., $3 per s 


set. 
k Sets.—Heavy beveled, brass 
front door, $2.50 
$5.25 per doz.; 


Loc 
inside, $17 per doz.; 
per set; steel inside, 
front door, $1.65. 


COAL HODS AND SHOVELS.—This 
line continues quite active. Galvanized 


‘coal hods are finding exceptionally 
strong demand. Prices are unchanged. 





5.00, $11.75; tubes, $1.90; 28 x 5.25, 
$11.10; tubes, $1.85; 30 x +z. $11.90; 
tubes, $2.00; 31 x or $12 .50; tubes, 
$2. a 29 x 5.50, $12 

Same, 6 ply, 31x 5. $B $14.70; tubes, 
$2.05; 30 x 5.50, $16. 05; tubes, -; o 
16.65; tubes, $2.25; 
; tubes, $2.30; 32 x 00 
; tubes, $2. 40; 33 x 6.00, $17.55; 
tubes, $2.5 

Tire ake racks, $10.00 each. 

Prices in all instances are each. 


BATTERIES. — Flashlight batteries 
have grown more active as the fall 
season progresses and radjo dry cells 
showed improvement during the last 
week. Nevertheless, demand for the 
latter is gradually declining in the ag- 
gregate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 
Broken Unit 
— Packages 





ignition type, unit 


935, 6%4c. 
No. 950, 6%4c.; No. 790, 138c.; 
19%c.; No. 750, 13%c.; No. 79 
on Shot.—No. 1461, $1.67; No. 1661, 


No. 6 


dry cells, 
packages, 36c. each. 
Flashlights.—No. 


each; 


BOLTS, NUTS AND RIVETS.—The 
usual steady demand continues at well 
sustained prices. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. PITTSBURGH: 


Boits.—All styles except stove and 


tubes, $2.25. | 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 
Coal Shovels, Monongah, No. 1, $14; 
No. 2, $14.50; No. 3, $15 per doz. 
Gail black, ND. 1, $12; No. $12.50; 
ee 3, 4 per doz. Gail polished, No. 

$13; No. 2, $13.50; No. 3, $14 per 
owt ‘Pacemaker black, No. 1, $12; 
No. 2, 2.50; No. 3, $13 er doz. 
tI half poli shed, No. 1, $13; 
No. 2, $18.50; No. 
Black gold, No. ne 
No. 3, $19; No. 4, 
Hods, Japanned No. 5, 16 in., $ 
17 in., $3.60 per doz.; Galvanized No. 


10, 16 in., $4. P30; 7 in., $4.75; 18 in., 
$5.25; 20 in., $7 per doz Gaivanized 
No. 76S, 8, and aivanised No. 86S, 


$8.40 per doz. alvanized No. 25, 
15 in., $5.50; 17 in., $6 per doz. 


GRAPE CRUSHERS.—Some jobbers 
report a good movement of grape 
crushers, cider presses and kindred 
products. The No. 1 small size grape 
crusher is offered by jobbers at $4, and 
the No. 2 size at $5. 

LANTERNS.—Demand for farm lan- 
terns continues, with prices unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 


Gasoline Lanterns.—No. 220, $5.95 
each; No. 228, $6.30 each; No. 327, 
$4.70 each. 

Kerosene Lanterns.— Monarch 
Clear, $8 per doz.; Monarch Ruby, 
$10 per doz.; Junior Tin, $8.50 per 
doz.; Junior Brass, $15. 75 per doz. ; 


Little Wizard, $8. 50 per doz.; D-Lite, 


$13 per doz.; Junior Wagon, $17. 25 
per doz. 
MISCELLANEOUS TOOLS. — The 


usual steady movement of these prod- 
ucts continues. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 





tire bolts per 100 pieces, 60 per cent 


Circular Saws.—6 in., $2.25 each; 
8 in., $3.00; 10 in., $4.00. 


Reading matter continued on page 56 
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K eep your weather 





New construction . . . homes, apartments, factories . . . 
garages, etc., mean QUANTITY Sales to the alert 
hardware dealer who knows his profits. 


There’s no comparison between the profit on selling one lock 
at a time and lock-set equipping an entire building. While 
Segal locks are highly profitable over-the-counter items, they 
offer greater selling advantages to the dealer who goes after 
the builder’s hardware contract. 


Home builders, architects, builders and real estate men quickly 
see the advantage of burglar-proof Segal lock-sets. They not 
only give greater protection, but aid also the ultimate rental 
or sale of the building. A building “Segalocked against 
burglary,”’ whether it be a cottage, skyscraper, hotel or factory, 
has added value. 


: : Segal lock-sets not only give you this extra, sale-clinching 
burglar-proof feature .. . but they sell on merit. Competitive 
price-cutting that means profit-cutting plays no part in their 
sale. There is a Segal lock for every purpose . . . for every 
decorative design. 


If you are interested ... investigate! Write us Now! 


ie Sgt sae 20 Peewee SEGAL LOCK and HARDWARE COMPANY, INC. 
decorative hardware and 12 Warren St., New York, N. Y. 


burglar-proof security; that 
is why so many architects 
and builders Segalock their 
buildings. 





Burglar-Proof 


LOCKS 
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Fr ican yo sth " —— c ier ane | REGISTER SHIELDS.—Fall demand l per doz., 6-in., $10.50 per doz. 

y s. 13, 22 3 ( | ° . ° : | " 7, ‘ 
325, 5 ft. $5.40: 54% ft. $6: 6 ft., $7. for register shields and radiator shields | Pl — $5.28 per i. 
_Electric Drills.—No. 141, soa, ‘cach: | and covers is keeping up. 5-in., $6.50 per doz.: 6-in., $7.75 per 
No. 142, $32; _— 122, $48: No. 562, JOBBERS’ QUOTATIONS TO RE } doz. 

35.20; No. 382, $41.60. r 
Pn daeten Gs aed 10 per cent bi sa a Vide coy URG a: | 

ist. Nichols and Black Dia- egister shields for floor use, Nos. . “ho 

<< ee Se ee nt tak maaan 1 and 5, $12 per doz.; No. 10, $10 per | iii en ing fair prsornd 
50 per cent off list. doz. continues, but some jobbers are findin 
"evens Vises. No. 43, $2 each; No. | Register shields for wall use, Nos. é : 4 t * tilat Sake 
43%, $3: No. 14, $5. ‘ 2 and 15, $6 per doz.; No. 20, $5.20 it necessary to push ventilators a little 

Z per doz, more than usual this year. Demand is 


PAINTING SUPPLIES.—Paint demand | 


is now confined largely to indoor va- 
rieties, but varnishes are moving well. 
Turpentine prices are unchanged at 69c. 
per gal. in barrel lots, 


while linseed | 


oil has again been advanced and is now | 


quoted at 18c. per Ib. in barrel lots. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Ready mixed paints, best grades, 
$2.60 per gallon; lower grades, $2 
(white and dark greens, 15c. per gal. 
higher); white lead, 1334c. per Ib. in 
100-lb. lots; 10 per cent less in lots 
of 500 Ib. or more, and extra 4 per 
cent less on lots of a ton or more: 
turpentine. 69c. per gal., in barrel 
lots, raw linseed oil, 18c. per Ib., in 
barrel lots. 


PGULTRY NETTING.—Next year’s 
prices on poultry netting have been an- 
nounced to the trade, with material 
galvanized after weaving offered 


in | 


stock orders for spring delivery at 60 | 


per cent off list. 


ROLLER SKATES.—tThere is still a 
fair movement of roller skates, although 
the heaviest fall demand is now over. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 


Union Hardware Co. line, No. 2, 
70c. per pr.; No. 3, Tic. per pr.; No. 
10, $1.05 per pr.; No. 5, $1.45 per pr. 

Winslow line, No. 38%, $1.45 per 
pr.; No. 38, $1.60 per pr.; No. 38, rub- 
ber tire, $2.50 per pr. 

Winchester line, No. 3831, $1.35 
per pr.: No. 3832, $1.45 per pr. 

Chapin line, No. 103, child’s skate, 
75c. per pr. 


SASH WEIGHTS.—This line continues | 


quiet, with prices unchanged at $42 a 
ton, f.o.b. Pittsburgh. 


STOVE PIPE.—Another 
finds its heaviest demand in the fall, 
stove pipe, is still moving well. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Iustro stove pipe, 3-in., $6.75 per 
doz.; 4-in., $7.50 per doz.; 5-in., $9.00 


line which | 


expected to improve with colder 


weather. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 


Continental line: De-Flekt-Air 

(metal center ventilators) No. 63, 
$2.20; No. 87, $2.60; No. 88, $3.75; No. 
117, $3.75 per doz net. Continental 
wood frame cloth ventilators, No. 
V-836, No. V-923, $2.00; No. 
7-937 No. V-949, $3.75; No. 
y - ; No. V-1537, $3.45; No. 
Vv -1549, $5.00 per doz. NET. Conti- 
nental metal frame cloth ae ge yy 
No. 833, $2.50; No. 837, $2.80; 45, 
$3.75; No. 1137, $3.45; No. 1145, °§4. 40; 
No. 1437, $5. 9 and No. 1445, $5.60 
per doz. NE 


Diamond nap No. 33, $3 per doz.; No. 
01, $4.40 per doz.; No. 02, $4.80 per 
doz.; No. 03, $5.60 per doz.; No. 1, 
$5.20 per doz.; No. 2, $5.60 per doz.; 
No. 3, $6.40 per doz.; No. 4, $7.60 per 
doz.; No. 5, $8.40 per doz. 


W urldsbest Ventilators, No. 2, 
.75; No. 3, $2.00; No. 4, $2.50; No. 
5A, $3.00; No. 6A, $4.00; No. 6B, $4.50; 
and 6C, $5.00. These are LIST 
EACH prices and subject to a deal- 
ers’ discount of 33% per cent. 


PRICE NOT DOMINANT FACTOR IN COMPETITION 


My sale occurred in April 
good time to sell pipe wrenches in my 
store, as I usually sell more in the 
fall. I had bins arranged on a table 


and placed pipe wrenches in bins a 


not a | provement over my 


(Continued from page 33) 


store, and I am 
always looking for new ideas and never 


| saw a store that could not improve 
constantly, on display. 
Cleanliness . . Orderliness . 


size. to a bin and priced the bins with | 


a card headed Pipe Wrenches. Mind, 
wrenches had always been dis- 
played on the wall case front of 
my store. Instead of 50 cents, I made 
it 48 cents, and in three days, sold 
every pipe wrench I had, which was 
more than I had ever sold in an entire 
vear. All during the sale, I had calls 
for pipe wrenches. Now, I am com- 
pletely sold on display. 

My theory any stock above the 
level of the eye, you might as well not 
have, especially from the point of turn 
over. And it takes turn over to show 
a profit. 

Now I have some stock that is high 
up but it is slow moving and some of 
it is dead merchandise. It is the mer- 
chandise out on the table that sells. 
The stock out of easy sight, you wait 
to have calls for. Now-a-days that is 
slow selling stock. 

I am a firm believer in emulating 
the display of any store that is an im- 


these 


1S 


| of us men fall down. 
|cery is fast disappearing. 
| hardware 
| after 
la 





| tion. 


| are at this convention? 


3rightness . . That is where some 
The dirty 
store is going. There is, 
all, no excuse for dirt, even in 
hardware store. The Gold Dust 
Twins made a wonderful impression 
on me and I have always this feature 
very carefully, ever believing that 
Cleanliness is next to Godliness. 

Orderliness Well, the only 
stores that I know which are not 
orderly are hardware stores. Maybe 
it’ is because I was brought up in a 
hardware store. However, I usually 
find that the clean hardware store is 
orderly. 


Brightness The Dull front, 
the out-of-date front is anything but 
bright. Start here. Dress up your 


show windows like you dress when you 
go to church or come to this conven- 
How many of you men have as 
good looking show windows as you 
I consider my 


The dirty gro- | 


| show 





windows are the eyes of my 
store and like to think they are bright. 
Even light them up on gloomy days 
and every night until 9 o’clock. Let 
them work while I am resting. 

And as to the interior. More light. 
The dingy. store is a thing of the past. 
Are you running a relic? Did you 
ever think how the Greeks come over 
here and with every disadvantage of 
language and personal appearance, take 
up some dingy room, paint it up, put 
in light, and more lights and they get 
the business. 

Of all the stores in the world, I 
should think that the hardware store 
should be the brightest. With paint 
to sell and varnishes, lacquers, even 
cleaning compounds Doesn't it 
seem absurd? You can go back home 
and paint up your store room during 
the next month . It will not cost 
so much, your own help possibly can 
do it, and do it with a zest . Try 
it! First figure out your color scheme 
and go to it! 

Before closing I wish to leave this 
thought! Before complaining of com- 
petition, make sure you are competing 


Reading matter continued on page 58 
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OCK washers that tangle are worse 

than gnats in your eye. 

When you are on your back under 
your car you reach for one lock 
washer and pick up six. You shake 
them, but it’s no use for they are 
tangled to stay. You’ve got to wriggle 
out, get up, and untangle them—or 
at least you used to. 

We have all had that experience, 
but it’s no longer necessary. 

Kantlink spring lock washers do 
not tangle, and they have greater 


The American Nut & Bolt Fastener Co. 
Pittsburgh, Pennsylvania 


The National Lock Washer Co. 
Newark, N. J., Milwaukee, Wis. 





The Positive Lock Washer Co. 
Newark, New Jersey 


Pat. Jan. 3, 1928 





holding power. They save time and a 
lot of annoyance and they do not rust. 
No up-to-date dealer should fail to 
stock and sell this new improved lock 
washer. 

Specify Kantlinks on your next 
order and tell your customers about 
them, for why should any one buy 
lock washers that tangle when he can 
get better ones that don’t? 

For more information write to 
any one of the manufacturers listed 
below. 


Made and sold under license 
by the Kantlink Manufacturers: 


Beall Tool Co. 
East Alton, IIl. 


The Mansfield Lock Washer Co. 
Mansfield, Ohio 


The Reliance Manufacturing Co. 
Massillon, Ohio 





KANITLIN 











SPRING LOCK WASHERS 


DO NOT TANGLE DO NOTRUST 
THEY PAY THEIR ENTIRE COST IN TIME SAVED~- SOMETIMES EVEN MORE 
ES SS TAMAR 
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CLEVELAND: **sigiistepuarin Se insane 


(Cleveland office of HARDWARE AGE) 

CLEVELAND, Oct. 15.—While the hardware market does not show 
as much pep as the trade would like to see, jobbers are doing a fair 
volume of business and an improvement is looked for this month 
over September. The demand for staple merchandise is steady but 
retailers are continuing their policy of buying sparingly to replenish 
stocks. Some lines of seasonal merchandise for fall and winter are 
moving somewhat better than recently. Guns and ammunition con- 
tinue in good demand. The cooler weather has stimulated business 
in electric heaters, and other electric utensils are selling well. Job- 
bers have sold more game traps this fall than during several previous 
seasons. 

Prices are fairly steady in spite of irregularity in a few lines. 
Prices are out on poultry netting and wire cloth for next season and 
show a substantial reduction from this year’s prices. There are 


some irregularities in local stock prices on wire products. 
Collections are fairly good. 


AUTOMOBILE TIRES AND ACCES- JOBBERS’ QUOTATIONS TO RE- 
SORIES.—Reports of a price advance oo Ca ers 

; on ‘ Machine and carriage bolts, cut 
on tires are in circulation but no offi- | . thread, hot pressed and cold punched 
cial information h i nuts and lag screws, less than case 
th . as been ber out on lots, 60 per cent off tist; bolts with 
e matter. Tires are not moving very | rolled. thread, % in. x 6 in. and 


well, al : . smaller, 60 and 10 per cent off list; 
though the demand is about as additional discount of 10 per cent is 


good as is usual*at this time of the allowed for full case lots of one size, 


year. stove bolts, 75 and 10 per cent off 
list; semi-finished nuts in bulk, 60 
JOBBERS’ QUOTATIONS TO RE- per cent off list; 54 per cent for 
TAILERS, F.0O.B. CLEVELAND: packages. 
Tires and Tubes.—M field R : 
t-ply balloon; 29 5 4.40 $7.40, tube, | BUILDERS’ HARDWARE.—While de- 
.50; x 4.50, $8.25; tubes, 1.60, i ir, i 
$5 or b.00, 99.900 Fc is fet eo “y mand is fair, it has fallen off somewhat 
$10.20; tubes, $1.80; 30 x 525, $11.90: as is usual at this time of the year. 
tubes, $2.00; 31 x 5.25, $12.25; tubes, JOBBERS’ QUOTATIONS TO RE.- 


$2.05; heavy duty, 6- -ply; 29 x 4.40, 
9.50: 30 x 4.50, $11.05; 30 x 5.25, 
14.30; 31 x 5.25, $14.70; 33 x 6.00, 
17.55; double service, 6-ply: 29 x 
4.40, $12. 90; 29 x 4. 50, $13.25; 30 x 


TAILERS, F.0.B. CLEVELAND: 


In case lots, lock sets, $5 per doz.; 
heavy strap hinges, 6 in., $1.55 per 
doz.; 8 in., $2.40 per doz.; extra heavy 
T hinges, 6 in., $1.80 per doz.; 8 in., 


4.50, 13.95; 29 x 5.00, $16.85; 30 x : 
ir. 30: 30 x 5.95, aif 70: 31 x $2.70 per doz.; 10 in., $4.25 per doz. 
5.25, $0036; Liberty. {eply: 28 x 440, Butts, case lots, 3 in, and 3% in., 
$5.65; 30 x'4.50, $6.30; 29 x 5.00, $7.95: mgt ned ged Pg Tg ps AE ged 
30 x 5.00, $8.20; 31 x 5.25, $9.85; 32 x for less than case lots, all sizes are 
6.00, $11. 85; high pressure cords; 30 2c. per pair higher. Butts with sand 
4. 0 x 5: $4.75; 31 x 4, ‘lasted finish are 4c. per pair higher. 


Ornamental hinges, standard finish, 


$4.4 
38.45: 32 x 4, 
$ x ” $1 per doz.; nickel finish’ $1.20 per 


AXES.—Orders tel improved re- doz.; sand blast finish, $1. 15 per doz. 
cently, indicating a fair seasonal de- | CELL-O-GLASS.—This continues to be 
mand. an active item. 
JOBBERS’ QUOTATIONS TO RE- JOBBERS’ QUOTATIONS TO RE- 
Pacem roars CLEVELAND TAILERS, F.O.B. CLEVELAND: 
irst grade single bitted, rustionss, 11-O-G1 i 0 ft. 1 , 
binok ag my eee’ ~~. pea Pag a ft; glass "eloth in 100 a 
ase, per doz.; unhandled, $15.50 per 
doz.: double bitted, handled, $24.50 ae eee ee eo 
per doz.; double bitted, unhandled, CHAINS.—Log chains used for trucks 


$20 per doz.; 60c. increase for dozen ° ei ; 
lots weighing 42 to 48 Ib. and smaller | are in fair demand. Prices are un- 


advance for each 6 Ib. additional changed. 
or JOBBERS’ QUOTATIONS TO RE 
BATTERIES.—Radio batteries continue TAILERS, F.0.B. CLEVELAND: 


fairly active. ye = in. ‘ais pe 100 
in per 100 -16 in., 
JOBBERS’ QUOTATIONS TO RE. $9.25 per 100 Ib.: % in., $7.85 per 100 
TAILERS, F.0.B. CLEVELAND lb. Cow ties, No. 14, $2.75 per doz.; 
B and C Radio Batteries No. 15, $2.50 per doz. Tie-out chain, 
RI dv ssnccccevaks $1.14 $1.22 6 per cont om lst. 
— &E. Beaubien ze 1.40 | CORRUGATED ROOFING.—This is 
ON OIE: 2.33 2.53 | rather quiet. 
ond ieee dees 4 eH JOBBERS’ QUOTATIONS TO RE- 
Dry Cell A batteries, No. 7111, ee vanes. Serer 
ase ip taniard packaen ck | wil, FES, Un, Penn, BF 
batteries, 32%c. in standard pack- 2% in., for 10 squares or more. 
ages, 36c. in broken lots. GAME TRAPS.—Jobbers are still get- 


BOLTS AND NUTS.—Jobbers report a | ting in a good volume of business and 
fair volume of business. Prices are | their sales have been heavier this year 
firm. than during several previous seasons. 








JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
Victor traps No. 0, $1.10 ood doz.; 
No. 1, $1.38 — doz.; No. 1%, $2.40 
per doz.; No. 2, $3.36 per doz.; double 
rip No. 91, $2. . per doz.; Oneida, 
ump traps, "No. 0 , $1.59 per ‘doz.; No. 
1, $1.83 per doz.; No. 1%, $2.81 per 
doz.; No. 2, $4.39 per doz. 


GLASS BAKING WARE.—As retailers 
are filling in their stocks for fall as 
well as buying for the holiday trade, 
the volume of business is good. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CLEVELAND: 

Casseroles.—Round or oval, 1 aqt., 
$1; 14% qt., $1.17; 2 qt., $1.33; square, 
$1.17; casseroles with fancy covers, 
35c. higher. 

Pie Plates.—8 in., 50c.; 9 in., 60c.; 
10 in., 67c. 

oo Pans.—No. 212, 60c.; No. 214, 


"Utitity Dishes.—No. 231, 67c.; No. 
232, $1.17. 

Teapots.—2 cups, $1.67; 4 cups, $2; 
6 cups, $2.33. 


ICE SKATES.—Not many skates have 
been sold as yet for the coming season. 
Last year.was not a good one for 


skates and retailers evidently carried 
many over. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0.B, CLEVELAND: 

Union Hardware Co. No. 1624 
men’s screw clamp skates, polished, 
84c, per pair; No. 1624%4, same nickel 
plated, $1.19 per pair; No. 524%, 
screw clamp hockey, $1.27 per oy 
No. 424%, same nickel plated, $1.60 
per pair; women’s —— No. 5624, 
$1.12 per pair; No, 5624%, same 
nickel plated, $1.44 per pair. Shoe 
skates, $5.25 per pair. 


NAILS AND WIRE.—Demand is only 
fair. The recent price reductions evi- 
dently did not result in a stabilization 
of the market because there has de- 
veloped some irregularity in the prices 
for stock shipment quoted below. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Nails.—Factory shipment, car lots, 
$2.55 per keg; less than car lots for 
factory and st6ck shipment, $2.80 per 
keg; other products for stock ship- 
ment, No. 9 galvanized wire, $3.25 per 
100 lb.; No. 9 annealed wire, $2.80 Pe 
100 1b.; p@lished fence staples, $3.2 
per 100 lb.; galvanized fence staples, 
$3.50 per 100 Ib.; coated nails, $2.80 
per keg. 

Barbed Wire.—Lyman, 4-point cat- 
tle wire, $3.60 per 80-rod spool; hog 
wire, $3.31 per 80-rod spool. 


POULTRY NETTING AND WIRE 
CLOTH.—Prices have been announced 
for next season and these are substan- 
tially lower than those that prevailed 
last year. The 10c. differential that 
has prevailed on wire cloth in 18 and 
20-in. widths has been eliminated. 
Jobbers have commenced to take orders 
for spring shipment. 
JOBBERS’ QUOTATIONS Rid RE- 
TAILERS, F.O.B. CLE 
Poultry netting, wn Babe may —— 
weaving, 50, 10 and 5 per cent off 
list. Galvanized before weaving, 50, 
10, 10 and 5 per cent off list. Wire 
cloth per 100 sq. ft., 12 mesh black, 
$1.75; galvanized 14 mesh, $2.25; 16- 
mesh, $2.50; bronze, 14-mesh, $5.75; 
16-mesh, $6.50. 
PAINTS AND VARNISHES.—The de- 
mand is rather slow but normal for this 
time of the year. Linseed oil has again 
advanced. 
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One word ... but it means new profits 
for the Hardware Dealer! 


ERE is one word that points the 
way to new profits. That word is 


“ideas” and it is as easy to use as it 
is sure to earn extra profits, 
What do we mean “easy” and “sure”? Let’s 


look at a specific use of an idea that made new 
profits. The Hardware Merchant we refer to 





was a good idea. And he had three facts to 
back up his sureness. 

First:—his builders’ hardware sales and 
profits were three times as big as any previous 
year. Constructive help plus well displayed 
merchandise made a hit with architects, con- 


tractors and home builders. 
Second:—his stock, now 





had sold builders’ hardware 
for years. Based on dollars 


Good Buildings Deserve Good Hardware 


exclusively Corbin, repre- 





invested he had a fairly 
large stock. Locks from one 
maker—butts from another 


—quite a few designs but 
none complete in all pieces, 
No effort at display, no 


attempt to push any line or 
article—yet year after year, 
he sold sufficient to foster 
the belief he was doing well 
on builders’ hardware. 
Then he got an idea. An 
idea that a builder’s hard- 
ware department would be 


a profitable investment. 
Slowly and carefully he went 
about putting this idea to 
work. He found it was easy 
to carry out his idea of put- 
ting in a real builders’ hardware department. 
Easy because he had lots of help from the 
Corbin salesman who called on him. Expe- 
rienced help because this Corbin salesman had 
assisted many other dealers to get their build- 
ers’ hardware department started right. 
What did this merchant think of his idea 
and his builders’ hardware department twelve 
months after it was opened? He was sure it 


t 





sented a better variety than 
ever before with a smaller 
investment. 

Third:—sales on other 


lines were increasing and he 
could trace a lot of business 


to his new department. 


Three refrigerators, for in- 
stance, were sold to fclks 
who used his builders’ hard- 
ware department for all their 
hardware for their new 





homes. 
Yes, “ideas” was just a 
word to this dealer until he 
+ applied it to builders’ hard- 
ware and let Corbin help 
him, Then he found it was 
an easy. and sure road to 

bigger and better profits. 

All over the country, in small towns and big 
cities, progressive hardware dealers are using 
their Corbin builders’ hardware departments 
to make more profits and to create new cus- 


tomers and new sales. 

Good ideas are based on facts and we have 
the facts you need to form a decision. Ask 
your Corbin salesman to pass them on to you. 


P. & F CORBIN = snes 
° . 1849 ~=CONNECTICUT 


The American Hardware Corporation, Successor 


New York 


Chicago 


Philadelphia 
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JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Mixed paints, first quality, $2.90 to 
$3 per gal. for colors and $3.05 to 
$3.10 for white. 

Turpentine in bbls., 641%4c. per gal.; 
in 5-gal. lots 71%c. per gal.; linseed 
oil in bbls., $1.35 per gal.; in 5-gal. 
lots, $1.47%. 

White lead in 100 lb. kegs, 13%%c. 
per lb.; in 50 and 25 lb. kegs, 13%c. 
per lb.; in 12% lb. kegs, 14%c. per 
Ib. Quantity discount, 500 lb. to 1 
ton, 10 per cent. One ton or more, 
10 per cent and 4 per cent. 

Enameling lacquers, $1.20 to $1.65 
per qt. 


PREPARED ROOFING.—The demand 
continues good. Prices are steady. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. CLEVELAND: 
Popular grades, light, 83c. per roll: 
medium, $1.02 per roll; heavy, $1.19 
per roll; slate surface roofing, $1.99 
per roll. 
RADIO EQUIPMENT.—Discontinued 
models of receiving sets that are being 
placed on the market at cut prices have 
become somewhat of a disturbing fac- 


tor. 








TAILERS, F.O.B. CLEVELAND: 


JOBBERS’ QUOTATIONS TO RE- | 
| 
Tubes, CX No. 112A, $2.50; CX No. | 


Credit Men Say Business Outlook Is Good 


The business outlook remains bright with 
no disturbing clouds on the prosperity 
horizon, according to the National Associa- 
tion of Credit Men. 

“The diversion of credit to stock market 
speculation is the only danger sign,” ac- 
cording to the association’s October bulletin. 
“Just a little while ago,” the bulletin con- 
tinued, “the alarmists had us all but 
wrecked with installment selling. We 
weathered that emergency; we will get 
through this one safely. 

“Workers are generally employed at good 
wages, and production is proceeding in an 
orderly manner, in fair proportion to sales 
possibilities, and without undue expansion 
of inventories. Production and distribution 
activity, in the first half of 1929, forged 
ahead of the corresponding period of any 
previous year. Seasonal declines in some 
lines were expected during the summer, 
and they materialized, but in many cases 
the drop was not so pronounced as was 
expected, and the up-curve has already 
been resumed. 

“The railroads are moving. goods 
promptly, and are profiting by the efficient 
service they are rendering to business. 

“Steel production, after setting up a new 
record for the month of July, has slackened 
somewhat, as was to be expected. Prospects 
for the autumn season, however, are good, 
and the marked activity of the railroads, 
which will need new rails and rolling stock, 
and which will have the money to pay for 
them, is bound to affect the industry favor- 
ably. 

“The motor industry, which smashed all 
existing records during the first half year, 
appears also to be taking a breathing spell. 
This too was a development plainly fore- 
shadowed and to a large extent discounted 
in advance. 

“The outstanding fact in the motor 
situation is that we have reached a high 
level of efficient operation, which is likely 
to be maintained for some time. The year 
1930 may not see new records made in 





326, $2; CX No. 327, $3; CX No. 380, 
$3.50; CX No. 371A, $2.50. Dealers’ 
discount from these prices, 35 per 
cent. 
ROLLER SKATES.—Demand is mod- 
erate. Prices are somewhat irregular. | 

JOBBERS’ QUOTATIONS TO RE- | 
TAILERS, F.O.8. CLEVELAND: 

Union Hardware Co. roller skates 
Nos. 4 and 5, $1.36 per pair for case 
lots and $1.42 per pair for less than 
case lots. No. 6, $1.45 per pair for 
full case lots and $1.55 per pair for 
less than case lots. 

ROPE.—Considerable business is being 
taken for spring shipment and the cur- 
rent demand is fair. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Best grade manila rope at 22%c. 
per lb. for factory shipment and 23c. 
per lb. for stock shipment; sisal rope, 
l6c. per lb. for factory shipment and 
161%4c. for shipment from stock. 

SASH WEIGHTS.—tThese are quiet. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Sash weights, $86 per ton, for mill 
shipment, $34 per ton. 


SHEETS.—Mill prices are weak but 





motor car manufacture, but it is reasonable 
to believe that the industry will move along 
quietly, steadily, and, in the main, satis- 
factorily. 

“Building construction in August, ac- 
cording to Dodge figures, totaled $488,882,- 
400 in the 37 Eastern States. This was 5% 
under August of last year. New work 
reported as contemplated in August aggre- 
gated $657,832,000, which was 37% over 
July and 7% in excess of August, 1928. 

“Car loadings continue to be one of the 


most favorable factors in the business 





situation. Loadings of revenue freight for 
the week ended August 31 totaled 1,160,210 
cars, the largest aggregate reached thus 
far in 1929. The total showed an increase 
of 24,643 over the preceding week, of 43,- 
499 over the same week of 1928, and of 
42,850 cars over the like week of 1927. 

“Bank clearings for the week ended 
September 12, in leading cities, totaled $14,- 
035,272,000, an increase of 21.7% over the 
preceding week, which was a holiday week, 
and of 23.9% over the corresponding week 
of last year.” 

A special survey in the New England 
States conducted by the association shows 
that New England experienced a particu- 
larly good business summer, according to 
the bulletin. 

“When the textiles and the shoe industry 
begin to show signs of life, as they are 
doing now, New England can pack up her 
troubles,” it says. 





Installment Plan Contributes to 
National Prosperity, Says 
Cc. C. Joy 

One of the big contributing factors to 
American high standards of living and 
prosperity has been the installment sys- 
tem of buying and selling, according to 
Camp C. Joy of the Internal Revenue Bu- 
reau, who has audited many income tax 
returns involving that plan of retailing. 

“The ability to buy on the installment 





fan has brought about a higher standard 


| jobbers’ prices are unchanged. Demand 
| is slow. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
24-gage galvanized sheets, $4.60 per 
100 Ib. 
STOVE PIPE AND ELBOWS.—De- 
mand, which recently quieted down, has 
again picked up. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

6 in., 20 gage stove pipe per crate 
of 25 joints, $3.28 for factory ship- 
ment and $3.55 for stock shipment. 
Same, 26 gage, $3.90 for factory ship- 
ment and $4.25 for stock shipment; 
6 in., corrugated elbows, $1.30 per 
erate for factory shipment and $1.40 
for stock shipment. 


VENTILATORS. — Orders have im- 
proved and thése are now moving in 
fairly good volume. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CLEVELAND: 

Continental, wood frame, cloth 
ventilators, 9 x 37, $2.25; 9 x 49, 
$3.60; 15 x 37, $3.85; 15 x 49, $5; Dia- 
mond E or Liberty ventilators, metal 
frame, cloth covered 8 x 39, $4.50; 
8 x 47, $5.60; 11 x 39, $4.50; 11 x 47, 
$6.40; 16 x 39, $7.60. All metal Louvre 
type, 7% x 33, $3.20; 8 x 33, $4; 8 x 
37, $5. Above prices are net per doz. 


of living and helped to maintain the pres- 
ent status of national prosperity,’ Joy de- 
clared. “The volume of business trans- 
acted on the installment plan has increased 
rapidly in recent years. It was estimated 
that over 6 per cent of the annual income 
in the U. S. for 1926 was spent in this 
manner. 

“In all probability that percentage has 
increased since 1926 because of the heavily 
increased purchase of automobiles, radios 
and other commodities on the installment 
plan. With the national income estimated 
at from $90,000,000,000 to $100,000,000,- 
000 annually, it would appear that the vol- 
ume of installment buying is about $8,000,- 
000,000 annually. 

“The automobile probably has contrib- 
uted more to the growth of this business 
than any other factor. Large finance 
companies have been organized throughout 
the country to handle the credit situation. 

“Resulting from the rapid growth and 
importance of installment buying, all of 
the revenue acts from 1916 have recog- 
nized this development. Definite basic 
principles of the installment method were 
first set forth in the 1926 law. Require- 
ments were set forth as to what the books 
of accounts and records must show, to- 
gether with information to be contained 
in the tax return. The Board of Tax 
appeals and the courts often differed in 
regard to the interpretation to be placed 
on the provisions with respect to the in- 
stallment method of reporting income. 

“There are many difficult and perplex- 
ing questions and problems constantly 
arising in connection with the different 
methods used in computing the net income 
from installment sales by different tax- 
payers, who have adopted this basis of 
reporting their incomes,” Joy said. 

“The collection must be allocated to the 
year in which the sales, to which the col- 
lection applies, were consummated, as the 
gross profit percentage to be applied to 
each collection is that percentage com- 
puted for the year in which the particular 
sale was made.” 
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ASK Yourself. bine 
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your customers 
already know... 






cee 


Me 


The reasons for 


Monel Metal’s popularity 


HEN men and women...some of them your customers...write 
for Monel Metal literature at the rate of more than a thousand 
a month— 
When five hundred busy individuals find time to enter the Monel 4 
Metal sink design contest— Pl ee | 
When manufacturers in a score of different lines are employing Le, 3 
Monel Metal for their household products— 
There must be a reason! 
There are many reasons, but the six principal ones are: 


1. Monel Metal has permanent, silvery beauty— 

2. It will not rust— 

3. It resists corrosion and staining— 

4. It has no coating to chip, crack or wear off— 

5. It is easy to clean and keep clean— 

6. It adds a friendly note of cheerfulness wherever it is used. 





If you will bear these reasons in mind you will be able to answer 
’ : : 

some of your customers’ questions about Monel Metal equipment. WNopional Advertisin g 

You will also want to tell your regular suppliers that you prefer to ; 

handle Monel Metal household devices and equipment. If you haven’t already seen 
the Monel Metal color adver- 

tising appearing regularly in 

The Saturday "ivening Post 


)) - 5] > 4\ and Good Huwuusekeeping we 
y (Ny) [ELL ME AL suggest that you ask us to send 
un“ you reprints. No obligation. 


They’ll be worth the effort. 





Monel Metal is a technically controlled Nickel-Copper alloy of high Nickel content. 
It is mined, smelted, refined, rolled and marketed solely by The International 
Nickel Company, Inc. The name ‘‘Monel Meta!’’ is a registered trade mark, 








THE INTERNATIONAL NICKEL COMPANY, INC., 67 WALL STREET, NEW YORK, N. Y. 
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«Canned Gas” Broadeéfis Field 


Fot Gas Range Sales 
(W YOU L SELL (Continued from page 32) 


Ld e machines, hot plates and gas refrigerators. It is manu- 
Ti), iS a a Wn factured by the Pyrofax Division, Carbide & Carbon 
30 East Forty-second Street, 


Chemicals Corporation, 


instead of one / ff} | \.2%." 
This hardware distributor then inaugurated an educa- 
r 


tional selling ‘campaign. With the cooperation of the 
. manufacturer of the gas, it endeavored to instruct and 
g interest prospective customers. 

They found that many people had become acquainted 
with the name “Pyrofax” through magazine and news- 
paper advertising of gas range manufacturers, whose 
appliances can be used with this fuel. 

“The only difficulty,” said Loughlin McKinley, man- 
ager of the Pyrofax department, “was that many home 
owners did not realize the ease and convenience of this 
gas and the simplicity of its upkeep. The cylinders are 
delivered by the manufacturer when required; the aver- 
age cost of operation is considered less than gas, coal, 
‘electricity or oil, and installation cost is moderate.” 
| Approximately nine out of ten range sales in the 
| Greenwich Hardware Co. lead to the sale of a Pyrofax 
unit. The company is busily engaged in merchandising 
| both products, and during 1929 has sold more Pyrofax 
| units than in any preceding year. 
| The company solicits charge accounts and has been 
|able to materially increase their number by personal 
| visits of a member of the sales staff. Executives of the 
|Greenwich organization believe that personal visits to 
'the homes of customers is a vital factor in the merchan- 
| dising program of the line. 

Dealers in suburban communities or, in fact, all locali- 
ities not served by “mained” or natural gas can profit 
| from the experience of the Greenwich Hardware Co. It 
|is now possible for dealers everywhere to sell gas ranges 
and to secure the many benefits which derive from their 
sale. 

Any Standard gas range can be quickly adapted for 
| Pyrofax, which is stored in a convenient exterior loca- 
‘tion. When a tank becomes emptied, a reserve tank ig 
turned on and full tank soon replaces the empty con- 
|tainer. The dealer in addition to selling the range, fur- 
|nishes the cabinet for the gas tanks and all connections. 
|He can service the range if he desires. The manufac- 
'turer of the gas services the consumer with new tanks 
as needed. As the hardware store is the logical spot for 
|stoves and ranges, so is it the ideal headquarters for 
“canned” gas, such as Pyrofax. 











HEN a customer asks 

for one small drill, 
show him an entire set ot 
eight provided in our new 
selector package. 


An instant success with 
customers—increases your 
profits about eight times on 
each sale, speeds up turn- 
over, and you'll never again 
have to fumble in a drawer 
to find the right size! 

















Order a counter display carton 
today of both the Carbon Steel 
a. No. 260} and Cle-Forge 
igh Speed Drills {carton No. 
570}. Your jobber has them. 














WHAT IS GENIUS? 


Men give me credit for some genius. All the genius 
I have lies in this: When I have a subject in hand, I 
study it profoundly. Day and night it is before me. My 
mind becomes pervaded with it. Then the effort which 
I have made is what people are pleased to call the fruit 
of genius. It is the fruit of labor and thought.—Alex- 
ander Hamilton. 






































Following Advertising Through 
(Continued from page 26) 


are advised they have a special clerk for this purpose, 
and that he turns to the general catalog of the mail order 
house, finds the item, accepts a deposit from the retail 
customer and then orders the goods for him. 

The point of this article is that those manufacturers 
who distribute their goods through jobbers and through 
independent retail dealers should carefully revamp and 
revise their advertising with a view of having a follow- 
through system that will help the retail merchants take 
these orders, even when they do not carry the goods 
in stock. What is the use of all the national advertising, 
what is the use of the very interesting pamphlets if, 
after all, the consumer finds it so troublesome to secure 
the goods that he finally gives up the task in disgust? 


U. S. “You Can Make It” Booklet 


(Continued from page 25) 


others representing a membership of over a million and 
a half boys have indorsed the plan and are lending assist- 
ance in furthering it. In several States the Boy Scout 
organization is conducting a State-wide box utilization 
contest in which the booklet, ‘You Can Make It,’ fur- 
nishes the basis for articles made and entered for prizes. 
In Birmingham, Ala., a,newspaper has been conducting 
a wood handicraft contest in connection with a general 
arts and crafts contest. Stores in communities in which 
contests are held contribute prizes, provide window 
space for exhibits and in other ways capitalize for their 
own benefit on the contests.” 

Be sure your window makes the idea of the display 
clear, through using show cards to direct attention on 
the booklets, which should be conspicuously featured in 
the display. Open up some of the books to pages having 
interesting illustrations and leave the balance closed so 
observers can read the title pages. If it is deemed ad- 
visable, the box can be shown in three different stages of 
construction. First, the ordinary second-hand box; 
second, the same kind of box transformed into a useful 
article, but left unpainted; and, third, a similar article, 
finished and painted in attractive colors. This will be a 
good plan to try out during the dull months when sales 
can most acceptably stand a boost. 

HarpwarE AGE will be interested to learn of your 
success with the idea. 


CARRY THROUGH 


What we gain by the wisdom of friends, what we 
profit from the folly of our enemies, what we owe to 
some favorable chances, are indeed three tremendous 
advantages, and yet all these benefits will avail us little 
if we lack the proper courage to carry our plans through 
to completion.—“The Silent Partner.” 


























Z Wherever Wrought 
Strap and Tee Hinges 
or Hasps are required, 
these GRIFFIN products 
offer the utmost... in 
sturdy, practical qual- 
ity and service. 





ranch Offices, 


New York, 45 Warren St. 
Chicago, 555 W. Randolph St. 
Boston, 76 Batterymarch 
San Francisco, 703 Market St. 
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Hot of th® Nail Ke 


Little yarns that others have laughed 
over culled from various sources. As a 
contemporary puts it: “Some of them 
have been copied, the rest will be.” 














“Haven't I seen your face before 
somewhere?” asked the young man. 

“I shouldn’t be surprised,” replied 
Rose, frigidly. ‘I seldom go anywhere 
without it.” 


There is always some camel waiting 
for the last straw to break its back. 


“Hey, Boss, I’m taking a month off,” 
said the clerk as he tore another sheet 
off the calendar. 





Lots of folks eat more than they 
think. They'd starve to death if they 
didn't. 

Kip—“Where did Dr. Spoof make 
all his money ?” 

Kim—"In the 
lieve.” 


stork market, I be- 





Salesgirl—*And what kind of step- 
ins would you like to buy, sir?” 

Customer—“Like those the 
sitting there is wearing.” 


girl 





A father took his little boy, Billy, to 
the park, and there the youngster saw 
a stork among other interesting ex- 
hibits. The boy seemed to be greatly 
interested in the stork, and looked at 
him as long as he could. Then, turning 
to his father, he said disappointedly : 

“Gee, Daddy, he never recognized 
ine! 

While a surgeon was finishing an 
operation on a patient, a fire started in 
a warehouse across the street, il- 
luminating the whole operating room. 

“You had better pull down the 
shade,” said the doctor to the nurse as 
the patient began to come to, “I don’t 
want him to think that the operation 
hasn't been a success.” 


Herbie calls his sweetie “Dauntless,” | 


because she keeps saying: “Oh, daunt- 
less do this and dauntless do that.” 





| going to loiter in a furniture store.” 


A Scotchman was taking a friend | 
over a new house he had built. | 
“But,” exclaimed the visitor, “I no- | 
tice that you’ve not pasted the paper on | 
the walls, but nailed it. What is that 
for?” | 
“Oh, aye,” responded the Scotchman. | 
“You see, we may not be living here | 
always.” 





“Such fun, this job hunting. You 
know, being a college man, I never 
wear a hat. Yesterday I was standing 
in a bookshop waiting to be hired, when 
a lady came in, picked up a book, and 
handed me two dollars. Today, I’m 


“How much are yer fish, Mr. Gold- | 
stein?” 

“Eight cents a pound, Mrs. O’Brien.” 

“T’ll take two of them. How much 
will they be?” 

“Let’s see. Eight pounds — eight 
times eight are eighty-four. Take them 





for seventy-five cents, Mrs. O’Brien.” 

“Thank ye, Mr. Goldstein, I'll do 
that. Ye're always good to the Irish, 
I'll say that fer ye.” 





Wife—“Golf, golf, golf. I really 
believe that if you spent a Sunday at 
home I should die.” 

Husband—‘“Tt’s no use talking like 
that, my dear; you can’t bribe me.” | 





“You look good enough to eat,” 
gushed the enraptured youth. 
“Well, I’m hungry enough to,” re- 


plied the girl insinuatingly. 





Her lips quivered as they approached 
mine. My whole frame trembled as L 
looked in her eyes. Her body shook 
with intensity as our lips met, and I 
could feel my chest heaving, my chin 
vibrating, and my body shuddering as 
I held her to me. 

The moral of all this is: Never kiss 





| ginning to 


A girl may wear a golf outfit when 


| she can’t play golf, and a bathing suit 


when she can’t swim, but when she 
wears a wedding gown she’s taking up 
the. sport seriously. 


An eight-year old youth from the 
city who found a chestnut bur, called 
to his country cousin, “Oh, look, | 
found a porcupine egg!” 


An ant was gazing longingly at the 
carcass of a dead horse when a rum 
runner’s car passed. A case of liquor 
bounced off the car and the bottles 
broke. The ant immediately proceeded 
to quench his thirst. Then, grabbing 
the horse by the tail, he shouted lustily : 
“Come on big boy, we’re going home!” 


She was only the skipper’s daugh- 
ter, but, boy, how she knew the holds! 


An old maid went to have her pic- 
ture taken and the photographer no- 
ticed her tying a piece of clothes line 
around the bottom of her skirt. 

“What's the idea of that?” he asked. 


| “I can’t take your picture that way.” 


“You can’t fool me, young man,” 
said. the old girl. “I know you see 
me upside down in that camera!” 


A recent movie comedy showed on 
the screen a bevy of shapely girls dis- 


| robing for a plunge in the “old swim- 


ming pool.” They had just taken off 
their shoes, hats, coats and were be- 
a passing freight 
train dashed across the screen and ob- 
scured the view. When it had passed, 
the girls were frolicking in the water. 

An old railroader sat through the 
show again and again. At length an 
usher tapped him on the shoulder. 

“Aren't you ever going home?” he 
asked. 

“Oh, T’ll wait awhile,” was the an- 
swer. “One of these times that train’s 


them in a Flivver with the motor going. | going to be late.” 
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| Verified News Notes 
of Retail Stores 


NEW YORK 


Oceanside—A new store building is 
being erected by Milton F. Deckert at 379 
Long Beach Road, part of which will 
house a hardware stock. 


NORTH CAROLINA 


Black Mountain—Cash Hardware & 
Furniture Co. has taken over the Mc- 
Murray Furniture Co. stock. 

West Asheville—The Southern Hard- 
ware Corp. will open a branch store in 
Asheville. 


NORTH DAKOTA 


Litchville—T. I. Strinden, who suffered 
a fire loss, plans on having his new store 
ready for occupancy about Nov. 1. 


OKLAHOMA 


Boise City—The Cox Hardware Co. has 
awarded the contract for the erection of a 
new store building. The concern expects 
to occupy it about Nov. 1. 

Custer City—C. S. Brown is sole owner 
of the business formerly known as Turner 
& Brown, which will hereafter be known 
as the Custer City Hdw. & Furn. Co. 

Mangum—The Wright Hdw. & Furn. 
Co. has been incorporated to deal in hard- 
ware and furniture. 

Ringling—Collier Bros. contemplate the 
erection of a new building to replace the 
structure destroyed by fire. 

Tonkawa—Callis and Son Hdw. Co., 207 
East Grand, has acquired the hardware 
department of the Evans hardware and 
furniture store. 


OREGON 


Clatskanie—The Columbia Hardware & 
Implement Co. will occupy their new store 
about Sept. 15. 

Garibaldi—Frank D. Jensen is successor 
to Harry J. Ditter. 

Portland—The Moreland Hardware Co. 
has moved from 1354 to 1366 Milwaukee 
Street. 


PENNSYLVANIA 


Carbondale—Reeds, Inc., 63 South Main 
Street, has been incorporated with a cap- 
ital of $25,000 by David D. Goldsmith. 


SOUTH DAKOTA 


Emery—H. M. Blecker is increasing his 
implement and auto stock with a line of 
electrical appliances, hardware and ranges. 


TENNESSEE 


Martin—J. F. Parker & Son, 228-230 
Lindel Street, established for the past 
30 years, has been succeeded by J. F. 
Parker & Sons Co. The interest of T. J. 
Taylor has been purchased by G. E. 
Bowden. 

Nashville—Treman, King & Co. has 
opened a wholesale store at 144 Eighth 
Avenue. The concern operates a chain of 
stores with headquarters at Ithaca, N. Y. 

Belton—The building of the Henderson 
Hardware Co. is nearing completion. <A 
complete stock of furniture will be added. 

















Scallop Design 
Finished in 











Gilbert 


1807 
F 10 Gilbers 


Gilbert’s No. 3097 


An attractive new design 
especially adapted to Kitchen 
use. Fitted with highest 
quality 8-day pendulum move- 
ment, time only. 

















Q 


Spray Design 
Finished in 


Red, Blue or Red, Blue, 
Green with Green or 
harmonizing Yellow— 
border. Write for information inane. 
on the complete 
Gilbert line. 
WILLIAM L. GILBERT CLOCK CO. 
Chicago Office Main Office: New York Office 
10 S. Wabash Ave. Winsted, Conn. 200 Fifth Ave. 





Dazey Churns 


sold only through 


Jobbers =: Dealers 











The DAZEY has been the leading 
Churn for many years and has 
always been sold through legiti- 
mate Jobbers and Dealers. En- 
dorsed by Good Housekeeping 
Institute, State Agricultural Col- 
leges, and Scientific Buttermakers 
everywhere. It is strictly a 
“Quality’’ Churn. Only the best 
materials are used and carefully 
assembled. Made in sizes to suit 
everyone’s requirements, from 2- 
quart to 10-gallon. The extension 
of electric power lines into rural 
districts has opened up a new field 
for DAZEY Electric Churns. 





DAZEY SHARPIT 


All purpose household Sharpener. Re- 
quires no skill. The original Sharpener 
of its type. Patented grinding wheels. 
Attractively finished in rust-proofelectro 
plating. Furnished with removable, re- 
versible clamp. 


Order from Your Jobber 


Dazey Churn & Manufacturing Company 


St. Louis 
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Towns Have What Cities Promise 


Tremendous size, whether in a city or an industry, 
according to Thomas C. Powell, president of the Chi- 
cago and Eastern Illinois Railway Company, in his article 
appearing in “The Nation’s Business,’ does not neces- 
sarily mean efficiency; great size in a city means a 
struggle for health and a strenuous existence even to 
carry out the simple process of living. 

A moderate-sized community hzs every opportunity 
for comfort that any great city can offer; a moderate- 
sized community has a greater opportunity than any 
other for health, personal association and real prosperity. 

This is not an argument in favor of a “back to the 
farm’? movement; it is an analysis of the advantages of 
a small community as a business and social center as 
compared with the large centers of population. It is 
written from the standpoint of experience and observa- 
tion. 

There is no doubt that the larger cities are growing 
rapidly, but in what are known as “metropolitan areas” 
people are moving from the congested interior sections 
to the outlying suburbs. 

Many of these moving from the smaller communities 
to the larger do so under the impression that the oppor- 
tunity for comfort and freedom and profit is greater 
than in the place they have left. Generally speaking, 
they are disappointed, nor is this disappointment a 
realization of the Twentieth Century only. Nearly 2000 
years ago a well-traveled Greek said, “A great city is 
a desert.” 

One does not need to live in a city of even 10,000 
people to get the benefit of the motion pictures which 
bring not only to our door but witkin our very house- 


hold a clear visual demonstration not only of all the sec- | 
tions of the world but all the public events, sports, amuse- 


ments and the everyday topics of conversation. 

The smaller communities may enjoy all these advan- 
tages as the result of intensive study of men and women 
who by analysis, experimentation and the application 
of scientific knowledge have added each year to the 
pleasant possibilities of life. 

To enjoy the fruits of their labor, men and women 
require plenty of light, abundant water, uncontamin- 


ated air, quick communication, and through all these, the | 


opportunity of social contact and higher education. 

There is no valid excuse for a community to be any- 
thing but a happy place to live, but as cities become 
larger, happiness disappears and we have in its place 
excitement, turmoil, sickness, disorder, extravagance and 
a continual change of location, all of which contribute 
to the general state of mind which is called “a struggle 
for existence.” 

The desire for education has resulted in more attractive 
and healthy school buildings in the small cities, where 
school children sometimes through lack of facilities are 
given only a “part time” education and even then per- 
haps in temporary shacks. A man who can live in the 


midst of flowers and trees and grass and still be within 
15 or 20 minutes of his place of business, is a lucky 
person indeed. His life will be much happier than if he 
is constantly in fear of being swallowed up in the re- | 
lentless wave of population which bursts forth from 
the congestion of the great city, only to dominate and 
disfigure the surrounding countryside. 





equal facility. 


customers? 








“Mind My Words—Today 
I’m Buying a Farrand Rule’ 


The FARRAND RAPID RULE 


is no bundle of flimsy sticks—yet it is more 
rigid than a wooden rule. 
tape,—yet it measures around curves with 


It is not a limp 


Thousands of carpenters and mechanics all 
over the world are buying 


THE MODERN TOOL FOR MODERN 
CRAFTSMEN 


which coils in a small holder of vest-pocket size. 
Are you prepared to demonstrate this rule to your 


Distributed through Wholesalers 
Manufactured by 


HIRAM A. FARRAND, Inc., Berlin, N. H. 









| 
THE H 


Now is the time to get ready for 
the holiday rush and the coming 
new year. Insure your prosperity 
by modernizing your entire store 
with Heller Display Fixtures and 
display tables. Don’t let any 
more business which should right- 
fully be yours go to Chain 
Stores. Hundreds of others have 
| modernized with Heller equip- 
ment and are finding that the 
equipment is paying for itself. 
Write for catalog 75A, stating 
size of store. 








W. C. Heller & Co. 
700 Bryant St. 
Montpelier, Ohio 


Mloprnnve 
ELLER way 


HELLER 


BUSINESS BUILDING 
STORE EQUIPMENT 
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Leaders For 50 Years 


In 1879, Brown & Sharpe secured the first patent for a clipper especially 
designed for use in cutting human hair, and many of these first clippers 

are still in use today. For over fifty years, Brown & Sharpe Hair 
Clippers have been furnishing reliable service to thousands of users. 
















Now, in 1929, Brown & Sharpe Clippers, improved in design, 

of course, are still the first choice of clipper users. This 

long-established preference means increased clipper 
sales and more satisfied customers for the dealer. 


Keep your stock of Brown & Sharpe Clippers / 
adequate to meet the demands of your cus- ee 
tomers. Hair Clipper Catalog listing the : 
complete line will be furnished gladly 
upon request. Brown & Sharpe Mfg. 

Co., Providence, R. I. 


a 


Brown & Sharpe 


The Professional's Clipper 













Users Now Enjoy This Full 


Measure of Engine Value 


The recent announcement of the change in the WITTE sales policy to 
sell WITTE Engines, Power Saws and Pumps only through the regular 
trade channels resulted in many favorable comments from the trade 
and a host of requests from leading dealers who can readily see the 
possibilities of capitalizing on the established reputation WITTE prod- 
ucts enjoy. 

Sixty years of ever-increasing demand—Over five million dollars spent 
on direct sales efforts which are, today, reaping the harvest in sales and 
inquiries—300,000 WITTE units giving daily satisfaction to users all 





Also on wood skids. 


over the world coupled with a powerful Dealer-Co-operative Advertising Users Know the Full Value of These Features 
Campaign—are some of the convincing facts that substantiate our claims 

that a WITTE Agency is an unusually attractive—real money making The most modern improvements and extreme simplicity of con- 

—proposition to dealers of good reputation. struction made possible by inventive skill are found in WITTE 

Units. Such features as Throttling Governor, Super-Hopper, Remov- 

A FULL PROFIT—NO SERVICING COSTS able ord Cast ee Pe 8 Piston Pin } como Nagg ay 

: neto with jump spar gnition, Easy Starting Device, ot Spot Cyl- 

WITTE dealers MAKE and KEEP handsome profits on every sale. There inder Head, Clamping Fly Wheels, Iron Base or Wood Skids, Pro- 

are no servicing demands to diminish the original profit after the sale tected Fuel Tanks, Alloy Steel throughout except in wheels—and more 

because WITTE Units are built to live up to a Lifetime Guarantee. are combined in all of the handsome sturdy WITTE Engines and 

Z - - " e Units. 

If there is no WITTE dealer in your “see it will pay WITTE Engines can be run efficiently by using any fuel whieh 4s 

¥ wri i i r better than 38 degrees crude oil, Producer Gas, City or Natural 

— to te for details of » awed dealer fran — We wee Gas. Think of the savings this affords, and the sales factor of 

immediate action. economy it presents. 


WITTE ENGINE WORKS. KansasCiry, Mo. 


ENCINE BUILDERS SINCE ta. 
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DIAMON D“E” 









All-Metal Frame 


CLOTH WINDOW VENTILATOR 


Pass on the DIAMOND “E” slogan— 
BREATHE FILTERED AIR—to all your 
customers. Urge them to protect family 
health and treasured household belongings 
with the superior DIAMOND “E” 
Cloth Ventilators. 11 pop- 
ular sizes. Retail at 
45c to $1.05. 












BUY 


40 
, FROM BROADWAY ( 0D 
¥OUR JOBBER NEW YORK.N INS 





Means Easy Sales 


KNOWN QUALITY Satisfied Customers 
SHARK BRAND CHISELS 


Manufactured by E. A. Berg 
Mfg. Co., Ltd., Eskilstuna, 
Sweden. 


Butt Beveled edge. 
Regular Beveled 













are made from 

the finest Swedish 
charcoal steel, sturdy 
and well made and 
craftsmen and lovers of 


edge. ; 
Socket good tools appreciate their 
Chisels. known quality. 


Because of their reputation as de- 
pendable tools, they sell with little 
effort, which means sure profits to you. 
We carry a full line of 
SWEDISH Made TOOLS and HARDWARE 
Order from your jobber today, or write 


SCANDINAVIAN WESTERN IMPORTING CO., Ltd. 
107-109 Lafayette St., New York, N. Y. 
Minneapolis, Minn. Seattie, Wash. Montreal, Can. 








JIFFY BOILER PLUG 


Stops Leaks in Boilers 















Can also be used on Pipes, 
Storage Tanks, etc. User simply 
drives it past the first thread, 
tightens it and the job is done 
in a jiffy. 

Retails at 50 cents with a large 
profit to the Dealer. Shipped 
One Doz. on Attractive Display 


Stand. 
Plug Sent FREE on 


Request 


The Jiffy Boiler Plug Co. 
9114 St. Clair Ave., Cleveland, O. 


Sample 
Plug 


with the 
€ Chise? Point 











Genuine 


Oswego 
Stillson 
Wrenches 


HESE wrenches are 


of extra strong con- 


struction particularly at the 
bearing points between frame 





and jaws. Deep milled jaws give strong 
grip. Guaranty Tag attached to each 
wrench. 





The OSWEGO TOOL COMPANY, Oswego, N. Y. 











COMING CONVENTIONS 


AMERICAN HARDWARE MANUFACTURERS ASSOCIATION 
ConvenTIoN, Atlantic City, N. J., Oct. 21, 22, 23, 24, 
1929. Hotel headquarters, Marlborough-Blenheim. 
Charles F. Rockwell, secretary, 342 Madison Ave., New 
York City. 

ARKANSAS RetAiIL HARDWARE ASSOCIATION CON: 
VENTION, Marion Hotel, Little Rock, May, 1930. Exact 
date to be decided later. L. P. Biggs, secretary, 815 
Southern Trust Building, Little Rock. 

CALIFORNIA RetTaiL HarRDWARE AND IMPLEMENT 
AssociATION, San Francisco, Feb. 11, 12, 13, 1930. 
Headquarters, Hotel Whitcomb. LeRoy Smith, secre- 
tary, 112 Market St., San Francisco. 

CAROLINAS HARDWARE ASSOCIATION CONVENTION, 
June 10, 11, 12, 1930. Place of meeting to be decided 
later. Arthur R. Craig, secretary, 804-806 Commercial 
3ank Building, Charlotte, N. C. 

Irtino1is Retail HARDWARE ASSOCIATION CONVEN- 
TION AND ExHIBITION, Hotel Sherman, Chicago, Feb. 11, 
12, 13, 1930. Paul M. Mulliken, managing director, Elgin. 

INDIANA RetarL HARDWARE ASSOCIATION CONVEN- 
TIon, Manufacturers Building, Indiana State Fair 
Grounds, Indianapolis, Jan. 28, 29, 30, 31, 1930. G. F. 
Sheely, secretary, 911-913 Meyer Kiser Bank Building, 
Indianapolis. 

Iowa Retart HARDWARE ASSOCIATION CONVENTION 
AND Exuisition, Hotel Savery and Des Moines 
Coliseum, Des Moines, Feb. 11, 12, 13, 14, 1930. A. R. 
Sale, secretary, Mason City. 

KENTUCKY HARDWARE AND IMPLEMENT ASSOCIATION 

ConvENTION, Brown Hotel, Louisville, Jan. 14, 15, 16, 
17, 1930. J. M. Stone, secretary, 200 Republic Building, 
Louisville. 
' LouIsIANA 
ASSOCIATION 
Orleans, June 9, 10, 1 
Starkville, Miss. 

MIcHIGAN RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND Exuisition, Grand Rapids, Feb. 18, 19, 20, 
21, 1930. Headquarters, Hotel Tantlind. Exhibition 
wil] be held at the Klingman Exhibition Building. A. J. 
Scott, secretary, Marine City. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Minneapolis, Feb. 18, 19, 20, 21, 1930. Charles 
II. Casey, manager, 2344 Nicollet Ave., Minneapolis. 

Mississirpp! Retail HARDWARE AND IMPLEMENT 
AssociATION CoxvenTtion, White House, Biloxi, June 
16, 17, 18, 1930. Guy Nason, secretary, Starkville. 

Missour1 RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND Exutpttion, New Hotel Jefferson, St. Louis, 
Jan. 28. 29, 30, 1930. F. X. Becherer, secretary, 5106 
North Broadway, St. Louis. 


RetaAIL HARDWARE AND IMPLEMENT 
ConvENTION, Hotel Roosevelt, New 
1, 1930. Guy Nason, secretary, 


MountTAIN STATES HARDWARE AND IMPLEMENT 
AssociaTION Convention, Jan. 21, 22, 23, 1930. Place 
to be decided later. \V. W. McAllister, secretary, 


Boulder, Colo. 

NaTIONAL HARDWARE ASSOCIATION OF THE UNITED 
States ConvENTION, Atlantic City, N. J., Oct. 21, 22, 
23, 24, 1929. Hotel headquarters, Marlborough-Blen- 
heim. George A. Fernley, secretary-treasurer, 505 Arch 
St., Philadelphia, Pa. 

NaTIONAL RetatL HARDWARE ASSOCIATION CON- 
cress, St. Louis, Mo., June, 1930. Herbert P. Sheets, 
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Managing Director, 130 E. Washington St., Indian- 
apolis, Ind. 

TuHirD ANNUAL NaTIONAL House FurRNISHING Ex- 
HIBIT, Chicago, Ill., Jan. 19 to 29, 1930. Headquarters, 
Palmer House. Warren Edwards, secretary, 105 West 
Adams St., Chicago, III. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Omaha, Feb. 4, 5, 6, 7, 1930. Headquarters, New 
Paxton Hotel. Exhibition at Municipal Auditorium. 
George H. Dietz, secretary, 414-19 Little Building, 
Lincoln. 

TERCENTENARY CONVENTION AND EXHIBIT OF THE 
New ENGLAND Harpware DEALeErs ASSOCIATION, Me- 
chanics Building, Boston, Mass., Feb. 20, 21, 22, 1930. 
Headquarters, Hotel Statler. George A. Fiel, secretary, 
80 Federal St. Boston 9, Mass. 

New York STATE RETAIL HARDWARE ASSOCIATION 
ConvENTION, Rochester, Feb. 4, 5, 6, 7, 1930. Conven- 
tion sessions and exhibition will be at Edgerton Park. 
Headquarters, Seneca Hotel. John B. Foley, secretary, 
510 Hills Building, Syracuse. 

NortH Dakota RetaiL HarpWarRE ASSOCIATION 
CONVENTION AND ExuisiTION, Feb. 11, 12, 13, 1930. 
Place of meeting to be decided later. Charles N. Barnes, 
secretary, Grand Forks. 

Oxu10 HarDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Columbus, Ohio, Feb. 4, 5, 6, 7, 1930. 
James B. Carson, secretary, 315 Mutual Home Build- 
ing, Dayton. 

OKLAHOMA HARDWARE AND IMPLEMENT ASSOCIATION 
ConvenTION, Oklahoma City, Jan. 28, 29, 30, 1930. 
Chas. L. Unger, secretary, 207-208 Bloomfield Building, 
Oklahoma City. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE 
ASSOCIATION, INc., CONVENTION AND EXHIBITION, At- 
lantic City Auditorium, Atlantic City, N. J., Feb. 11, 12, 
13, 14, 1930. Sharon E. Jones, secretary, 610 Wesley 
Building, Philadelphia. 

SoutH Dakota Retait HARDWARE ASSOCIATION 
ConvVENTION, Sioux Falls, Feb. 4, 5, 6, 1930. Charles 
H. Casey, manager, 2344 Nicollet Ave., Minneapolis. 

SOUTHERN CALIFORNIA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, February, 1930, exact date and place 
to be announced later. H. L. Boyd, secretary, Spring 
Arcade Building, 541 South Spring St., Los Angeles. 

SOUTHEASTERN RETAIL HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, comprising the state associa- 
tions of Alabama, Florida, Georgia and Tennessee, At- 
lanta, Ga., May 13, 14, 15, 1930. Walter Harlan, secre- 
tary, 701 Grand Theatre Building, Atlanta. 

TEXAS HARDWARE AND IMPLEMENT ASSOCIATION 
CONVENTION AND ExuIBITION, Houston, Jan. 21, 22, 23, 
1930. Dan Scoates, secretary, College Station. 

VIRGINIA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Richmond, Feb. 13, 14, 1930. Thos. B. Howell, 
secretary, Richmond. 

West VircINIA HARDWARE ASSOCIATION CONVEN- 
TION AND Exuisition, Huntington, W. Va., Jan. 21, 
22, 23, 1930.. James B. Carson, secretary, 315 Mutual 
Home Building, Dayton, Ohio. 

WIsconsIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Auditorium, Milwaukee, Feb. 
4, 5, 6, 7, 1930. B. Christianson, secretary, Stevens 
Point. G. W. Kornely, exhibit manager, 1476 Green 
Bay Ave., Milwaukee. 








Showing why DENISTON “led- 
heds” last longer, are easier used 
and do a better job. 








And also why 
you can give 
more ‘“‘led-heds”’ 
per pound. 
Here's a lead headed nail that really takes the place of 
the old lead washer by completely plugging the hole made 
when a nail is driven into the roofing. 
The head is large enough to effectively cover the break 
in the galvanizing and the lead being on the under side 
of the head and on the shank of the nail prevents the 
roof from rusting. 
Furnish your trade a better nail on which you will secure 
a substantial profit and repeat orders. 
If your jobber cannot supply you—send us his name and 
we will forward you samples and circulars. 


The DENISTON CO. x 


4856 South Western Avenue, CHICAGO 











ARN YOUR TAME 


FLEXCO-LOK | 


Unauthorized removal 
of lamps is annoying 
and expensive. Break- 
age is dangerous. Make- 
shift reflectors are risky. 


Safety and economy recommend 
these efficient inexpensive guards 
to you. Hundreds of plants have 
standardized on them. 

Flexco-Lok close with key. 
Flexco with screw driver. Tin- 
finished steel in sizes to protect 
lamps up to 200 watt. 


Examine a sample 
A sample mill type or 60 watt guard will 
be sent gladly without cost on letter 
head request. Give socket 1h fas 
diameter. 4 s 
Stocked by Supply Houses. 
FLEXIBLE STEEL 
j LACING COMPANY 
4616 Lexington St., Chicago 


FLEXCO 


Portable Guards 


Made with split 
wooden handles and 
handle lock. Applied 
in a few seconds. Ad- 
justable hook. Dur- 
able, safe, inexpen- 
sive. (Not sampled.) 
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These are the Kalorized Armstrong Adjustable Dies—None 
Better 








Threaded Throats 


Pasy cutting dies 


are 
CUSY Selling wes 


The secret of successful selling to | 
your pipe tool users is to give them | 
Dies that will cut true, deep clean 
threads—without effort. 


The customer wants dies that give 
him a perfect job every time but 
being only human he wants the job 
done as quickly and as easily as possi- 


URS ble. 


In other words you can assure him of | 
the finest kind of a job with the least 
amount of energy when you sell him 
KALORIZED ARMSTRONG AD-— 
JUSTABLE DIES and a real ARM- | 





None 
Genuine 
Without 


This 
Trade- STRONG STOCK. 
Mark. These dies need less sharpening—the 
, ade Only customer will like that feature, too. | 
in | 
Bridgeport. Here’s a dandy opportunity to make | 


old customers respond with quick 
sales and get back the ones who have 
not been ordering. 


Better still here lies the finest chance 
to start a new customer right and 
make him a satisfied repeater. 





Send for facts and folder G. 


ARMSTRONG MFG.COQ 
or BRIDGEPORT«ow 
KALORIZED 


ARMSTRONG 


ADJUSTABLE DIES 

















— WS185 Union Dish Drainer with out- 
side permanently fixed silver basket, giving 
full capacity. Made of heavy electric welded 
steel wire with bright retinned finish. 


“oT ae 





\ ¥ 


—into Homes You Never Sold Before 
It takes an item of the most everyday useful- 
ness to appeal to a big part of your potential 
untouched market. Use Dish Drainers to ap- 
peal to every home. Low Price and Obvious 


Quality. 
Falling Leaves—Rubbish Burner Season 























A prominent 
Rubbish Burner 
Display in Oc- 
tober and No- 

vember will 
/ sell a gross 
of burners. 











May we suggest 
running a spe- 
cial sale on a 
combination of 
lawn broom 
and Rubbish 
Burner for 
$1.50? 
























Write for catalog and new 
price sheet. Ask us to 
~~. send a sample order 

a\ Union Steel Préducts 
Company 


Albion, Michigan 


Canning Racks 

Cake Coolers 

Wire Baskets 
ete. 
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Wt Acts, as 


~ Well as looks 
the Part__. 














RANTZ Latch No. 28 not only 

Iends a massive appearance to 

any door on which it is used, 
but also is so strongly and simply ae 
constructed as to assure long, trouble- 
free service. 


The beveled escutcheon plates are 3” 
wide x 12” long. The few mechani- 
cal parts of the Latch are made en- 
tirely of steel. Can be installed on 
doors from 114” to 24%” in thickness. 
The No. 28 Latch is furnished in a 
choice of japan, dull black japan, 
antique copper or dull brass finishes. 


You will find that this item sells pi? pe: 
readily and repeats steadily. Write » pithout 
Red L 


Dept. H-J229 for prices. Frantz a 
Manufacturing Co., Sterling, Mlinois. ke 


4 Y 
¢ G . 
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TRADE MARK 













bel 


















Carton of four Eveready 
Raytheon B-H Tubes 


MANY OF THE 
“BY” ELIMINATORS 
YOUR CUSTOMERS 

ARE USING 
NEED NEW 


RECTIFYING TUBES 


¢¢ @ 


EVEREADY 
RAYTHEON B-H 


WITH millions of “B” eliminator units sold 
in the past few years, quite a number must be 
used by your customers. The great majority 
of such units are designed and built especially 
for the original gaseous rectifying tube, the 
famous B-H. Tell these tustomers what a 
surprising difference in reception a new 
rectifying tube will make. Sell them new 
Eveready Raytheon Tubes. The market for 
these tubes is enormous. 

You can buy Eveready Raytheon B-H Tubes 
in handy cartons of four tubes each. Always 
keep at least one full carton on your counter. 


NATIONAL CARBON COMPANY, INC. 
General Offices: New York, N. Y. 


Branches: Chicago Kansas City New York San Francisco 


Unit of Union Carbide : 


~ EVEREADY | 


and Carbon Corporation 


RAYTHEON 


Trade-marks 

















| 


a | 
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THE best-selling casters in the field 
because they have the ball-bearing 
feature. Smooth, silent operation. 
No damage to floors, rugs or carpets. 
These are the features that appeal to 
people with good taste and judgment. 
Roll ‘“‘Acmes” on the counter, or on 
the palm of the hand and the customer 
buys them on sight. Let us tell you 
more about ball-bearing ‘“Acmes.” 


From your jobber. Send for Catalog 





The Schatz Manufacturing Co. 
Poughkeepsie, New York 


Agents: J. C. McCarty & Co. 
253 Broadway N. Y. City 








gry 













Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 


Shows the names, addresses, capitalization, territory cov- 
ered, percentage of wholesale business, number of travel- 
ing men, names of executive officers and buyers, and the 
lines handled by the Hardware Wholesalers. 


For example, on pages 7 to 79 it indicates by the key 
numbers 2 and 36 which hardware wholesalers handle 


“auto accessories and supplies” and “mechanics’ and 
carpenters’ tools,” respectively. 

Then, the Hardware Retailers on pages 80 to 353 _who are 
rated |, 2 or 3 represent the livewire dealers doing 75% 
to 80% of the retail hardware trade of the U. S.; and they 
too handle the products just mentioned. 


CONTENTS OF VERIFIED LIST 


Wholesale Hardware Houses in U. S., Canada and Foreign. 

Retail Hardware Stores in U. S., Canada and Foreign. 

Chain Hardware Stores in United States and Canada. 

5, 10, 25c. to’ $1.00 Syndicate Stores carrying hardware. 

Department Stores carrying hardware and housefurnishings. 

Manufacturers’ Agents in U. S., Canada and Foreign. 

Automobile Accessories Jobbers. 

Mill, Steam, Mine and Machjnery Supplies Dealers. 

Sporting Goods Distributors. 

Mail Order Houses handling hardware and housefurnishings. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Distributors. 

Radio Apparatus and Parts Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 
Hardware Age Verified List of Wholesalers and Retailers is 
indispensable in economic direct-by-mail promotion work and 
also a helpful guide for salesmen’s calls. Every manufac- 
turer's sales manager should have one on his desk, and every 
salesman could profitably carry a copy in his grip. Since 
the previous issue was published there have been more than 
10,000 additions and corrections, and these all appear in the 
Tenth Edition. 

It really is 16 directories in one. 


Published annually, $15.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 
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There Are Many 
Ways To Gain 
The Women’s Trade 


: 
: 


CAM TIwUIee) 


ND this trade is 

well worth hav- 
ing! -Do you know 
that in some sections 
49% of the customers 
are women? How 
many of your custom- 
ers are women ? 


Ceo ool ol cl 


Items such as paint, 
varnish, lacquer, 
housefurnishings, 
kitchenware, electri- 
cal supplies, etc., all 
lend themselves to 
displays and sales 
ideas that willattract 
women to your store. 


Read the accounts 
that appear in Hard- 
ware Age telling how 
merchants every- 
where are gaining 
this desirable trade. 


Hardware Age 


239 West 39th St. New York City 


PAU ANNA AAAI NAINA AAA 
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Bommer 
Spring Hinges 


Ke) 
are jo| |= are 


the best | o the best 
eo} 


Millions 
and Millions 


of People are Pushing 
Them 


whenever they open a door 
Follow the line of least resistance 


use BOMIMEP always 


They are the best 


Bommer Spring Hinge Co., Brooklyn, N. Y. 





With 
Cold-Chisel Jaws 


Diamond _ Adjustable 
Wrenches are drop forged 
from high grade tool steel— 
carefully hardened and 
drawn in oil. Jaws as strong 
and hard as a cold chisel. 
Won’t chip or break. 

Designed especially for 
mechanics—perfectly shaped 
to handle easily—grip like 
a vise. 


DIAMOND 














WRENCHES 


Diamond Adjustable 
Wrenches are the most com- 
plete line made. A wrench 
for every purpose—eleven 
sizes, single or double end, 
full or semi-polished. 


Write for catalog—we’ll 
tell you about our dealer 
help—display boards—circu- 
lars, etc. 


Diamond Calk MHorseshoe Co. 
4622 Grand Ave., Duluth, Minn. 

















COLORED 


GLASS KNOBS & PULLS 
NOW ... they'll sell even faster 














Here’s a real salesman! 

E stands neat and trim, right up on top of your sales 
counter. He catches the eye of your customer, shows 
him all the colors you carry ... and almost com- 

pletes the sale himself! Mr. Tegco comes in this new display- 
container, ready to go to work for you the moment he enters 
your store. 


Assortment No. 129 


Contains: 12 dozen knobs and 6 dozen pulls to match 
Weight. packed for shipment 35 Ibs. 
If your jobber is not prepared to 
serve you, write to us for the 
name of the nearest distributor 


Manufactured exclusively by 
TECHNICAL GLASS CO., Ine. 


2025 E. 48th St. 296 Broadway 
Los Angeles, Cal. New York 








‘ 

















WHEN CUSTOMERS 


BUY 
ATLAS TACKS 
€. SMALL NAILS 


THEY REMEMBER. 
WHERE THEY BOUGHT 
THEM ~~~ ~~~ EVERY 
TIME THEY USE THEM 















ATLAS TACK CORPORATION 


Fairhaven, Mass., and St. Louis, Mo. 
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370 ATLANTIC AVE., 





THE ELASTIC TIP COMPANY 


MANUFACTURERS OF 


@ | RUBBER GOODS AND SPECIALTIES 


SEND FOR ILLUSTRATED CATALOGUE OF OUR COMPLETE LINE OF 
FAST SELLING TIPS FOR ALL PURPOSES 





BOSTON, MASS. 








¢et 
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Cutlery Buyers!!! 
Unreserved Sale of 


15,000 Dozen 
(180,000) 


Famous “Electric” Brand 
Highest Quality Pocket Knives 


Jacks—Pens—Stock Knives 


Also 1000 Sets “Electric” Stainless Tables 


~ By Order Electric Cutlery Co., Walden, N. Y. 


Sale 11 a.m., Tuesday, October 29th 
At Our Salesrooms 


E. Bissell & Co. 
Wholesale Auctioneers 
133-135 Greene St., New York City 


Pocket knives will be sold in case lots of 50 doz. 
each and upwards, 


Any further information desired can be had upon 
request to auctioneer 














POULTRY NETTING 


Galvanized Before and Galvanized c4fter Weaving? 
CLL OT TEL LL ML ALA AOA AOA” MOLL EME LL LL LO” LOL A” LO” ae 
¥ Pe LL AR, NI TEI! TTY ta Pee ff mee ce, 


GALVANIZED STEEL WIRE CLOTH 
IncAl Grades 
“€ Look for the tag, carrying our name, at the end of every roll! 


f=! The Gilbert & Bennett Mfg. Co. 


Established 1818—Americe’s Oldest Woven Wire Factory 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Georgetown, Coan ‘Chicago - Ramene Coy 











Are You Selling Your Share of Toys? 


When a dealer can sell more than $500.00 worth of Electrical Toys in a year and 
$9,500.00 worth of other toys, it demonstrates that there’s real money in the toy 


business. 


The story of this dealer’s success is typical of the practical help which HARDWARE 


AGE is giving its readers. 


A regular reading of the editorial and advertising pages of HARDWARE AGE will 
give you a background of selling knowledge which will contribute substantially 
to increasing your profits. 


Hardware Age, 239 West 39th Street, New York City 
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EST. 1857 


TRADE ~ MARK 
REC 


Sani Zz 








Mathias i» 
| 





& Sons 


Since 


1857 

















Wood Screws 
Drive Screws 
Coach Screws 
Machine Screws 
Set Screws 

Cap Screws 

Saw Screws 
Thumb Screws 
Hand Rail Serews 


Special Automatic Screw 
Machine Products 


Stove Bolts 

Tire Bolts 

Agricultural Bolts 

Sink Bolts 

Hanger Bolts 

Machine Screw Nuts 
Stove and Tire Bolt Nuts 
Semi-Finished Nuts ; 
Castellated Nuts 

S.A.E, Nuts 

Jack Chain 

Plumber’s Chain 
Register Chain 

Safety Chain 

Furnace Chain 

Ladder Chain 

Sash Chain 

Escutcheon Pins 
Speedometers 


The CORBIN SCREW CORPORATION 


The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 


Warehouses—New York, Chicago, Philadelphia 
Western Factory—Dayton, Ohio 





























oultry Supplies 





Grit Feeder Dry Mash Hopper 


— MOE’S LINE — 


A Big Complete Line of Poultry Equipment. 
Popular with the’users, and a satisfactory, profit- 
able line to sell. 


Write for New a. Ce and Prices 


2305 Davis St. CoM Chicago, Ill. 


NOELTING 
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“Make Your Show Windows 
Pay Your Rent” 
“Don’t Forget! Many Sales 
Are Made on the Sidewalk” 
ONKEN TOWER Merchandise Dis- 
players make Window Trimming Ef- 

fective and Easy. 
ONKEN TOWERS are Wonderful for 


making quick changes in your win 
dow. 

ONKEN TOWERS have interchange- 
able features ‘Two-in-One 

ONKEN Tower Merchandise Win- 
dow Displayers are made in 5. sizes 
from $6.09 Up and made !ike a piano 
36’’ wide. 

ONKEN TOWERS range in_ price 
from $6.90 Up and made like a piano 
Write for Descriptive Matter No. 98 


THE OSCAR ONKEN CO. 
No. 698 West 4th St. 
CINCINNATI, OHIO 





Improved ‘‘Barnes’’ Type Pipe Cutter 
from thee ARMSTRONG BROS. 


Line of Better Pipe Tools 












This 3-wheel Barnes type is especially 
adapted to work where the cut- 
ter cannot be revolved en- 
tirely around the 
Pipe. 






Bodies of Certified Malle- 
able Iron—Pins of carefully 
hardened tool steel. Wheels 
of special Alloy Tool Steel 
—Improved Knife Blade 
Design — Cut faster, last 
longer. 














Refrigerator and Builders’ 
Hardware 


See our New Cylinder Mortise Dead 
Locks 


Better Hardware in Brass and Bronze 


Greene Tweed Corp. 
9 Liberty St., Newark, N. J. 


Cc cio 


Reg. U. S. Pat. Off Reg. U. S. Pat. Off. 





Write for ARMSTRONG BROS. TOOL CO. 
Catalog “The Tool Holder People” 
P-10 314 N. Francisco Ave. Chicago, U. 8. A. 





YERS Ren 
NST 


MODERNIZE STORE METHODS 


To provide adequate storage facilities for shelf stock—te 
Hi make it accessible and convenient for clerks and stock men 
to handle with absolute safety—to insure quick service for 
[| wholesale or retail trade—install one or more 
~ MYERS NOISELESS CUSHION TIRE STORE LADDERS. 
Deep tread steps, full length hand grips, rubber tires, over- 
head track system, firm construction throughout, eliminate vibra- 
tion and noise and produce a ladder of ample strenyth for 
safety, convenience and efficiency. One style only—neat of 
design—attractively finished—any height—easily installed — 
meets most requirements. Circular on request. 


WEF E.MYERS & BRO.co. 


ASHLAND, OHIO. 
PUMPS-WATER SYSTEMS-HAY TOOLS - DOOR HANGERS 





























NEW IN *PYREX OVENWARE 
Baked Apple Dish 


HIS individual Baked 

Apple Dish No. 435 in 
Transparent PYREX 
Ovenware is offered in re- | 
sponse to the suggestions of 
Yy many dealers. Packed 
wetana twenty-four in case. Order 
oer through your jobber. 


CORNING GLASS WORKS 


| CORNING, N.Y. 
| 








ths Trade-mark *‘ PYREX”’ Reg. U. S. Pat. Off. | 











Style A 


CAROLUS CUTTERS 


The Style A is a Straight or Side Cutting Bolt Cutter. 
Carolus also offers you the Style B, or Straight and End Cut; 
also Style N, Straight and End Cut with Nut Splitter. Steet 
4m hold Jaws rigid, giving straight cutting at all times. 
Made in SIX SIZES and THREE STYLES. 

If your jobber cannot supply you, write us direct for 
Literature and Prices. 


CAROLUS MFG. CO. Sterling, IIL. 


Sales Representatives—Surpless, Dunn & Co. 
NEW YORK, CHICAGO 





Known and Trusted 
for their unfailing 
accuracy— 

[BS 


BROWN & SHARPE 
ele) A 


“World's Standard of Accuracy” 








Multiplying 
a Good Thing 


After you have read 
Hardware Age what do 
you do with it? Why 
not let others in on the 
good thing? If you are 
a store executive it will 
help your business as a 
whole. If you are a 
buyer it will help your 
department. 


Hardware Age 





239 W. 39th St. 
New York City 
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WALWORTH 


Walworth Company, General Sales Offices: 
51 East 42nd St., New York 


Plants at Boston, Mass.; Kewanee, III.; 
Greensburg, Pa., and Attalla, Ala. 
Distributors in Principal Cities of the World 


Walworth Company, Limited, 620 Cathcart St., Montreal, P. Q. 
Walworth International Co., New York, Foreign Representative 


Makers of Dan Stillson’s Wrench 





and more 
them 


It is easier 
profitable to sell 
what they want. 


Judging from our volume 


IVER JOHNSON 


Single and Double Barrel Shot Guns, “Hammer the 
Hammer” Revolvers, and the new Iver Johnson 
Safety Rifle. 


Iver Johnson’s Arms & Cycle Works 
Mass. 


Chicago 
108 W. Lake St. 





litehburg. 


San Francisco 
717 Market St. 


New York 
151 Chambers St. 








R. oe <5 s Oyster Knives 


make one of the 











All 

italics Toughest Jobs—Easy! 
Boston That’s why professional oyster- 
New York men PREFER them, The 
Seattle edges stand the gaff. The 
Providence blades stay set. There is a 


New Haven 
Crisfield 


pattern to fit all demands on 
the Atlantic and Pacific coasts. 


CLAM KNIVES—Too! 


ORDER NOW! Illustrated Catalog 
on Request. 


Robert Murphy 
Ayer, Mass. Est. 





Sons Co. 

1850 

Also makers of Sloyd, Manual Train- 

ing, Shoe, Kitchen, Roofing, Paper 
Hangers’, etc., Knives 














of CONSTRUCTION 
Construction Bit 


Made to stand the gaff of 
hard service—designed right 
to cut through wood smooth- 
ly, quickly. Write today for 
illustrated folder and price 
list. 














Snell Manufacturing Company, Fiskdale, Mass. 


Sales Representatives 
New York City 








Jonn H. GranaM & Co., 113 Chambers St., 








Allith 


ROLLING LADDERS 


like Allith hangers—are always 
on the track. They speed up sales 
by reducing the time needed for 
each sale. They are attractive, 
durable, roll quietly and run free- 
ly. Your post card will bring 
prices and information by. first 
mail. 


ALLITH-PROUTY COMPANY 


DANVILLE, ILLINOIS 



















SAMSON TRADE MARK 


SAMSON CORDAGE WORKS 
BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX and SACHEM brands 


each the standard of quality for its particular use. 
“There IS a Difference in Sash Cord”’ 
OTHER BRAIDED CORDS :* COTTON TWINES 


Send for catalogue, samples and selling information 











Forged steel points— 
fine adjustment— 
positive lock — 
Starrett quality— 


that’s what they 
want. 


Starrett 
No. 92 
Dividers 

















REAL METAL Solder 
in Paste Form— 
Packed in 
Collapsible 
Tubes 













Greatest Soldering Convenience 

Ever Invented. 

Every Electrical Connection 

_orIntricate Job Needs ~ 
SOLDERALL. 


THE , SOLDERALL C0.,Newark, N.J. 
esults Saeed Equal to Wire or Bar Solder. 
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Classified Opportunities 





Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 


Classified Advertising Rates 
Opportunity Exchange Section 





BOXED DISPLAY RATES 
RR 2s oes nie ae bib op Celnw sans aie $5.00 


Each additional inch 


Positions Wanted Advertisements 
50% off rates quoted 


Address your advertisements and replies to 








Bet Solid, Minimum of §& lines... .$3. 
Each additional line 60 


All Capitals, Minimum of 5 lines. . 
Each additional line. . 


Average 10 words to a line 
Allow One Line for Keyed Address 
Samples of merchandise, literature, catalogs, etc., ey more than ordinary reforwarding postage should aot 
to 





be addres 


Discounts for Classified Advertising 
Onan, SO <— 8 insertions, 15% Harpwars Acs is published each Thursday. 
o 





Hardware Age, Classified ag 9 
tunities, 239 West 39th St., New 
York City 





Forms close Nine Soe poten to date ef 





Remittance Must Accompany Order publication. 


ox numbers. 





BUSINESS OPPORTUNITIES 


POSITIONS WANTED 








WANTED TO BUY 


Manufacturing concern making production items. Must 
have going business and record of substantial sales. Will 
pay cash for the right proposition. Address Box I-56/7, 
care of HARpwWaRE AGE, New York City. 














FOR SALE:—Hardware Business established two (2) years, near 
Philadelphia, in town of 5,000, 10 manufacturing plants, center of large 
farming district, located in a growing section 1 mile from the one other 
Hardware Store. Inventory $8,000. Reason for selling, other business 
interests. Address Box I-556, care of HarpwAre AGg, New York City. 





MANUFACTURER, established 10 years in Metropolitan District 
Manufacturing a staple Hardware Product selling to jobbers, Retail 
Hardware Stores, also plumbing, Elecrical Supply and “Allied Industries. 
Desires capital for expansion purposes. If interested write Box I-568, 
care of HarpwAre AcE, New York City. 





HARDWARE, Plumbing and Heating business, in good town, doing 
over $5,000.00 per month, long established in present building, will reduce 
stock to suit purchaser if necessary, a opportunity a the right 
party. A. G. FORSYTHE, Broker, Milan, Mich. 


POSITIONS WANTED 








AVAILABLE. A capable man with background of fourteen years gen- 
eral sales experience in the hardware field wishes to associate himself with 
manufacturing concern. No objection to selling. Woyld make able 
assistant to sales executive. Ultimate objective administrative work. 
Address Box I-553, care of Harpware AcE, New York City. 


SALES ACCOUNTS WANTED 











HARDWARE M’F’RS REPRESENTATIVE 
SEEKS ADDITIONAL LINE FOR NEW YORK 


A substantial reputation Sixteen years contact leading 
hardware jobbers will entertain connection only with 
well known concern—preferably advertised line—terri- 
tory—New York State—New Jersey—Philadelphia— 
Baltinore—Washington, D. C. 

EDWARD WEINGARTEN—286 Fifth Ave., New York City 














SALESMAN with extensive experience and established following 
would like to represent manufacturer of hardware or allied lines in Metro- 
olitan New York district. Address Box I-561, care of Harpware AGE, 


ee York City. 


MANUFACTURERS Representative covering Rocky Mountain territory 
can handle additional line. Covered this territory past_five years, head- 
quarters Denver. Prefer _a_line partly established. Commission basis. 
Address Box I-564, care of HarpwArE AGE, New York City. 











SALES REPRESENTATIVES WANTED 





EAS =, 


HELP SPECIALISTS 


FOR THE HARDWARE INDUSTRY IN NEW YORK 
STATE 


MALE AND FEMALE 


BEVERY APPLICANT INVESTIGATED AND GUARANTEED 
FOR TEN TIMES THE WHEEKLY SALARY INVOLVED 


ABBYE EMPLOYMENT AGENCY, INC. 
112 W. 42nd Street Bryant 7874-5-6 


=) 














ROPE SALESMEN WANTED 


In all territories 100 per cent pure Manila rope 17c. Ib. 
basis’ Fast selling side line five per cent commission. 
UNITED FIBRE COMPANY, 82 South Street, New York 
City (Foot of Wall St. and East River). 











SALESMEN WANTED 


Reliable men who know Rope and Twine, calling on 
responsible concerns—a good opportunity offers. Write, 
giving experience, references, and territory covered. 


Address Box I-547, c/o Hardware Age, New York City. 











SALES MANAGER 

EXECUTIVE SALESMAN—READY FOR IMMEDIATE CON- 
NECTION WITH MANUFACTURER SELLING TO HARD. 
WARE JOBBERS. FAVORABLY KNOWN FOR OVER 14 YEARS 
AND HAS HIGHEST ENDORSEMENTS. _TRAVELED EN- 
TIRE COUNTRY AND SUPERVISED SALESMEN. SALE 
OF CORPORATION REASON FOR AVAILABILITY. LOCA- 
TION IMMATERIAL. ADDRESS BOX I-534, CARE OF HARD. 
WARE AGE, NEW YORK CITY. 














EXPERIENCED Hardware man, 15 years in retail stores of $10,000 
to $25,000 stock as manager, Buyer or Salesman. Age 40—married, 
honest, strictly sober, ambitious, reasonable salary and good references. 
Address Box I-562, care of HAarpwArE AGE, New York City. 





SALESMAN, Married Man, wholesale and retail experience ten years 
with first class Jobbing House, City or Travel, Have car, references. 
Address Box 1-563, care of Harpware AGE, New York City. 





MAN—Age_ 29, Married—having disposed of own business—wish 
position with Wholesale or retail Hardware or paint _firm—9 years experi- 
ence in both lines. Address Box I-565, care of HArpwareE AGE, New 
York City. 








WE HAVE open, for side line salesmen, calling on retail, hardware 
trade, territory in Illinois, Indiana, Iowa, Wisconsin and Ohio, to. sell 
Sole Leather and Rubber Heels. Commission basis. Old and reliable 
firm. References required. Address Box 1-566, care of HarpwAre AGE, 
New York City. 


WHOLESALE Mill Supply House with high grade representative 
lines has an opening for a salesman calling on the Factory and Industrial 
trades, on commission basis with drawing account. State experience, 
qualifications, etc. Address Box I-569, care of HArpware AGE, New 
York City. 


SALES AGENTS—Jobbers, distributors, salesmen, calling on factories, 
building, paint and hardware firms, paint dealers, decorating contractors, 
etc. Sal high grade cleaning compounds. Big demand, substantial 
earnings. Write Trojan Corp., 125-7-9 S. Market St., Chicago, Il. 


WANTED: Experienced, small tool salesman for Eastern Pennsylvania 
and Maryland. Give history of past experience in selling hardware 
products, age, salary, and send photograph. Address Box I-560, care of 
Harpware AGE, New York City. 

COMMISSION SALESMEN IN EACH STATE for manufacturer of 


band tools and hardware specialties. Advise territory covered and 
represented. Address Box H-638, care of Harnpwarz Acr. New York City. 
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Quick Results From the Classified Section 





Hardware Age, 239 West 39th St., New York 


*‘Classified Opportunities Section’’ 
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THE ADVERTISERS INDEX is published as a convenience and not as @ part of the advertising contract. Every care 
No allowance will be made for errors or failure to insert. 
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A Birtman Electric Co............ ( ioeabent “Don 60.005. 05562000. 
ee Bissell Carpet Sweeper Co...... Cronk & Carrier Mfg. Co...... 
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Addison-Leslie Co. en gee Blaisdell Pencil Co....... pacts Cyclone’ Fenve: Co... 26.5. 0005. 17 
Mero Midel Co... ..... ccc. Bluffton Slaw Cutter Co... 

Pe ee Ge Bommer Spring Hinge... are A D 


Bosley Co., D. W.... 


Alexander Hamilton Institute... 2 Salt ede ts 
Boston Woven Hose & Rubber 


Daisy Mfg. Co.... 
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Aluminum Wares Association... Bridgeport Chain & Mfg. Co.... 


NI 


American Chain Co............. 12 | Bridgeport Hardware Mfg. Co.. eee Calk & Horseshoe Co.. 
“aa Bisiinenort Bokew -156....6c0.... 82 Dickson Weatherproof Nail Co.. 

a Brown & Sharpe Mfg. Co....67, 76 Dietz Co. R. E........ 

“Ce Display Material Co............ 


Buffalo Wire Works Co., Inc... 


American Flyer ee 
American Fork & Hoe Co.. 
American Gas Machine Co... . 
Disston & Sons, Inc., Henry.... 
American Handle Co.... 


2 ' in Dix Sruci ‘o. s ‘ e 
Moseitian Matiisel iGo Bunting System, The........... ixon Crucible Co., Joseph... . 
2 aaa ats : 5 : Domes of Silence, Inc.......... 82 
American Nut & Bolt Fastener Burnley Battery & Mfg. Co..... Dorf co 
i ye ae <-> | Burton Boston Brush Co.. EN he BOR 6 565 40 
; LAGUIES * sean Dower Mite. Co... 0266.45 
American Ring Co....... 
. : NOK: SANK fn insccsdeewlkscs 
American Saw & Mfg. Co....... : . . 
Cc Duluth Show Case Co.......... 


American Screw Co.......... 


‘ ; ; Du Pont de Nemours & Co., 
American Sheet & Tin Plate Co. ee De oe rarer Tt Seed aks 5 een 
American Stainless Steel Co..... Capital Furn. Mfg. Co.... 

American Steel & Wire Co..... Carborundum Co. ..... 
American Telephone & Telegraph fe Sn .. 76 E 

Le Rice su Shauna dw snicsee's . Chain Products Co....... seg Eagle Lock Co.... 
American Weekly ........ ete Champion De Arment Tool Co... Eagle-Picher Lead Co... en 
Ames Shovel & Tool Co....... Chase Brass & Copper Co...... Earl Radio Corp., Freed 
Anti-Borax Compound Co....... Cheney & Sons, S..... ’ Eisemann Div. 
Arcade Mfg. Co...... Chevrolet Motor Co....... hes Eastern Nail Co..... te 
Armstrong Bros. Tool Co..... 76 | Chicago Flexible Shaft Co.. Eastern Tool & Mfg. Co... 
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Armsrong Electric & Mfg. Corp. — ‘thicago Roller Skate Co..... 


Eclipse Machine Co...... 
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Atlas Ansonia Co... Cases Seer (bic sick owed secs Miewtice “Tip G6....6.552 Pe 
bias: TA Gor: .... <2 ssn 73:4 Clemon Bros., fet... os. 2 0c6s. Electric Cutlery Co...... ee | 
Atomister Corp. ...... Cleveland Quarries Co.......... Enterprise Mfg. Co.... 
Auto Vehicle Parts Co.. Cleveland Twist Drill Co....... 62 | Estwing Mfg. Co........ 
Autoberth Co. ..... Cleveland Wire Spring Co.... re Tee Wien. 
Cl Mfg. C Everedy Co., The..... Re 
over s z. Mececcsessesecses 
5 l : 1 * : 
Coldwell Lawn Mower Co...... 
Babcock Co., The W. W.... ane F 
fi Coleman Lamp & Stove Co.... 
Badger Rubber Works.......... 10 ; ‘ 
Columbian Rope Co....... ; Fairbanks Co. ....... wary: 
Baeder-Adamson Co. ...... 3 . ‘a pas > 
t Columbian Vise & Mfg. Co. Fairmont Tool and Forging Co.. 82 
Bakelite Corp. ........... : eee = ee 
Conestoga Corp. ........... Farrand, Inc., Hiram A........ 66 
Baker-McMillen ............ Fate-Root-Heath Co. .......... 


‘ongoleum Nairn, Inc...... 


Banks Steel Post Co. Faultless Caster Co............. 75 


( 

Consolidated Electric Lamp Co.. 
Barney & Berry, Inc........ 2a : , Favorite Stove & Range Co.... 
itary Continental Screen Co........ . " 
MEO is sa oS km hss sie EE C Federal Washboard Co., The 
Beall Tool Co.......... ie ee ee Wiagereld Mig, Ce...-...... 
Beckley Ralston Co..... ee che poate ephoka Fletcher-Terry Co. ....... : 
ORR ti Aa a oo oc iaoe soins 68 ana oe seb a JSD Flexible Steel Lacing Co........ 69 

5 , orbin Cabinet Lock betes forgeersy BEtg. WO...4 605s 

Beisser Key Machine Co.. " x * x5 hana “ a 
Bemis & Call C es 2 Ye 59 | Foster Bolt & Nut Co... 

— Sf et i a Corbin Screw Corp.... .teo. 8S ee Te ss. . eek a ee 
Bergman Tool & Mfg. Co... Corcoran Mfg. Co............. 1 TS SY Ga 
Berne: Co., Tne. Otto... 5.6504: Corning Glass Works.......... 76 | Freed Eisemann Radio Corp 
Bethlehem Steel Co............. Cortland Grinding Wheels Corp. — | French Battery Co.... 
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Gendron Wheel Co............. 
General Fireproofing Co......... 
General Wheelbarrow Co........ 
Getz Power Washer Co......... 
a er rer ee -- 
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Gilbert & Bennett Mfg. Co..... 74 
Gilbert Clock Co., Wm. L...... 65 
Gillette Safety Razor Co........ 
Good Housekeeping ..........-. 
Goodell-Pratt Co. ....2.00:055. 


Goodrich Rubber Co., B. F., The —- 
Grand Rapids Hardware Co..... - 
Greene Tweed Corp. of N. J.... 76 
Greenfield Tap & Die Corp..... 
Greesilee Tonk Co... cscs cccscs 
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Hanlon & Goodman Co.......... - 
Hanover Wire Cloth Co........ 
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Hardware Age Catalog......... 
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Henckels, Inc., J. A........... - 
Hercules Powder Co........... 
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Hibbard, Spencer, Bartlett & Co. 
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Hill, N. .N., Brass Co.......... 
Se eee rT 75 
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en © een 2 eee 
Hoppe, Inc., Frank A........-.- 
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Household Magazine, The....... 
Houze Convex Glass Co., L. J... — 
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Hurley Machine Co...........-: 
Hustler Toy Mfg. Co.........- - 
Hygrade Lamp Co............- 
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Imperial Bit & Snap Co........ 
Independent Lock Co..........- 4 
Indiana Rolling Mill Co........ 
Indiana Steel & Wire Co........ 7 
Indianapolis Cage Corp........- . 
Ingersoll Watch Co., Inc....... 
International Nickel Co......... 61 
International Silver Co......... 2 
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Johnson Outboard Motors Co.... 
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Kansas City Chamber of Com- 
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Kantlink Manufacturers ....... 


Kant-Rust Products Corp........ 
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Keiser Mfg. Co......... 

Kelly Axe & Tool Co...... 
Kenton Hardware Co.......... 
RS a 5 ne 
Keystone Steel & Wire Co...... 
Kilborn & Bishop Co........... 
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SUN GC a. Pa 
Kohler Die & Specialty Co.. 
Kokomo Stamped Metal Co. 
Korecto Products Corp.......... 
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Ladder Mfrs. Assn. of America, 


(i Sy eek eee 
Lamson & Sessions Co...... 
Landers, Frary & Clark........ 
Denman, As 8... & Co: «5.2. 6.50 
Leipzig Trade Fair............ 
Libby-Owens Sheet Glass Co.... 


Lidseen Co., Gustave.......... 


re eee 


RY PE. Slee on sca cane 
ONG OE oe ee 
Lupton’s Sons Co., David.. 


M 
McGill Products Co....... 
McKinney Mfg. Co......... 
Malleable Iron Fittings Co...... 
Mansfield Lock Washer Co..... 
Mansfield Tire & Rubber Co.... 
Marshall Furnace Co...... 
Marshalltown Towel Co.. 
Martin-Senour Co. <..6.6..5.; 
Marin Varsish Co: «0.05.6 664%. 
Meisselbach Mfg. Co., A. F. 
Mengel Co. ........ 
Merrill Handle Co............. 
Metalcraft Corp. ; 
3 | RS © eg 
Milwaukee Stamping Co. 
Moore Push Pin Co....... 


Biowwell, Tere... COB. 6.26 cece ss 


Morse Twist Drill & Machine Co. 


Murphys Sons Co., Robert 
Murphy Varnish Co......... 


Myers & Brothers Co., F. E..11, 7 
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National Aluminum Mfg. Co.... 


National Carbon Co............ 


National Enameling & Stamping 


OU Jacstede re cect bxe notin 


Onken Co., Oscar. 
Co. eee 
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House Furnishing 
Cialis osec 
Lock Washer Co 
Co 
Standard Horseshoe Co. 
Stamping & Electric Co. 
Mie; G6.s4<5 

New Jersey Zinc Company 
New York Wire Cloth Co 


Coste Giles ts 


Forge & Mfg. Co 
Oliver Iron & Steel Corp 
Community, Ltd........ 
One Minute Mfg. Co........... 


Omet; Jol, Mis. Coa... vccicess. 


& Wilcox Co.. 
Handcuff Co..... 
Co 
Lawn Mower Works 


Co. 


| ee 
Rubber Co... 


Lawn Mower 


Co., Wm. 


Glass Co.... 


Fayette R.. 
Rubber Co...... 


Monthly. . 


Lock Washer Co.. 


Inc.. 
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Reed & Prince Mfg. Co... 


Reliance Manufacturing Co.... 


Remington Arms Co., Inc.... Templeton, Kenly & Co., Ltd.. 


Rexhouse Mfg. Co 


Works, Inc..... 

Corp.. 
Norman Mfg. Co 
TO aisiccaixie's 


Pr eT Re 


Rivet & Stud Co... 


Robertson, Arthur 


Ruby Chemical Co 
oo ING Girne ei cs Hace dis inats 
Russell Cutlery Co., John 
Rutland Fire Clay Co........... 


Samson Cordage Works 


Shelby Spring Hinge Co.. 


Sidway-Topliff Co. 


Simonds-Worden-White 
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Wolverine Supply 


Sterling Woodenware Co 


Superior Laboratories 
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WOOD SCREWS 


Rivets Roofing Nails Scratch Brush Wire 


THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


Representatives: 
George E. Quigley, nee 
Milton Pray Co., San Fr les, Seattle 
G. M. Baird & Co., ~ ees thy Tenn. 









AIRMOUNT TOOLS 





OW 
ell. 


MASONS TOOLS 


Quality drop-forged Masons’ Tools, 
made by Fairmount, offer real oppor- 
tunities for increased business— 
highly profitable business. 

Designed by men who know from 
experience the kind of work such 
tools are called upon to perform, 
Fairmount Masons’ Tools appeal to 
practical workmen the minute they 
are displayed. 

To prove this conclusively to your- 
self put in a stock of the popular 
numbers shown above. Just order 
by number ~“—_ your jobber. 


RICES 

Fairmount Brick Gaon 
cS Se See $1.50 each 
ee ee SRS 1.75 each 
No. 171 : | rrr re see 2.00 each 
ae | SS 2.50 each 

Falreaent, Lew Chisels 

ere -75 each 
No. 652 3%" Cut EG wae cee -90 each 
Pe ee MI e-5 0-80 00:88 1.00 each 
No. 654 4%” Cut.......00. 1.25 each 


Fairmount a Jointers 
No. 67 14%” Flat and Convex .50 each 
No. $72 5/16” Flat and Convex .50 each 
No. 673 %” Flat and Convex .50 each 
No. 674 7/16” Flat and Convex .50 each 
No. 675 144” Flat and Concave .50 each 
No. 676 5/16” , Plat and Concave .50 each 
No. 677 ” Flat and Concave .50 each 
No. 678 7/16” Plat and Concave .50 each 


IRFrOU NT 


IF € FORGING Co 


ELAND ~ son 





GIVE SERVICE AND (7 











Advise 


Customers 


DOMES of SILENCE 
on All Furniture 


to save Rugs — to save Furniture — to 
save Floors—to create Quiet. 

Sizes 34” to 74”"—10c. per set. 

Size 144”—15c. per set. 


4 DOMES comprise a Set. 


If your Jobber cannot supply you— 
write us direct. 


We also make all grades of Sliding Casters, Pin 
Slides, Felt Slides, etc. 


DOMES OF SILENCE, INC. 
21 Pearl Street New York City 

















Superior Brand 
Poultry Netting is 
the accepted stand- 
ard of perfection. 
Unrolls evenly. Free 
from bags and 
bulges. Thoroughly 
galvanized. The best 
netting is the best 
seller. 


The Netting with 
the Rooster Label. 


G. F. Wright Steel 
& Wire Co. 


Worcester, Mass. 


LATO) 54 
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NET-WICK Poultry Fence Never Sags 


Our new combination of mesh and gauge wire is reinforced so 
securely that no rail support is needed either at top or bottom 
to prevent sagging. 


Both Horizontal and Perpendicular wires are of the same FULL 
GAUGE. The former has just enough wave to allow for con- 
traction and expansion. 


The wire is made from best Open Hearth Steel—every operation 
from raw material to finished product being controlled in our 
own plant. The twist is complete—cannot be opened by un- 
winding with pliers. 


Galvanized before or after weaving. Put up in bales of 150 lin. 
ft., 2” mesh, in No. 19 or No. 20 gauge, 1” mesh in No. 20 gauge 
wire, in six inch widths from 12” to 72”. Backed by 50 years of 
experience. 


Our Other Products Include: 


Hexagon Poultry Netting Cortland Black Enameled 


: Graywick 
Galvanized Hardware Cloth White Metal Finish 


and the following brands of Wickwire Premier 


Screen Wire Cloth: Wickwire Bronze 
Wickwire Copper 


Your Jobber will supply you. 
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You are busy with 


Your customers are 


busy with plans for plans for increasing 


autumn entertainins. autumn sales. 


THE By pen OOK SET 
ec Tony 


offers just the selling urge that will appeal to your trade and in= 

















crease your profitable silverware sales. Records prove the buy- 
activity of fall months and the sale=ability of this TUDOR PLATE 


zand= I ray. It's a combination that insures sales and profits. 


ONEIDA COMMUNITY-LTD-ONEIDA-NEW YORK 


TUDOR PLATE 


made by the m akers of 


COMMUNITY 
PLATE 
















For 6, 8 or 12 covers—29, 34 or 
5opieces—with stainless knives. 
Choice of four designs besides 
the ENCHANTMENT which 
is illustrated. And remember 
the Tray is FREE! 
















































